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Carolina Honors mows Dealers— 


Werth Carolina's oldest automobil 


fs of their lives to the automotive in 


pbile), Charlotte; Howard L. Rose (Buick), Rocky Mount; 
ud Guy E. Cline (Buick- Pontiac), Lincolnton. 


deal 


d during the convention of the Ni 
#, N. C. Receiving the “50 Yaar 


s from the standpoint of service were 
h Carolina Automobile Dealers Assn. in 


Award" for giving 50 or more continuous 
stry were, from left, G. C. Thomas (Cadillac- 


Lee A. Fogler (Buick), 


Shadow of Price Stickers 
Falls on Dealer Ads 


By John K. Teahen Jr. 
Staff Writer 


KONG with outlawing the price 
* pack and making bootlegging 
} extremely risky operation, the 

price sticker law has had a 
pnounced effect on dealer adver- 


ng. 
“The Federal labels have given 
’ » advertisers a peg on which 
fo hang their claims of huge sav- 


In past years, ads mentioning 
savings of hundreds of dollars 
often aroused only skepticism in 
the minds of prospective buyers. 
The price stickers make discount 
ads more credible, as long as the 
dealer doesn’t go overboard in 
his claims. 

But some dealers insist on whip- 

ping a good horse to death. An 

rn Chevrolet dealer recently 
Sdvertised $850 discounts; a South- 
@m Dodge-Plymouth outlet spoke 
Of $1,000 off, and a Texan handling 
ee lines mentioned discounts up 


Buch discounts are possible, of 

Course, but on the makes men- 

tioned they would apply only to 

me most expensive and most lav- 

iy equipped models in the line. 

ordinary buyer couldn’t be 

ed for considering these ads 
teptive. 

< * * 
continues to be the most 
"popular tool-in the dealer’s ad- 


Top Cars 


New-cear registrations: for two 
ks, plus 40 states for March: 
1958 
Pos. 
266,060— 1 
208,168— 2 
712,294— 4 
54,004— 6 
81,291— 3 
25,914—10 
64,660— 5 
28,017— 9 
29,010— 7 
8,602—14 
Dodge 28,897— 8 
Chrysler 14.369—11 
» Edsel 10,896—13. 
DeSote 12,018—12 
Lincoln 7,396—15 
‘Imperial 4,005—16 
106532. Misc. 55,414 
Total All Makes 

| 1,168,143 971,165 

Further details on Page 54. 


Make 
Chev. 
Ford 
Olds. 
Pontiac 
Plym. 
Rambler 
Buick 
Cadillac 
Mercury 
Stude. 


291,497 
279,610 


vertising kit, and many Chevrolet- 
Ford-Plymouth retailers are offer- 
ing their wares for less than the 
expected $2,000 price of next sea- 
son’s Big Three small cars. 

Dumas Milner Chevrolet, San 
Antonio, listed a Biscayne two-door 
sedan at $1,997, while Early Chev- 
rolet Co., Vicksburg, Miss., tacked 
a $1,985 tag on the same model, 

Ford Custom 300 two-doors 
were listed at $1,889 by Weiss 

Ford, Baltimore; at $1,934 (with 
heater) by Ed Maher, Dallas, and 
at $1,995 by R, W. Carig Ford, 
Inc., New Albany, Ind. 

Perkins Plymouth, Louisville, 
said it would sell Savoy two-door 
sedans for $1,932, and Robinson 
Brothers, Jackson, Miss., offered 
Savoy two-doors at $1,989. 

Some Chevrolet dealers based 
their ads on Bel Airs rather than 
Biscaynes. This may well be a 
result of the shortage of models in 

(Continued on Page 4, Col. 3) 
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fm Output Hits 1959 Peak, 
Reflecting Spring Sales 


By Martin L, Whitmyer 
Staff Writer 

_ auto production under 

close scrutiny for clues to the 
spring market, car output at U. S. 
plants soared to the year’s high of 
an estimated 136,650 units last 
week. 

While new-car inventories rose in 
April, sales also took an upturn. 

Contributing factors in the pro- 
duction rise were sharp increases 
at Ford and Chevrolet and over- 
time scheduling at Pontiac’s 

“home” plant, Rambler and Lin- 
coln-Thunderbird. 

The week’s outturn was a 15.7 
percent increase over the previous 
week’s 118,059 cars. Highest level 
reached previously this year came 
in the week ended Jan. 17, when 
135,976 cars were rolled from UW. S. 
assembly lines. 

Truck output also hit a year’s 
high of an estimated 27,065 units 
last week, with overtime schedul- 
ing at Ford and Chevrolet. Previous 
high for the year was 27,000 units 
turned out during the week ended 
Apr. 25. 

ok * * 


To upsurge in last week’s car 
assembly operations brought 


Makers Fight Bill 
On 30-Day Notice 
Of Price Hikes 


ASHINGTON.— American Mo- 

tors Corp. and Chrysler Corp. 
late last week joined GM in oppos- 
ing the price-notification bill spon- 
sored by Senator Joseph O’Maho- 
ney, Wyoming Democrat. 

The objections were filed with 
the Senate antitrust subcommittee 
in the closing minutes of hear- 
ings on the bill. 

The inflation-fighting measure 





would require “dominant” corpora- | 


(Continued on Page 66, Col. 1) 








1959 model-run output. within 147,- 
732 units of the four-million mark, 
and put the industry in a position 
to top the production total for the 
entire 1958 model run by Memorial 
Day. 

With the industry currently 
producing at a rate of 26,000 cars 
a day, excluding Saturdays, the 
four-millionth unit of the current 
model run should be assembled 
next Monday, May 18. 


Continuing at the same Monday- 
Friday pace and figuring some de- 
clines in Saturday operation during 
the latter part of the month, the 
industry should top the 1958 model- 
run total of 4,222,765 units on May 
28. 

Calendar-year output also is run- 
ning well ahead of last year, with 
2,341,117 cars having been assem- 
bled through the first 19 weeks of 
this year, compared with 1,662,464 
units during the same period a year 
ago. 

* a * 

HARP increases in Ford and 

Chevrolet output and continued 
high output at Rambler, Plymouth 
and Studebaker gave the low-price 
field 70.4 percent of total industry 
production last week. The medium- 
price class took 26.4 percent and 
the high-price class, 3.2 percent. 

Both Chevrolet, which led the 
industry, and Ford hit highs for 
the year in car output last week. 


Chevrolet, with only its Flint 
plant working Saturday, upped its 
output from 32,003 units a week 
earlier to an estimated 37,100 as- 
semblies last week, while Ford 
division jumped its car assemblies 
from 32,282 units the previous week 
to an estimated 34,545 units last 
week. 

Chevrolet’s output of 46,000 cars 
and trucks for the week also was 
a high for the year. Ford produc- 
tion of 42,360 cars and trucks also 
was a high for the year. 

Ford’s upsurge resulted from 





Used-Car Stocks in Firm Control 


By Robert M, Lienert 
Associate Editor 
yc stocks held by fran- 

chised dealers on May 1 de- 
clined to the second-lowest point of 
the year, according to AUTOMOTIVE 
News estimates. 

The used-car census, based on 
field reports, showed the average 
dealer’s inventory was good for, 
30.6 days of selling as the month 
opened, compared with a 32.7-day 
supply Apr.1 . 

Feb. 1 was the only census date 
this year reflecting smaller inven- 
tories—the count then was 30.1 
days. 

* * ” 
EALERS have indicated clear- 
cut control over their inven- 
tories thus far this year. Starting 
with a count of 39.3 days on Jan. 1, 
successive census dates showed 30.1 
days, 36.8 days, 32.7 days and the 

most recent 33.0 days. 

A year ago, the May 1 count 
of 36.4 days was the first for the 
year showing inventeries under 
the 40-day level, In fact, on 
March 1 last year, inventeries 
came within a whisker ef averag- 
ing 50 days. 

This year parallels 1955 in that 
used-car stocks over the opening 
five-month period have held below 
40 days on every census date. 

The 6.4 percent decline in stocks 


this year from Apr. 1 to May 1 
flies in the face of tradition. Rec- 
ords show used-car stocks tradi- 
tionally increase in this period, 
with the rate of gain averaging 10.4 
percent on AtvTomMoTivE News rec- 
ords. 
7” - ” 

| DISCUSSING profits this 

month, 85 percent of dealers 
reporting were inclined to use 
terms indicating satisfaction, while 
some bordered on elation. 

Of the 15 percent indicating 
pessimism on pro about. half 
said they were in black—but 
barely so. 

Profits cainiaitietd were summed 
up as “excellent,” “high” or “climb- 
ing.” : 

A high-volume 
in the Midwest 


jevrolet dealer 
57. and ’58 


Chevrolets were “red-hot” used 
cars. 

“There has never been a better 
one-year-old used car than the ’58 
Impala coupe and convertible,” he 
said, 

A dealer handling medium-priced 
lines in the Mid-Atlantic area said 
his used-car operations were re- 
turning a better profit than were 
new cars. 

~ x + 
CH of the reduction in aver- 
age inventory figures for May 
1 was accounted for by the’ in- 
creased number of dealers whose 
stocks were in the 15-days-or-less 
category. 

Nearly one dealer in every five 
(precisely 19.4 percent) put him- 
self in this quick-turnover cate- 

(Continued on Page 4, Col, 1) 
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continued high production at all 
13 assembly plants along with Sat- 
urday operations at eight car- 
assembly units. 
* * * 
MONG the other low-price-car 
makers, little change was evi- 
denced from the previous week, 
American Motors, which 
worked 5% days the last two 
weeks, upped its Rambler output 
from 8,923 units a week earlier to 
an estimated 9,250 units last 
week; Studebaker climbed from 
3,097 to 3,302 assemblies, and 
Plymouth declined slightly from 
12,344 to 12,000 units. 

Among the medium-price-car 
makers, Pontiac showed the biggest 
jump as it climbed from 5,529 as- 
semblies a week earlier to an esti- 
mated 11,222 units last week, 


Oldsmobile rose from 5,235 to an 
(Continued on Page 69, Col, 3) 


NIADA Launches 
Own Sticker Poll 


Effect on Bootlegging 
Is Being Checked 


By William Ullman 
Washington Bureau Chief 


eae. — see can play 
at this questionnaire game, say 
the dealers without Detroit fran- 
chises. This month, the National 
Independent Automobile Dealers 
Assn, is polling some 16,000 mem- 
bers and nonmembers who are en- 
gaged in the imported or used-car 
business. 

The aim of the questionnaire is 
to find out whether price stickers 
on new cars are being used to 
slow down new-car bootlegging. 

If stickers are being used for 
this purpose, said NIADA Execu- 
tive Vice-President Robert J. Mc- 
Kinsey, they are being used illeg- 
ally. He added that NIADA will do 
something about it, either before 
Congress or in the courts. 

* * 7” 

cKINSEY’S target is Section 

3(c) of the Automobile Infor- 
mation Disclosure Act, which re- 
quires that the name and address 
of the dealer to whom the new car 
is first delivered appear on the 
price sticker. 

He said his office has received 
complaints about the way this in- 
formation is used. 

For example, McKinsey said, 
suppose a used-car dealer in 
Iowa buys a new car from a 
franchised dealer in Kansas. 
When the automobile turns up on 
the Towa used-car lot, the fran- 
chised dealer for the same make 
in the Iowa town gets sore, 


He pads down to the used-car lot 
and obtains the name and address 
of the Kansas retailer: 

o* * - 

CE he has this information, 

McKinsey continued, the new- 
car dealer can either write his 
factory or write fellow dealers in 
Kansas, requesting them to put 
pressure on the “bootlegger’ and 
cut off the used-car dealer’s source 
of supply. 

McKinsey explained that this is 
a hypothetical case, but that it is 
very close to what he thinks is 
going on around the country. 

The NIADA questionnaire asks 

(Continued on Page 68, Col. 1) 
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Import-Car News... 





U.S. Small Cars Stir Little Fear 


By William Carroll 
Staff Correspondent 


“TX MY opinion the yet-to-be an- 
nounced smaller cars from De- 
troit won’t affect the import market 
at all,” said Brian Rootes, manag- 
ing director of exports, sales and | 
service for the Rootes Group, Eng- 
lish automakers. 

“They are still going to be 
much larger than our cars. So 
welll be able to offer better 
economy and ease of parking — 
which are the main reasons peo- 
ple buy a small car.” 

Rootes agreed that his recently 


and labor tend to go up all the 
time. 

The next major improvement 
in imported cars will be automa- 
tic transmissions, said Rootes, He 
added that the difficulties of mat- 

= * + 





announced Humber Super Snipe 
will be competition (as far as size) 
to Detroit’s smaller cars. 

“But our Humber is very much a 
quality car. In size they may be 
similar, but as to price and quality, 
they'll be in totally different fields.” 

As to changes in distribution 





methods and prices, Rootes said 
he was sure his group was plan- 
ning none, The chief objective is 
to get more dealers to provide 
broader service facilities for tour- 
ing Rootes car owners, he added. 
~ 2 - - 

S TO cutting prices, Rootes 

said, “I don’t think we can. 
Our cars are quite a value right 
now, and as you know, in Europe 
as in the U.S., costs of materials 


Auto Makers Call April 





Rootes Tours U. S.— 


Brian Rootes, right, managing director, 
Rootes Group, London, and Henry Henkel, 
West Coast sales manager, Rootes Motors, 
Inc., attehd a press reception on the West 
Coast. Rootes is making a 40,000-mile 
world tour of distributor and dealer or- 
ganizations. 


Top Sales Month of Year 


DETROIT.—Auto manufacturers 
last week continued to issue glow- 
ing reports on spring sales. Several 
said April was the best month of 
the year, and all noted substantial 
gains over the corresponding 1958 
month. Their reports follow. 


Ford Motor Co. 


Ford Motor Co. gaid April car 
sales were 52 percent above April 
of last year and that four-month 
sales are up 44 percent. 

By makes, the company said, 
Ford car sales were up 58 percent 
for April and 52 percent for the| 
year. April was called the best) 
truck sales month since September, 
1957. 


Mercury sales were said to be 
up 21 percent for April and 11 
percent for the year. Edsel was | 
39 percent above April, 1958, and 

14 percent ahead of the first four 
months of last year. 

April sales of Lincoln and Conti- 
nental were said to be 18 percent 
over April, 1958. 

The company said English Ford 
sales set a monthly high for the 
fourth month in a row, and Taunus 
achieved its fifth straight monthly | 
record. j 

> . * 


Plymouth 


April was Plymouth’s best month | 
of the year, according to Harry E.| 
Chesebrough, general manager. 

He said Plymouth sales for 
March were 80 percent above 
those of February and that April 
topped March by 30.6 percent. 

“Plymouth is really rolling now,” 
Chesebrough said, “and there is 
every indication that we will con- 
tinue to gain momentum.” 

a * * 


Oldsmobile 


Oldsmobile retail deliveries in 
April were 25 percent higher than 
in the corresponding month a year 
ago, according to Jack F. Wolfram, 
division general manager. 

Wolfram said dealers delivered 
35,450 new cars in April, “It was 
our best month since December, a 
month in which we sold more new 
cars than in any month in 2% 
years,” he said. 

* 








* + 
Chrysler Corp. 
‘April retail sales of Chrysler 
Corp., both in total units and daily 


rate of sales, were the highest since 
November, 1957, it was announced 


dent. 


for the month to 70,368 units, or an 
average daily rate of 2,706 cars, 


Nichols said. This was 27 percent| 


higher than the daily rate for 
March, 

In addition, Nichols said, “our 
dealers right across the country re- 
port a rising demand for every 
line and model we offer this year.” 

* 
Pontiac 


Pontiac retail sales in April were 
the highest in nearly four years 
and 117 percent above the compar- 
able month of last year, it was an- 
nounced by Semon E. Knudsen, di- 
vision general manager. 

Pontiac dealers delivered 43,000 
new cars in April of this year, 
compared with 19,832 in the same 
month of 1958, achieving their 
highest level since September, 
1955, Knudsen said, 

Retail sales for April were 17 


| percent above March, and the sale 


of 17,693 cars during the last 10 
days of April was one of the high- 
est 10-day periods in division his- 
tory, Knudsen said. 

o > * 


Rambler 
Rambler retail sales in April set 
a new record of 39,602 cars—a gain 
of nearly one-third over the previ- 
(Continued on Page 68, Col. 5) 
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ing automatics to low horsepower 
engines present the most serious 
problem. 


The new sports car, rumored due 
from Rootes later this year, was a 
subject he found difficult to talk 
about, though his obvious enthusi- 
asm for the project surfaced when 
he tried to describe the car. 

“Basically, I think 
tremely good-looking car with 
great performance and real quality. 
It'll do over 100 miles an hour and 
will sell in the $2,500 price class. 
In fact, it’s one of the most beauti- 
ful cars we’ve ever produced.” (The 
London Sunday Express reported 
the new car will be built under 
subcontract by the Hawker Sidde- 


ley Aircraft group, which also pro-| 
duces the Armstrong-Siddeley pas- 


senger car.) 
* * 


pp Scussine publicity given 
crash-test reports which pur- 
port to question the safety of im- 
ported cars, Rootes declared: 
“Our cars are just as safe, if 
not a bit safer than American 
cars. The brakes are more than 
adequate (Sunbeam lists 146 
square inches under a_2,300- 
pound car; Chevrolet 200 square 
inches under a 3,600-pound car), 
the gauge of body steel is thicker 
than most American cars, and 
with quick steering and short 
wheelbase. our cars move much 
more quickly to avoid accidents. 
“Basically, the Hillman is identi- 
cal to an American car. scaled 
down to a smaller size. We have 
an extensive crash-testing program 
at the factory, which convinces me 
the subject of small-car safety has 
been worried all out of proportion 
in the U.S.” 


“Nor are we concerned with 


smaller cars which might come 
from Detroit. Our 900 dealers (plus 
300 in Canada and 45 in Mexico) 
are doing a good job. We want 
many more dealers in the Midwest 
U.S. and will sign them as rapidly 
as cars become available. 

“But every new dealer we accept 
must have a good showroom and 
excellent service facilities,” Rootes 
continued, “because we think parts 
and service are more important 


than anything else. 
* * * 


TS a separate dealer group 
handling the Singer car, our 
new men will have a choice of 
handling all four cars (Hillman, 
Singer, Sunbeam, Humber), three 
of the four (Hillman, Sunbeam, 
Humber) or just Singer. 

“To make sure we do our part,” 
he said, “Rootes maintains a 30- 
day inventory (about 4,000 units) 
around the U. S. in 10 depots, 
plus our network of spare-parts 
warehouses. 

Asked about the most outstand- 
ing event of his trip through the 

U.S., Rootes grinned and said: 

“Really, the most extremely in- 
teresting thing I’ve seen is that all 
dealers attending my sales meet- 
ings seem very happy indeed. They 
seem to be making a decent profit.” 


ae 
cs 


DeSoto Dealers Meet With Factory Officials— 


Delegates to the eighth annual DeSoto factory-dealer conference in Detroit were, seated, from left, B. H. Roberts, St, Louis; 
last week by Byron J. Nichols,|N. J. Koppy, St. Paul; T. E. Mingledorff jr., Tallahassee, Fla.; A. A. Gambacurta, Rochester, N. Y.; R. B. Knight, Medford, Ore.; 
automotive sales group vice-presi-| Robert D. Hall, Brockton, Mass. Standing: W. C. Shelton, Washington; Ashley C. Dabbs, Clarksville, Tenn.; E. R. Rintz, Scottdale, 
Pa.; Frank J. Unger, St. Cloud, Minn.; Dalton Howard, Marion, Ind.; Gaston J. Periat, San Mateo, Calif.; George Perkins, Colorado 

Continuing a climb which began | Springs; Wallace D. Alley, Church Hill, Tenn.; Tom Dalbey, Huntington Park, Calif.; Nelson K. Mintz, New Brighton, S. |., New 
in March, retail sales in the last} York; John Lubotsky, Cudahy, Wis.; George Liesmann, Clayton, Mo.; Lloyd McKee, Albuquerque, N. M.; Paul Herpolsheimer jr., 
10 days of April boosted the total | DeSoto dealer relations director. 


it’s an ex-| 





Auto Credit 


WASHINGTON.—The volume of 
auto credit outstanding increased 
| by $152 million in March to reach 
a total of $14,375 million, the Fed- 
eral Reserve Board reported. 

The March increase was by far 
the largest of four successive 
monthly boosts which have fol- 
lowed a 13-month period in which 
the credit total fell each month. 
The credit total on March 31, 
however, was $418 million below 
the year-earlier total. 

Total installment debt of con- 
sumers went up by $192 million in 
March to $33,943 million, a gain of 
$1,003 million in the last year. 

Auto credit extended in March 
amounted to $1,476 million, up from 
the $1,258 million in February and 
the $1,094 million in March of last 
year. 

The volume of credit repaid in 
March was $1,324 million, compared 
to $1,190 million in February and 
$1,331 million in March of 1958. 

Of the auto credit outstanding 
on March 31, commercial banks 
held $6,331 million, a gain of $99 





Spitzer Promotes Stann 


ELYRIA, O.—Harold Stann has 
been named to the newly created 
post of executive vice-president of 
Spitzer Management, Inc., which 
operates 10 dealerships in Elyria, 





Cleveland, Lorain, Mansfield, Co- 
lumbus, Little Rock, Ark. and 
Miami. 





Business Barometer 


Automotive News Economic Index — 
99.2 Percent of Last Week 
125.0 Percent of Like Week Last Year 


(May 11, 1959) 








Fourth Month in Row 7. 
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Percent of Like Weak | 
Last Week Last Year 

|| Auto Production ............... 118,059 88.1 150.5 

Truck Production ........... see 25,848 95.7 145.9 

Auto Registrations—Year to date.. 1,163,143 : 119.8 

Truck Registrations—Year to date. 184,819 rr 129.9 
Steel Production—tTons ......... 2,627,000 99.3 203.8 Ww 
-Lumber Production—Board feet... 249,052,000 97.4 110.0 ec 
Paperboard Production—Tons.... 320,662 105.3 130.1 of cor 
Soft Coal Output—tons ........ 8,025,000 99.5 117.9 |Mand o 
Oil Refinery Output—Boarrels .... 47,135,000 96.8 107.5 He 
Electric Output—Kilowatt hours.... | 12,546,000,000 100.1 111.5 mentit 
Barometer Freight Car Loadings 389,606 99.6 117.1 in aut 
Department Store Sales Index .. 142 107.6 104.4 “y, 
Stock Market Price Index....... 423.2 99.6 131.5 say, | 
U.S. Government Spending 5 aad 
—Fiscal year to date ........++++ $77 416,224,000 bis 4 113.0 is cC 
Commercial and Industrial Loans $30,631,000,000 99.9 103.1 valid 
Savings Deposits ..............-- $28 ,439,000,000 100.2 104.6 had 
Used-Car Prices-—Average........ $1,053 96.5 110.3 Thi 
Business Failures ..............++ 275 91.7 81.8 You f 

Common 

— May6 Apr. 29 1959 Range Stocks May& Apr. 29 1959 Range ete 
AMG....... 36 37% «=-43%-25% | IH......... A1%e 42% 45%-39% |B. a 
Chrysler... 65 66% 68%4-50% Mack 42 42% 43 -32,|8 wrong 
Ford...... 67%, 645% 67%-50% Ae 11% 12% 15%4-10% The 
GM........ 49%, 495% 50%,-45 White. . 46 48, 50%,-40y, |m are 2 
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Rises Again 
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million in March and an increase | idea 









of $162 million in the last year, | justif 
Sales finance companies held an- | Whee 
other $6,429 million, a gain of $35 | "™ 
million during the month but $651 Th 
million below the year-ago total. en 
Other financial institutions held§ geg 
$1,185 million in auto credit on} whee 
March 31, a gain of $15 million dur-§ he ge 
ing the month and a boost of $% It 
million during the last 12 months} that 
Auto dealers held the remaining} turn 
$430 million in auto paper, up $3) that 
million in March but off $25 million) PFO 
in the last year. Wi 
snnaibccientenuatdimnenpemmemess direc 
a ma 
High Court OR’s  } ine 
“i with 
Denial of Patent era 
. 7 . 
Suit Against Trico } «= 
BUFFALO.—The Second U. &§ equi 
Circuit Court has upheld a Federal} >@S¢ 
Court denial of a $17-million patent his 
suit against Trico Products Corp, T 
Buffalo. calle 


The court affirmed Federal Judge 
Justin C. Morgan’s dismissal of the 
patent-infringement claim of John 
W. Anderson, Gary, Ind., inventor, 
and Anderson Co. and Productive | 
Inventions, Inc., of which Anderson 
was a substantial owner. I tion 

The Anderson interests claimed | 
a Trico wiper for a curved auto} 
mobile windshield infringed on 4" 
1952 Anderson patent. 








Morgan ruled that the Anderson iF 
patent was invalid because the in- 
vention was in public use more§ eral 
than one year prior to the date of 9 losi 
application for the patent. gair 








Morgan found that Zaiger Corp. ' 
had a curved blade in existence 
1941. 

Morgan also was upheld in his 
denial of Anderson’s motion for 4 
new trial. 

In seeking the new trial, Ander- 
son claimed newly discovered evi 
dence revealed a patent application 
by Zaiger in 1948, which he con 
tended refuted testimony that the 
blade existed in 1941. 

























































Dealers Close on Sunday 


In Two Maine Cities 


LEWISTON, Me.— The Auburn- 
Lewiston Automobile Dealers’ ASS". 
has announced that its members 
are closing all day Sundays “Ss? 
that all our employes may attend 
the church of their choice and 
enjoy their family.” 

Dealerships include Advance Auto 
Sales, Almay Edsel, Auburn Motor 
Sales, Auto Center, Inc.; C. * 
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Wy editor who had made a study 
of confidence men, sleight-of-hand 
and other techniques of “magic.” 
He would get upset whenever we 
mentioned the possibility of reform 
in auto retailing. 
“You are assuming,” he would 
say, “that dealers are in favor of 
good retailing practices. There 
is considerable doubt as to the 
validity of this assumption.” (He 
had a taste for profundity.) 
This is not an isolated doubt. 
You find it to be rather general in 
auto circles, Or at least you find 
to be general the idea of blaming 
the dealer for anything that is 
wrong with the auto business, 
The fact is, of course, that there 
Sare as many kinds of dealership 
operation as there are individual 
dealers. 





* * 


The General Sin 
Lr THERE is any general sin in 


* 


in the past, that anything goes as 
long as it brings volume car sales. 
We still have a holdover of this 
idea in some deals, and you hear it 


car in the area.” 


pushing for sales without profit, al- 
though the complaint of other 
dealers is directed at how the 
wheeler gets the profit, not whether 
he gets one. 

It is noteworthy in this regard 
that some factory executives have 
turned their backs on the theory 
that anything goes as long as it 
produces volume. 
William H. Mitchell jr. NADA 
director for Massachusetts, writes 
in a NADA report that Chevrolet 
zone officials in his area, acting 
with support from E, N, Cole, gen-| 
eral manager, are fully enforcing 
provisions of Chevrolet’s quality 
dealer program. Mitchell says the 
program embraces the field of 
equitable allocation of new cars, 
on a dealer’s potential and | 
his ability to service them. 

“Therefore,” Mitchell says, “a so- 
called volume dealer with a large 
sales average based on pump-outs, 
small-margin deals, bootlegging, 
etc, plus a bad conditioning, war- 
ranty and service history will have 
to settle for his fair percentage of 
the area market.” (Potential is| 
estimated on a five-year registra-| 
tion average in the dealer’s zone} 
of influence.) 


* * 


Losing Ground 


yas subject came up in connec- 

tion with complaints from sev- 
eral sources that auto selling is 
losing good men faster than it is 
gaining fresh blood—that the ills 
of the business are chasing experi- 
enced men away while the bad 
reputation of the industry generally 


* 
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| dealers, and finally washed his 
auto retailing it is the idea,| 
fostered by some factory executives | 


| to tell why he left and what could | 
| be done to ?mprove the business—| 


is keeping young men from enter- 
ing it. 

Some contend that the poten- 
tial market for new salesmen has 
nearly dried up, while the good 
men are leaving, with the result 
that auto selling will soon be 
completely in the hands of the 
floaters. 

We know that this is not true) 
for some dealers, but indications 
are that those who have a reliable, 
stable sales force are in the minor- 
ity. 

How many men on your sales 
force have been with you more 
than two years? 

* 


* 
A Case History 
_ LIKE to give a case his- 
tory. In the late ’40s, a bright 
young man was attracted to the 
auto business in Westfield, Mass. 


He fought the battle for 10 years, 
served as sales manager for three 


* 


hands of the business to head up 
the interior decorating department 
of a large furniture company last 
February. 

He says that he was the last of 
several competent young men, who 
entered the auto business about the 
same time, to leave. And, he said, | 
his friends seemed to adopt the 
attitude that he was just getting 
out of stir. 

“It’s about time you got out of 
the racket,” they told him. 

His name is Jim Morgan. When 
he left, we wrote him, asking him 





as sort of a legacy to the business 
he was leaving. 

We are recording it here, not to 
further depress a business that 
needs building up instead of tearing 
down, but rather to bring into the 


be hope of correction. 
* oe 


Indictment 


IS indictment of the retail sales 

industry includes: 

Broken promises, dealer family 
interference, outmoded sales prac- 
tices, pay scales and hours of| 
work, mismanagement of salesmen, | 
lack of intelligent sales instruction, 
lack of security, indifference, 
crooked finance practices. 

The ads used to attract salesmen | 
are as crooked as the ads used to 
sell cars, Morgan claims. 

He cited the ad that asked 
“Do you want to make $1,500 a 
month, demonstrator furnished.” 
No mention was made, he said, 
of the fact that the ad was talk- 
ing about no salary, straight 
commission, and the demonstra- 
tor for $65 a month. The $1,500 
is in a pig’s eye, Morgan con- 
tends. 

Morgan cites the great growth of 
car leasing, which appeals to large 
and small companies alike, and 
professes to see the day when the 
leasing companies and the super- 
markets will take over the business. 

This we doubt, and we asked 
what could be done to improve sell- 
ing. 


* 





* 


Honesty First 


Renae through all of Mor- 
gan’s suggestions was the idea 
of honesty and fairness, starting 
with the dealer. The salesmanager 
must be a leader with patience and 
understanding, Favoritism, he said, 
is one of the main causes of dis- 
content. Another is failure to look 
on salesmen as human beings of 
flesh, blood and feelings. 

Dealers must offer decent sal- 
aries and commissions, they must 
offer sound training rather than 
corny jokes, they must provide 
inspiration for what is at best a 
discouraging profession. 

This will come one day, we are 
sure, but only when top manage- 
ment in the industry holds fast to a 
policy of sales responsibility that 
will not tolerate the fast shuffle. 

The public has a right to buy a 
car with confidence. 


* * 
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Alabama Dealers Fight 


Sales-Tax Increase 


BIRMINGHAM, Ala.—The 
Automobile Dealers Assn. of Ala- 
bama is fighting a proposal that 
the sale tax on new and used 
cars be raised from one percent 
to 3 percent. Another plan would 
hike the cost of auto tags. 

Frank R. Broadway, ADAA ex- 
ecutive vice-president, said his 
group is opposed to the levying 
of any additional taxes on auto- 
mobiles. He said auto owners 
and operators paid 39.2 percent 
of all funds collected by the 
State Department of Revenue in 





the 1957-58 revenue year. 
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Lead South Dakota Dealers— 








A 


Galles Cites Sales Gains . 





Auto Outlo 


ok Good, 


S. D. Dealers Told 


RAPID CITY, S. D.—The outlook 
for car sales is good, NADA Presi- 
dent H. L, Galles jr. told the South 
Dakota Auto Dealers Assn. at its 
annual convention here. 

| Galles said improved industry 
| conditions and more spendable 
| income among potential buyers 
| point the way to improved sales. 

| Dealers report better acceptance 


among customers and car sales are 


The South Dakota Automobile Dealers Assn. elected new officers during its annual 
convention in Rapid City, S. D. From left are L. B. Vidal, Rapid City, vice-president; 
Irwin Dybdahl, Brookings, retiring president; Donald Bowles, Webster, president; Paul | Labor Relations Board. who said 
McKean, Sioux Falls, treasurer, and Leon Miller, Winner, secretary. : 


Six Dealer Panels to Probe 
Problems of Management 


DETROIT.— The emphasis will 
be on management problems in 
panel discussions at dealer con- 
ventions scheduled this month in 
New Mexico, Idaho, Texas, Wash- 
ington, Utah and Oregon. 

An NADA business manage- 
ment conference will be held in 
Idaho for the first time at the 
27th annual convention of the 
Idaho Automobile Dealers Assn. 
in Boise May 17-19. 

Conference speakers will be Dave 
Reese (Oldsmobile-Rambler), Drexel 
Hill, Pa, and Chris J. Hogan 
(Chevrolet), Rapid City, S. D, The 
moderator will be John E, Binns, 
NADA management services direc- 
tor. 

The same speakers and moder- 
ator will be on the program when 
Oregon’s first NADA business man- 


|agement session is held in conjunc- 
|tion with the 25th anniversary con- 
|vention of the Oregon Automobile 


Dealers Assn. in Salem May 21-22. 

James C, Moore, NADA execu- 
tive vice-president, will be the 
keynote speaker. 

Similar NADA conferences, with 
Reese, Hogan and Binns as speak- 
ers, also will be held in Yakima, 
Wash., Thursday (May 14) and in 
Salt Lake City May 25. 

“Profits in a Competitive Market 
with Good Business Management” 
will be the theme of the three-day 
meeting of the Texas Automotive 
Dealers Assn. in Fort Worth May 
17-19, 

Speakers will include Moore, Ben- 
son Ford, chairman of the Ford 
Motor Co. Dealer Policy Board; 
Rep. Frank Ikard, Texas Democrat, 

and Charles R. Cronin, Cincinnati 
Ford dealer. 

Dealers throughout the state will 
conduct the management panel 
talks at the 30th annual convention 
of the New Mexico Automobile 
Dealers Assn. in Albuquerque May 
22-23. 

NADA President H, L. Galles 
jr., Albuquerque dealer, will ad- 
dress his own dealer group, Other 
speakers include Byron J, Nich- 
ols, automotive sales group vice- 





New Officers in Sioux Falls 


SIOUX FALLS, S. D.-—Officers 
elected by the Sioux Falls New Car 
Dealers’ Assn. include Robert Egan, 
president; Paul McKean, vice- 
president; Lloyd Larscheid, treas- 
urer; W. E. McKean, secretary, 
and Dean Bailey, director. 





president of Chrysler Cerp., and 

Robert F. Leonard, Ford Motor 
Co. regional sales manager. 

Galles and Nichols are also on 
the program at the annual conven- 
tion of the Georgia Automobile 
Dealers Assn, which opened yester- 
day (May 11) in Atlanta. 

Other speakers included Alfred 
S. Fosh, past president of the Mo- 
tor Agents Assn. of Great Britain; 
S. A. Skillman, Studebaker-Pack- 
ard Corp. general sales manager; 
Georgia Gov. Ernest Vandiver, and 
Thomas J. O’Neil, member of the 
Ford Motor Dealer Policy Board. 

The annual meeting of the 

Automobile Dealers Assn. of 
Indiana will be held in French 
Lick June 18-20. 

Twelve directors will be elected, 
among them successors to Elson 


G. Sims, who now is state director | 


for NADA, and M. D. Chatten, Elk- 
hart, who has retired from the auto 
business. 


|up 28 percent this year, he said. 
But aggressive salesmanship still is 
necessary, he added. 

| Galles predicted 6.3 million cars 
will be sold annually in the next 
five years. He urged dealers to use 
sound merchandising methods in 
preference to “blitz” or “gimmick” 
advertising. 

Major resolutions coming before 
the association covered highway 
safety and business management. 
In a resolution calling for in- 
creased efforts to reduce the high- 
way death toll, the association 
pledged to assist in any feasible 
program, The second resolution 
called for upgrading the industry’s 
ethical procedures. 

Delegates elected Donald 
Bowles, Webster, president to 
succeed Irwin Dybdahl, Brook- 
ings. Serving with him will be 
L. B. Vidal, Rapid City, vice- 
president; Leon Miller, Winner, 
| secretary, and Paul McKean, 
| Sioux Falls, treasurer. 

Reelected directors were Miller, 
|B. H. Benson, Vermillion; Milton 
Spiker, Deadwood, and Elmer 
Steichen, Woonsocket, New direc- 
|tors are Vince Jones, Huron; Louis 
Harding, Pierre, and Bill Edwards, 
Aberdeen. 

The delegates also heard Boyd 
|Leedom, chairman of the National 








|“all sorts of unfair labor practices 
| can be committed and nobody can 
| do anything about it.” 

| Leedom referred to the “no man’s 
|land” in labor-management dis- 
putes. involving cases too smal] for 
NLRB jurisdiction which cannot 
go before state courts under a 
Supreme Court ruling. Firms that 
have an annual gross of less than 
half a million dollars are involved, 
he said. 

South Dakota was urged to 
designate an agency to handle 
“no man’s land” cases. 

The former South Dakota Su- 
preme Court judge pointed out that 
both employers and unions must 
act in good faith under provisions 

of the Taft-Hartley Act. 

“Collective bargaining is here to 
stay—all that we have to do is to 
start loving and liking people in- 
stead of hating each other,” he said. 


S. Calif. Dealers 
To Hear Galles 


LOS ANGELES.—NADA Pres- 
ident H. L. Galles jr. will speak at 
|the joint annual meeting of the 
| Motor Car Dealers Assn. of South- 
ern California and the Los Angeles 





oe R. Beacham, assistant | wotor Car Dealers Assn, May 19. 
Sener maneeer te Peed Set-| Election of directors will be held 


sion, will be the mai k 
: Ae ee ag atl ue the session in the Ambassador 


the annual convention of the Mas-| : 
sachusetts State Automobile Deal-'| Hotel, according to Charles H. Elm- 


ers Assn. in Boston tomorrow and|endorf, executive secretary of the 
Wednesday (May 12-13). ' MCDASC. 


On the House... 


The auto world will lose its most familiar byline 
in a few weeks when David J. Wilkie retires as 
auto editor of the Associated Press. Dave, who is 
completing 56 years with the AP, has been aver- 
aging three by-lined auto stories per week for the 
pas? 20 years and they’ve been carried by most 
daily newspapers in the nation. Dave is a grand 
guy, as well as a great reporter, and the auto 
world hasn’t heard the last of him (for one 


thing, he’s writing a book on the industry’s pioneers, 
including Henry Ford, whose long confidante he 
was)... 


Wemhoft Our roving European correspondent, George 
Glaser, warns dealers to be wary of some of the-new import cars 
being offered in the U. S., especially those from behind the Iron 
Curtain. Before a dealer takes on a franchise for one of these 
makes, it’s suggested that a check be made with Jim Downing, 
head of NADA’s Import Make committee . .. Detroit dealers are 
planning a campaign against the public’s expenditures on non- 
automotive items, hoping to encourage a bigger share for autos... 

Art Keene, zone manager, is credited with the new slogan stickers 
on Larks in the Memphis area: “Built in South Bend for Thinking 
Men”... Bessie Ballentine, executive secretary of the North Carolina 
dealers, was chosen as “Tarheel of the Week” by the Raleigh News 
last week. . 

—Pete Wemuorr, Editor, 
Automotive News 
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Down 6.4 Percent During Month... 





Used-Car Inventories 
Under Firm Control 


(Continued from Page 1) 


gory. A month earlier, only 11.1 
percent of reporting dealers were 
in this classification, although a 
year ago the percentage was 21.4. 

In adding the 46.7 percent of 
dealers in the 16-to-30-day group, 
it is found that 66.1 percent of all 
dealers were inside the 30-day limit 
May 1, compared with 60.9 percent 
a month earlier. 

On no other census date this year 
had such a large proportion of 
dealers reported stocks good for 
less than one month of selling. 


* *~ * 

A YEAR ago, despite the high 
proportion of 15-day stocks, 
only 57.1 percent were in the less- 

than-30-day class. 
Dealers with stocks exceeding a 
30-day supply totalled 33.9 percent 
of those reporting, compared with 


3 More Makes 
Offer Incentives 


For Salesmen 


DETROIT.—Chevrolet, Ford di- 
vision and Imperial have inaugur- 
ated incentive programs for their 
salesmen, bringing to 12 the num- 
ber of makes currently staging 
contests for salesmen, dealers or 
both. 

Other makes which now have 
contests in effect are Plymouth, 
Dodge, DeSoto, Chrysler, Rambler, 
Buick, Mercury, Edsel and Lincoln. 
The Buick and M-E-L events con- 
clude May 20. 

The Chevrolet and Ford contests 
are two-month affairs which end 
June 30. The Chevrolet program is 
national, but the rules vary slightly 
from region to region. 

In general, Chevrolet salesmen 
may win cash, U. S. Savings Bonds 
or vacation trips, and there are 
trips for dealers and sales man- 
agers for over-quota performances. 


Ford dealers may earn trips to 
Jamaica, Puerto Rico and the Vir- 
gin Islands, and sales managers can 
win Bermuda vacations. Salesmen 
compete for merchandise prizes, re- 
ceiving 1,000 points for a new-car 
sale, 1,500 for a new-truck and 500 
for used units. There also are 
bonus points for reaching a se- 
lected target. 

The Imperial contest also in- 
volves merchandise points for new- 
ear sales. It will continue until the 
introduction of the 1960 models. 


Ex-Convict Names 
Self, 2 Others in 
Slaying of Dealer 


DETROIT.—Charles W. Nash, a 
Tennessee ex-convict, confessed to 
Michigan State Police detectives in 
Chattanooga last week that he was 
one of three slayers of Parvin 
(Bill) Lassiter, Royal Oak (Mich.) 
used-car dealer. 

Lassiter was killed Apr. 8 near 
Detroit’s Willow Run Airport. He 
had just returned from a business 
trip to Albuquerque, N. M. 

Also held was Richard Jones, an- 
other ex-convict. Sought was Roy 
C. Hicks, of Chattanooga, who was 
in charge of Lassiter’s Michigan lot 
during Lassiter’s trip. 

Nash said robbery was the mo- 
tive for the slaying and that $320 
was found in Lassiter’s clothing. 
The used-car dealer reportedly had 
carried a larger sum. Nash said 
Jones shot Lassiter in the head 
after striking him several times 
with the barrel of a .45-caliber 
automatic, 

Nash and Jones came under sus- 
picion when detectives learned they 
had been in Detroit at the time 
of the slaying. They had come to 
Detroit to drive Lassiter cars to 
Chattanooga. 

When arrested in Chattanooga, 
neither man would talk. Nash 
broke down after a Detroit airlines 
clerk identified him as the “grimy 
stranger” who met Lassiter at the 
airport. 


39.1 percent a month ago and 42.9 
percent a year ago. 

Range of stocks reported was 10 
to 60 days. An identical range was 
reported a month earlier, while a 
year ago the spread was 12 to 


90 days. 
* + + 


Policy Decision Near 


On Oregon Registrations 


SALEM, Ore.—Policy to be fol- 
lowed by the Oregon Department 
of Motor Vehicles in reporting 
new-car registration information 
will be revealed at the Oregon Au- 
tomobile Dealers Assn, convention 
here May 21-22. 

Howard J. Steib, general man- 
ager of the association, last week 


reported results of a poll of mem-| 


bers on their views about the re- 
lease of figures. 

Continuance of the present 
method, in which figures are re- 
leased by month, by make and by 


county on an accumulative basis | 


was favored by 93 dealers, 

A return to the former system, 
under which information was re- 
leased immediately so that private 
firms could make mailing lists 
available, was favored by 46 dealers. 

A compromise plan was favored 
by 72 dealers. This would involve 
monthly figures as presently re- 
leased, plus detailed six-month-old 
new-car registrations and current 
reregistrations. 

Steib noted that returned ballots 
represented only 63 percent of 
OADA membership. 

Detailed release of registration 
information was discontinued last 
summer. 


Dealer Failures 
Are Cut in Half 


During Quarter 


NEW YORK.—Business failures 
by motor vehicle dealers in the 
first quarter of 1959 fell to less than 
one-half the total recorded in the 
like period of last year, the Dun & 
Bradstreet quarterly report on 
failures shows. 

Dealer failures numbered 46 in 
the first quarter, compared with 98 
a year ago. The comparable totals 
for the other quarters of last year 
were 110 in the second quarter, 74 
in the third and 71 in the last. 

Total failures in all retail lines 
declined in the first quarter of this 
year, although the drop was not 
nearly so sharp as in among vehicle 
dealers. 

Retail failures numbered 1,849 in 
the first quarter, compared to 2,088 
in the like period of last year. 

Failures among automotive ac-| 
cessory dealers totalled 25 in the 
first quarter, compared to 32 a year 
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Auto-Lite Names New Officers— 


New officers of Electric Auto-Lite Co., Toledo, are, from left, Gurdon W. Wattles, | 


executive committee chairman; Robert H. Davies, president and director, and James 
P. Falvey, board chairman. Falvey served as president for five years and has been 
connected with Auto-Lite for 25 years. Davies has been associated with Clark Equip- 
ment Co., Buchanan, Mich., as vice-president, Wattles, former board chairman, re- 
places C. Russell Feldman, who will continue as a director and executive committee 
member. Falvey said, “With the broadening of its executive management, the posi- 
tion of the company has been strengthened to carry out its expansion for the further 
development of its automotive operations and diversification of its business both in 


and out of the automotive fields.” 








Shiilow of Price Stickers 
‘Falls on Dealer Ads 


(Continued from Page 1) 


the lowest-priced series which has 
been noted by countless Ford- 
Chevrolet-Plymouth retailers. 

John Smith Chevrolet, Atlanta, 
offered a Bel Air two-door for $2,- 
145, while Ashley Chevrolet, Balti- 
more, quoted a price of $2,169 for a 


Bel Air with radio and heater. 
= ~ * 


LSEWHERE in dealer advertis- 
ing, Hoffman Motors offered 
“Texas-sized” Plymouth station 


wagons to its customers in Corpus | 
Christi, The dealership also posted | 
a cash prize of $200 in a weight-| 








earlier, 





Plymouth's Out Front?— 


Here's Plymouth successfully blocking off any possibility of a Chevrolet dealer 


guessing contest. 

Contestants were asked to esti- 
mate the weight of the dealer- 
ship’s 100 Plymouth wagons and 
the 25 haulaways that brought 
them to town, For good measure, 
they had to add in the weight of 
Dealer Ed Hoffman. 

Hoffman gave 10,000 trading 
stamps with each new car, while 
Young Ford, Charlotte, N. C., in- 
cluded 5,000 stamps with each new 
unit. 

Dixie Ford, Greenville, S, C., had 
something for the youngsters in a 
first-anniversary promotion. New- 
car buyers were given a “Yazoo 
Dragster,” a two-horsepower, gaso- 





Dealer Leads Ticket 
BURLINGTON, N. C.—Jack M. 


| Euliss, a local auto dealer, led the 


ticket in the City Council Primary 
here, and now moves into the gen- 
eral election to compete for one of 
five Council seats open. 





| factory discount sale! 


| line-driven vehicle with a top speed 
| of 15 miles per hour. 
| a = * 

— gas for six months to a 
year (depending on the model) 
| was offered to Fiat purchasers by 
|Car, Inc. Key West, Fla, and 
Sarchione Dodge, Alliance, O., said 
|new-car buyers could make their 
first payment in October, 

In Pueblo, Colo., Goffee Motor 
Co. (Dodge-Plymouth), asked: 
“What is wholesale on an auto- 
mobile ?—$25 over wholesale—$25 
under wholesale—2% percent fi- 
nancing—200 cars to sell—special 


“Do not be deceived by this de- 
ceptive advertising. An auto firm 
cannot stay in business without a 
profit. To sell according to the 
above would indicate that cars and 
trucks were being sold at no profit, 
and this just could not be the case. 
Look for the gimmick that is hid- 
den someplace in the fine print.” 

Goffee apparently was miffed by 
an advertisement that appeared a 
few days earlier. In it, a rival firm 
had headlined: “2% percent financ- 
ing—200 new cars and trucks avail- 
able in April.” 





Young Mechanics 
Compete in Annual 


Plymouth Contest 


DETROIT.—N early 500 student 
auto mechanics from coast to coast 





Safety Check Gets 
TV-Radio Support 


34 States to Conduct 
Auto Inspections 


WASHINGTON. — The annua! 
May-June Vehicle Safety Chem 
campaign is receiving fine suppor 
from network television and radi 
shows, according to Charles ¢ 
Freed, chairman, Inter-Industr 
Highway Safety Committee. Free 
a former NADA president, is , 
DeSoto-Plymouth dealer in Sa 
Lake City. 

The safety-check program js) 
conducted in the 34 states whic § 
do not require periodic motor. # 
vehicle inspection. It is sponsored } 
by Freed’s committee and Look? 
magazine, with the cooperation of 
the Assn. of State and Provincig 
Safety Coordinators, 


Several TV shows already haye Jj 
carried safety-check messages 
Others which will do so are: May 
May 13, Wagon Train (Ford q.- 
| vision); May 14, Oldsmobile Music 
Theater; May 17, Dinah Shore 
Chevy Show; May 18, Voice of 
| Firestone; May 18, Wells Fa 
(Buick). 


May 19, Jack Paar Show (Stude- 
baker-Packard); May 21, Tennes- 
see Ernie Ford Show (Ford divi- 
sion); May 21, Oldsmobile Music 
| Theater; May 25, Voice of Fire 
| stone; May 27, Wagon Train; May | 
| 28, Oldsmobile Music Theater; May 
28, Pat Boone Chevy Showroom; 
May 29, Jack Paar Show. 

June 4, Pat Boone Chevy Show- 
|}room; June 7, Dinah Shore Chevy 
Show; June 9, Jack Paar Show; 
| June 14, Dinah Shore Chevy Show- 
room; June 15, Wells Fargo; June : 
|} 18, Jack Paar Show; June 29, Jack 
} Paar Show. 

On radio, the drive will be men- 
tioned on Monitor Weekend News 
(American Motors), Chevrolet 
weekend newscasts and on 292 De- 
Soto spot announcements over 3 
stations. 


Dealers A pplaud 
‘Live Better’ Aid 


NEW CASTLE, Pa.—A letter 
thanking the New Castle News for 
its cooperation in the “Live Better 
By Far With a Brand New Car’ 
promotion has been presented to 
the newspapers by the community's 
dealers. 

The thanks were extended at 4 
luncheon at which dealers and 
newspaper executives reviewed 
campaign results, Members of the | 
New Castle New Car Dealers Assn. 
who attended the luncheon were: 
William Morrison, Morrison 
Buick; David Thomas, Thomas | 
Pontiac; Mel Smith, New Castle 
Motors; Doyle Birney, Reiber Cad- 
illac; Harold Glenn, Francis Ford; 
Jim Bryan, Bryan Motor Sales; 
Tim Temenski, Temenski Motor 
Sales, and Robert Schempp, Chev- 
rolet-Keystone. 
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will participate in the fourth an- 
nual Plymouth Trouble Shooting 
Contest, according to George Cut- 
ler, Plymouth service director. 

The contests give vocational and 
high school auto-mechanic students 
an opportunity to show, in compe- 
tition, their skill in diagnosing and 
correcting mechanical difficulties. 
Winning students and their schools 
receive prizes. 

Participating schools select, 
through intraclass competition, out- 
standing students to represent 
them, This is done on a two-man- 
team basis. These teams from the 
various schools make up the con- 
testants for the event. 

Prior to the contests, a number 
of malfunctions are placed in 
Plymouth cars. At a signal, the 
teams—using a minimum of tools 
and testing equipment — compete 
to diagnose and correct the diffi- 
culties. The first team to get its 
car running and drive it a pre- 
scribed distance is the winner. 


The 1959 contests began last week 
in Oakland, Calif., with 21 schools 
and 30 teams taking part. Other 
dates are: May 14, Boston, 21) 
schools and 21 teams; May 15, Los} 
















*Retracing’ 50 Years— 


On June 1 Ford Motor Co.'s 50-millionth 
vehicle will leave New York on a 23-day 
reenactment of the famed 1909 cross 
country auto race won by a Model T Ford. 
Shown indicating a portion of the route 
to be followed—as nearly as possible the 
same route as that covered by the pioneer 
autos 50 years ago—is Ford Archivist 


getting any traffic. It happened in Phoenix, Ariz., when a 100-car Plymouth caravan 
was being delivered to Town & Country Plymouth, far left. At the Plymouth dealer- 
ship, however, traffic was extra-heavy. Before the last car had even been unloaded, the 
first Plymouth had been delivered to a customer. For the first 10 days following the 
arrival of the shipment, Town & Country delivered an average of two Plymouths a day. 


Angeles, 60 schools and 85 teams; | Henry E. Edmunds. Edmunds and his staff 
May 22, San Diego, 13 schools and| have spent months researching the origi- 
20 teams; May 23, Buffalo, 25| nal route which passed through more than 
schools and 25 teams; June 5, De-| 400 communities between New York and 
troit, 25 schools and 30 teams, | Seattle. 
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| LOOK INTO NSU PRINZ TODAY 
| Look at these features: NSU German-made, air-cooled rear 
| engine gives up to 70 mph, up to 50 mpg; 4-speed shift; great 
=| vision; room for the family; front luggage trunk; real design 
: beauty. A European history of tremendous road-ability, corner- 


‘ing qualities, mountain-climbing pep! Fabulous low price! 





:| FORALOOK AT VOLUME SALES 
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FADEX COMMERCIAL CORPORATION:EXCLUSIVE UNITED STATES IMPORTERS OF 
NSU PRINZ/NSU SPORT PRINZ/BMW ISETTA 300/BMW 600/BMW 502/BMW 503/BMW 507 


EXECUTIVE OFFICES: 487 Park Avenue, New York 22, PLaza 1-7200. NEW YORK SPARE PARTS CENTER: 421 East 91st Street, New York 28, TRafalgar 6-7010 
WESTERN DISTRICT OFFICE AND PARTS CENTER: 319 Van Norman Road, P.O. Box 442, Montebello, California, RAymond 3-1348 
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Dealers’ Offer Rejected pee 


200 Cleveland Mechanics Strike 


By Frank Gawronski 
Staff Writer 


DISPUTE over new contract 

demands has resulted in a 
strike by some 200 mechanics 
against new-car dealers in Cleve- 
land and surrounding Cuyahoga 
County. 

M, A. Roemisch, attorney repre- 
senting the dealers, said the struck 
dealerships represent less than half 

of the 138 dealer- 

ships in the county. 

It was indicated 

that the struck 

dealerships will turn 

to other dealers for 

help in servicing customers if nec- 
essary. 

A representative of the Cleveland 
Automobile Dealers Assn. said that 
the strike of mechanics will not 
stop the delivery of new cars or 
the sale of parts. 

“Anybody who has a car on order 
or who wants to buy one will get 
it,” Roemisch said. 

The mechanics struck after 
rejecting a two-year contract pro- 

posal which Roemisch said 
amounted to a 27%-cent hourly 
package. 

The amount of the package was 
disputed by union officials, who 
said it was too low and also was 
tied to other contract changes that 
were unacceptable. 


Members of the striking Machin- 
ists Lodge 1363 are seeking an 
hourly rate of $2.50 for flat-rate 
work, Flat rates before the strike 
were $2.28 for all dealers except 
Lincoln-Mercury, which paid $2.40. 

Hugh McLean, Lodge 1363 official, 
said the dealers offered to raise} 
the flat rate three cents an hour} 
this year in Lincoln-Mercury deal- 
erships and eight cents in other 





dealerships. 

Next year, rates in Lincoln- 
Mercury dealerships would remain 
the same, while rates in other 
dealerships would go up seven cents | 
an hour, McLean said, This would 
Provide the same rates for all) 
dealerships. 


* 


Dealers Offer Pay Hike 


= dealers also offered to pay 
for increases in Blue Cross pre- 
miums and offered 10-cent increases 
in each year to mechanics not on 
flat rates, and five-cent increases 
each year to other service help. 
Dealers claim that mechanics 
on flat-rate jobs earn nearly 50 
percent more than the specified 
hourly rate because the jobs are 
completed in less time than is 
called for in the job manual al- 
though the full time is paid for. 
McLean said the mechanics have 
not had an increase for two years, 
although dealers charge up to 
$6.50 an hour for flat-rate work. 
In Memphis, Schilling Motors, 
Inc., has filed a petition for an in- 





Lifetime Muffler?7— 


Allegheny Ludium Steel Corp., Pitts- 
burgh, is cooperating with a number of 
muffler manufacturers in the use of stain- 
less steel for mufflers. Both conventional 
mufflers and some radically new designs 
are being made in stainless for testing. 
The stainless steel muffler shown above 
would last the life of the car, according 
to Allegheny. The muffler uses Type 430 
stainless supplied by the corporation. 


junction to halt picketing by the 
Machinists Union. 

The bill charged the union with 
illegal picketing of the Schilling 
new-car salesroom, three used-car 
lots and a warehouse. 

The injunction would stop picket- 
ing, passing out of competitive auto 
service cards to solicit Schilling’s 
customers for business and other 
“unfair competition.” 

* * 


* 
Conspiracy Charged 


1 bill -also charged the de- 
fendants with unlawful con- 
spiracy to destroy Schilling’s busi- 
ness and to promote the competi- 
tive business of two former union 
members. 

Picketing began Feb, 11 after 
Schilling refused to rehire two 
Machinists Union members dis- 
charged for inefficiency. Fellow 
union members left their jobs 
and joined the picketing. 

However, 47 members of other 
unions at Schilling crossed the 
picket lines after the international 
union headquarters ruled against 
the Machinist Union walkout, the 
bill stated. 

The petition charged that two 
Machinists Union members have 


set up a competitive service busi-| 


ness two blocks from the Schilling 
location. While picketing, they pass 


out their business cards to cus-| 


tomers driving into Schilling. 

According to the petition, the 
pickets also try to prevent delivery 
of new cars by blocking entrances 
to Schilling. 

In Buffalo, automotive service 
employes of Joseph W., Snider, Inc. 
(Dodge-Plymouth), 
in favor of union representation by 
United Auto Workers Local 55 in a 
National Labor Relations Board 
election. The union and company 
will now negotiate a contract. 


|Pickets Leave Galesburg 


N GALESBURG, ILL., dealers are 
free of picket lines for the first 


voted 17 to 4) 


time in three years. 

The picket lines were with- 
drawn by the Teamsters and 
Machinists Union when the 
NLRB agreed to call off repre- 
sentation elections among shop 
employes at five dealerships, 
The NLRB elections were called 

off on the premise that the union 
would picket the dealerships for a 
minimum of six months, The unions 
asked for cancellation, claiming 
they had lost interest in organiz- 
ing the dealerships’ employes, 

The elections had been ordered 

at Weaver Motors (DeSoto-Plym- 


Puckett Buick Co., Crown Motors, 
Inc. (Oldsmobile), and Inman- 
| Swanson, Inc, (Cadillac-Pontiac). 

The dealerships had been pick- 
eted at various times since May 15, 
1956. 





* * * 


| U. S. Rubber Settles 


= THE rubber industry, labor 
conditions brightened as some} 
| 26,000 workers at U, S. Rubber Co. | 
went back to work last week fol- 
lowing settlement of a 22-day} 
strike, 

U. S. Rubber became the second | 
member of the rubber industry’s 





| Big Four to reach a settlement 


with the union. Goodyear Tire &| 
Rubber Co. made peace shortly 
after the April 15 deadline. 

The U. S. Rubber and Goodyear 
contracts centered on pensions, 
insurance and severance pay, Big 
Four wage talks with the United 
Rubber Workers probably will 
start in July. 

About 32,000 workers were out at 
B. F. Goodrich Co, and Firestone 
Tire & Rubber Co., but negotiators 
were hopeful of a settlement “in al 
few days” as AuTomotive News went 
to press. 





Selling the ‘No- 


Called Chief Auction Goal 


By Robert A. Kelly 
Staff Correspondent 
CHICAGO. — Convincing dealers 
there no longer is a risk in auto 
auctions is the biggest problem of 
the National Auto Auction Assn., 


according to its president, Thomas | 


W. Beasley. 

The association’s plans were 
outlined at a recent policy board 
meeting here. 

“We have a reeducation job to 
do,” said Beasley. “Too many deal- 


ers remember the days when par-| 
ticipation in an auto auction meant} 
one thing—risk. Things have} 


changed. 


“So much so,” he added, “that 


a dealer observing the modern auto} 
| the tremendous benefits it provides. 


auction for the first time is invari- 
ably fascinated. We usually have 
him as a member shortly after- 
ward.” 

He doubted that compact cars 
would cause any change in auc- 
tions. 

“The new compact automobile 
will merely reflect the general 
market as far as the auctions 
are concerned,” he said, “If busi- 
ness continues as it has so far, 
this year should be the best since 
1954.” 

The association’s plans were dis- 
cussed by Bernard Hart, NAAA ex- 
ecutive secretary. 

“We're going to increase our per- 
sonal contact with factory repre- 
sentatives,” he explained, “educat- 
ing them, as well as the auto dealer, 
to the profit dimensions of the auto 
auction.” 

Hart said the association will ex- 
pand its use of printed media, tele- 
vision and radio in its education 
program. Promotions by auction 
groups also will be intensified to 
increase traffic, he said. 

Beasley cited the following as 
some advantages of auctions: 

1, Guaranteed title and check. 

2. A ready source and wide selec- 
tion of cars needed to fill a specific 
request, enabling a dealer to re- 
tain his spot business. 

3. A ready market for out-of-the- 


| when a dealer is sure of customer) 


Risk’ Feature 


ordinary tradeins, such as foreign | 
and larger domestic models. 

4. Allows dealer to keep abreast 
of market, providing “an intimate 
knowledge of wholesale values 
which make for a more solid and} 
profitable deal.” 

5. Inventory control is easier! 


interest, current prices and avail- 
able models at his disposal. 

“We expect more and more 
volume,” said Beasley. “There’s 
no end in sight. Even new-car 
dealers have joined the fold. We 
see more and more of them at 
our auctions.” 
He added that “used-car dealers | 

generally know our operation and 





“Now we're concentrating on 
convincing the new-car dealer that 
we have a lot to offer him,” Beas- 
ley said. “In fact we're going to| 
carry our story to everyone who}! 
has a stake in auctions—factories, | 
dealers, government agencies and| 
leasing firms.” 


Late Report... 


outh), Galesburg Lincoln-Mercury, | 


* * * 





By C. L, Kern 

Staff Correspondent 
INDIANAPOLIS.—More than 100 
automobiles with an auction value 
of $115,000 were sold at the first 
weekly auction held by the newly 


|organized National Automobile 


Marketing Cooperative Assn. in the 
State Fair Ground here, Charlie 
Stuart, president of the association 
and head of Charlie Stuart Oldsmo- 
bile, Inc., announced. 


The association of new-car 
dealers was organized by Herman 
Schaefer who serves as resident 
manager of the auction. He also 
is executive vice-president of the 
Automobile Dealers Assn. of In- 
diana. 

The cooperative provides new-car 
dealers with marketing facilities 
where they can exchange and buy 

or sell used cars among themselves. 


The auction, which will be held} 


each Tuesday, was well attended 
by new-car dealers despite inclem- 
ent weather and members of the 
cooperative said that they were well 
pleased with the opening event. 


It is anticipated that the various | 
| brands of used cars brought to this 
and other markets, yet to be es-| 


tablished throughout the nation, 
will result in the return of many 


|of them to the dealers having a 


franchise to sell the same brand 
new, the association said. Since 
such dealers have a vested interest 
in the good name of the brand they 
are franchised to sell as new, it is 
to their advantage that these cars 
are returned to them for recondi- 
tioning and resale. 

The opening of additional mar- 
kets by NAMCA should provide 
a national reservoir of experience 
in used car marketing. Opera- 
tional costs can be cut to a mini- 
mum by providing for bulk pro- 
curement of check and title 
bonds, insurance, supplies and 
equipment which would not be 
feasible on a limited market basis, 
the association said. 

NAMCA officials said, since mem- 
bership in this association entitles 
a qualified dealer to participate at 
any of its markets, dealers will 


Used-Car Market 


The biggest loss in three wee 


ks was recorded on Automotive 


News index last week when the overall average price of used cars 
sold at wholesale auction declined $38 to $1,053. 


Weakest models indexed were 


the newest and oldest, The aver- 


age price of ’59s nosedived $150, but still held above the record low 
established in early February, The price of ’52s, on the other hand, 





was chopped $48, to pull the average below a low point established 


16 months ago—January, 1958. 


Other losses amounted to $86 on ’58s (for a new low replacing 
one recorded four months ago), $16 on ’56s (to match the previous 


month-old low) and $10 on ’55s, 


Increased averages reflected a gain of $2 on ’57s and $3 and ’54s 


and 753s. 

At a group of representative 
consignment was 263.8 units, of 
was the smallest sales ratio reco 


auctions last week, the average 
which 67.6 percent were sold. It 
rded since the index of March 2. 


A week ago, 69.0 percent of 258.9 cars was sold. 
Auction reports begin on Page 30, 


| Studebaker), 





Cooperative Auction's First Car— 


Officials of the National Automobile Marketing Cooperative Assn. stand by the | 
| first car to pass through the association's first auction. Left to right are Herman © 
| Schaefer, resident manager of the auction; Charlie Stuart, association president; Wij. | 
liam A. Grawemeyer, treasurer, all of Indianapolis, and Frederick M. Sutter, Columbus, . 
| Ind., vice-president. Tom O'Brien, Indianapolis, is secretary. ; 


* * * ' 


Dealer-Sponsors Praise 
First Cooperative Auction 


eventually and with confidence be 
able to ship used cars for sale to | 
distant markets where demand is 
greatest. 


Other advantages of operating on : 
a national scale are said to include 
the overall experience of trained 
personnel and provision of a means 
for dealers who operate leasing 
companies to dispose of their leased 
cars at distant facilities, 


Though only temporary 


| 


{ 
' 
' 
pocket 
identification cards have been sup- 
plied to member-dealers and their 
agents, more permanent and dur- 
able cards are being made. Such 
cards will be used to transfer and | 
record members names on al] sale } 
or purchase documents. 
Besides Stuart, who has per- 
sonally operated public used-car 
auctions for eight years, other 
officers and directors include: — 
Frederick M. Sutter (Dodge- © 
Plymouth), Columbus, Ind., pres- 
ident of NADA in 1956, vice-pres- 
ident; William A, Grawemeyer 
(Rambler), Indianapolis, chair- 
man of the AMC Dealer Council, 
treasurer; Thomas O’Brien 
(Chrysler - DeSoto), Indianapolis, 
a past president of the Indianap- 
olis Auto Trade Assn., secretary. 
Paul Ruch (Dod ge-Plymouth), 
Clearfield, Pa., a director of Penn- 
sylvania Automotive Assn., is 4 
member of the board of directors 
and the executive committee of the 


| cooperative association, as is Rob- 


ert Mahan (Ford), Columbus, Ind. 
Other directors of NAMCA in- 
clude: Paul Abel (Buick) Muncie, 
Ind.; Stanley Pressler (Oldsmobile- | 
Bloomington, Ind; 
William Dorner (Chevrolet), Frank- 


| fort, Ind.; John Hare (Chevrolet), 
| Noblesville, Ind.; Harry O. McGee, 


(Mercury-E dsel-Lincoln), Indian- 
apolis; Frank Crews (Buick-Pon- 
tiac), Huntington, Ind.; Carl Frod- 
erman (Chevrolet), Terre Haute, 
Ind.; Kenneth Kent (Chevrolet), 
Evansville, Ind.; Glenn Pitman 
(Ford), Lafayette, Ind., and Mike 
Rendaci (Dodge-Plymouth), Clin- | 
ton, Ind. 


Big 3 Small Cars 


To Boost Lark, 


Churchill Says 


PHILADELPHIA. —If the Big 
Three enters the small-car market, 
Studebaker should increase its 
share of total sales, Harold E. 
Churchill, Studebaker-Packard 
president, said here last week. 

Churchill said he would “wel- 
come” Big Three smal] cars be- 
cause they would “prove that we 
were right all along in coming out 
with a small car.” 

Biig Three entry into the ficld, he 
said, would create a wider accept- 
ance for small cars. 

Churchill said Studebaker now 
accounts for 2.7 percent of all new- 
car sales, compared with 0.9 per- 
cent a year ago. He said Stude- 
baker’s penetration is increasing, 
and estimated that total sales of 
1959 Studebaker models would total 
3 percent of the market. 
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..theres nothing so powerful as an idea 


Better Homes and Gardens makes more sales because it gives people more buying ideas 


Any magazine worth the paper it’s printed on has a specialty. BH&G’s 
specialty is ideas about better living. How to plan and do and buy 
things to make family life more enjoyable—at home or away from home. 
The family members who read Better Homes and Gardens (an 
average of 1544 million every month) are eager for BH&G’s brand 
of what-to-do and how-to-do-it ideas. In the pages of their favorite 
idea magazine, reality becomes 
more fascinating than fiction. 


During the year 1/3 of America reads 


Tess 


That’s why so many BH&G readers “live by the book’”’—and that 
means they buy by it, too. 

In Better Homes and Gardens’ climate of ideas, advertising is 
particularly inviting and persuasive. Any product—from automobiles 
to zinc ointment—that can help families to live more pleasantly or 
abundantly can be profitably advertised in BH&G. Meredith of Des 
Moines .. . America’s biggest publisher of 
ideas for today’s living and tomorrow’s plans 


wiikceee|| the family idea magazine 


NOW OVER 4,700,000 COPIES MONTHLY 
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It Was Do or Die for Horgan ee 


Sales of Financing Save Dealer 


By Ed Brown | gether and laid it right on the line. 

Staff Correspondent He stated that either they would 

W YORK. — “Bringing the) >ring in more finance business at 

finance part of our operation | the retail level or it was more than 

from almost nothing to a fraction | likely that the dealership would not 

over 40 percent has taken us a full | Temain in business very much 
year and lots of hard work,” ac- | longer. 


i Ralph T, Horgan, presi-| The return on his investment 
ss aioe i. f ord| was too small without the return 
No. 6 


; from retail financing to make up 
casteese see for the losses suffered in the 
ina “But it was al-| Present buyer’s market. 

Series most a case of do or | , 

die for us,” he con- | More retail finance paper by stat- 
|ing some hard facts to our men. 
|Frankly they grumbled about the 


: new setup and told us that they 
financial statement about a year) (ouidn’t sell finance against the 


ago, and discovered that he was|), nig 


losing a great deal of money in| “We explained that 85 percent of 
finance reserves, |}all cars are financed some how. 
His wholesale or floor-plan paper; We showed them in black and 
was running extremely high. But | white how much money they them- 
retail finance paper was lagging so| selves were losing by not selling 
far behind that Horgan began to| the customer a time contract.” 
worry that his finance company | * * * 
(Commercial Credit) would take a} PROBABLY of all the arguments 
second look at its total investment. | used with the salesmen, the 
Horgan called his salesmen to-/| most persuasive was the later. Hor- 


tinued. 
Horgan took a hard look at his 





“We started our campaign for | 


gan pays each salesman 25 percent 
| of the finance reserve on every deal 
| on which the financing is sold, And 
|it can make a tremendous differ- 
ence in his weekly take-home pay. 
“As a second step in our drive 
for more time contracts we asked 
the Commercial Credit Corp. rep- 
resentative, Paul Gagnon, to 
come into our showroom and hold 
meetings with the salesmen. 
These meetings were so success- 
ful that we still hold them. 
“Every Wednesday morning we 
gather with the salesmen, Paul and 
| myself, and just rehash the doings 
|of the week as far as finance sales 
| are concerned.” 
During these sessions, the sales- 
| men are encouraged to discuss their 
|}own specific problems in handling 
| time sales, As a matter of fact, 80 
| percent of the meeting is given 





It serves several purposes. 
It gives a salesman an oppor- 


tunity to air his problems in selling | 


financing to customers, and it gives 


the other men an opportunity to 
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explain how they have handled 
similar difficult situations success- 
fully. 
+ * 
oe. began the first meeting 
by stressing the advantages of 
the finance plan sold by Horgan. 
One-stop service, convenience, addi- 
tion of insurance premiums for the 
full term of the contract into the 
monthly payments so that they are 
hardly noticed. 

“And finally,” Horgan pointed 
out, “he demonstrated that the 
money a man saves by going to 
@ bank will ‘hardly buy him a 
pair of shoes. On top of which he 
must suffer the delay and incon- 
venience, all of which are avoided 
when the customer avails him- 
self of our CCC plan.” 

When a customer is hard to con- 
vince, Horgan’s salesmen have dis- 
covered that a phone call to the 
customer’s favorite bank, placed by 
the customer while sitting at the 
salesmen’s desk, is probably the 
most expeditious method to assure 
him that his troubles will end at 


over to this kind of “bull session.” | the salesman’s desk, at relatively 


no extra cost to him. 
* a” 

rr: ORDER to get salesmen think- 

ing about time sales, a question 

was included on each order blank, 


* 


HOW To GROW A MONEY FLOWER 


Just follow these simple directions: First, be sure you have the right seeds...Wynn’s Friction Proofing. The 
second step is to plant them where they’!l get plenty of fresh air... (keep your rack of Wynn’s Friction Proofing 
products out in the open where your customers can see it). Then, when you recommend Wynn’s Friction 
Proofing to your customers, the money flowers begin to bloom and the profits really grow! 


Springtime is planting time and profit time. This is the time of the year your customers are getting ready 
for long week-end trips and vacations...and you build profits and customer satisfaction when you trouble-proof 


- 


for Upper Cylinder in their gas tank 


SP ar es ae 


he 


ee 
Pm. Fo 


their cars with Wynn’s Friction Proofing. A pint of Wynn’s Friction Proofing for 
Auto Engine in the oil and a can of Wynn’s Friction Proofing 


will do the job. See your 


Wynn’s man today...the profits are there for the picking. 


Also available in Canada and everywhere in the free world * Wynn Oil Company 1151 West Fifth Street, Azusa, California 


———— 


which had to be answered by th, 
salesman when he presented th. 
order for approval. 

The question: “Have you discus. 
sed finance with the customer” 

If the question was answereg 
“no,” the salesman was asked 
why, This method graphically jj. 
lustrated the importance attache 
by management to all finance 
deals. 

It was discovered early tha 
salesmen were just plain “afraiq 
of customers, This was particularly 
true when it came to discussing 
financing. But each Wednesday, 
CCC and management kept push. 
ing the “hard sell” at the salesmen 
and it eventually began to take 
hold. 





* + 


oo Horgan asserts, his 
salesmen assume that the cus. | 
tomer is going to finance his auto. 
mobile and also assume that he wil] 
do it with CCC through the dealer. 
ship, The changing attitude appar. 
ently has been responsible in great 
measure for the increase in finance 
business. 

In addition, it has made better 
all-round salesmen out of the men 
working at the dealership. Their 
fear of the customer has been 
licked on the touchiest subject, 
which indicates to them that a 
customer is not to be feared on any 
score but rather helped in all 
| phases of his purchase. i 

Horgan carries about a million 
dollars worth of floor planning. 
He went to work on his retail 
paper simply because he realized 
that he was a poor customer for 
any finance company with nearly 
zero in his retail paper account 
with the company. 

When a fleet order comes 
through, there are many times that 
he must look to the finance com- 
pany for a quick $150,000 to $200,- 
| 000 in floor-plan money for 30 days 

or more, 


* 





= * * 


B* MARCH he hopes to have 
reached his first goal of a mil- 
lion dollars in outstanding retail 
paper. This will just about equal 
the floor planning he carries. Then 
he feels he will become a good risk. 

The second goal will be to con- 
tinue urging his salesmen forward 
to a target of at least 85 percent 
of total sales financed. 

As an added incentive each 
salesman is offered 30 percent of 
the reserve in every deal he sells, 
back to the first deal, in any 
month that his finance sales ex- 
ceed eight. 

| “Our reserve picture has natu- 
rally improved considerably along 
| with our improving finance pic- 
| ture,” Horgan states, “and it has 
quite frankly been a ‘business’ 
saver for us.” 


Chicago Show 
Slated Jan. 16-24 
In Amphitheatre 


CHICAGO. — The 52nd annual 
Chicago Automobile Show will be 
held next Jan. 16-24 in the Interna- 
tional Amphitheatre, according to 
Don C. Mullery, president of the 
sponsoring Chicago Automobile 
Trade Assn. 

The nation’s largest automotive 
exposition in attendance, available 
space at ground level and extent 
and variety of exhibits, has been 
held more times than any other 
auto show in the world, with the 
World War II period and aftermath 
the only interruption since its 
origin in 1901. 

Last year’s show drew 481,358 
despite the worst sleet, snow and 
cold in its history, and was only 7 
percent under the all-time record 
518,521 that attended the previous 
year. 

Since resumption of the show in 
1950, nearly 4.8 million persons have 
attended 10 annual presentations. 

While it is sponsored and con- 
ducted entirely by CATA dealer 
members, Mullery said complete co- 
operation of the major auto manu- 
facturers has been responsible for 
providing costly, elaborate exhibits 
that, in many instances, are built 
exclusively for the Chicago show- 
ing. 

Edward L, Cleary, show manager 
j}and CATA executive vice-president, 
| said preliminary planning for the 
|1960 show is under way, and all 
| past features will be retained and 
improved along with some neW 
presentations. 
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FROM NEW YORK: “All four of my brakes are always perfectly adjusted whether 
I’m on the throughway or driving in bumper-to-bumper traffic in the city.” 


FROM ATLANTA: “Knowing our brakes are never out of adjustment gives me a 
| ” 


wonderful safe feeling. I’m at ease even when taking the children to school. 





Bendix* Self-Adjusting Brakes give dealers 
a double-barreled sales appeal: safety plus 
economy. And those in close touch with 
today’s market know that these two appeals 
—safety and economy—are among the most 
powerful sales points that can be made to 
the American buying public. 

Car prospects quickly realize that there’s 
real safety in always maintaining the brakes 
at maximum stopping power. And the 
obvious savings that they make by elim- 
inating the expense and bother of periodic 
brake adjustments. What’s more, with all 


Bendix fivrsics South Bend, wo. 





FROM DENVER: “There’s new pleasure in mountain driving now that | know 


my brakes always have maximum stopping power.” 


brake shoes always correctly adjusted, 
there’s always the right clearance between 
pedal and floor. And that’s a feeling any 
car buyer appreciates. 

Reasons like these make self-adjusting 
brakes a good “talking piece” for dealers. 
It won’t be long before car buyers every- 
where will know about self-adjusting brakes 
—and want them. But this latest advance- 
ment in brakes joins power brakes and 
power steering as examples of how Bendix 
pioneers and develops improvements to 
meet the needs of the automobile industry. 


*REG. U. S. PAT. OFF. 





FROM MINNEAPOLIS: “In all kinds of weather, self-adjusting brakes give me 
stopping power at its best—and save the cost of brake adjustments.” 








When shoe clearance exceeds a prede- 
termined amount, a ratchet sets up the 
star wheel adjuster one notch—as the 
brakes are applied when the car is in 
reverse. This automatically adjusts the 
shoes to exactly the right fit within the 
drum and compensates for lining wear. 
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AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM 

{ 1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of ine and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; 

1 3. Guard the precepts of individual freedom, which made the U. S. A. 
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The People Are Willing 
To Be Sold 


We WERE chatting the other day with a man from a 


rival company about the remarkable success of one of 
the makes this year. 





“You know,” he said, “our guys hear that last fall, when 
they saw their stuff stacked up against the competition, they 
were just about ready to write off the 1959 models and 
coast until they could get their °60s to market.” 


If the company had made that decision, doubtless we 
would have had a different story this year. Instead, the 
executives of the company rolled up their sleeves and went 
to work with their advertising agency on the things about 
their car that were good. 


And they wrote the success story of the year, for they 
convinced millions of people that they wanted the features 
this company offered. 


We cite this not because we like success stories, although 
we do, but rather because it shows what a maker can do 
if he proceeds with determination, backed by a strong dealer 
network. 


This company has been working intelligently for years, 
increasing the strength of its dealer network and, perhaps 
more important, the spirit of its dealer network. 


‘The great American auto market has plenty of room for 
makers who are willing to be different—as long as they build 
intelligently, and proceed vigorously. 


More than one auto maker has proved this in recent years. 





Coming 
Events 


Dealer Conventions 


10-12—Georgia Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 


May 


May 10-12—Tennessee Automotive Assn., 
Patten Hotel, Chattanooga. 

May 12-13—Massachusetts State Auto Deal- 
ers Assn., Statler-Hilton Hotel, Boston. 

May 14-16—Washington State Auto Deal- 
ers Assn., Chinook Hotel, Yakima, 

May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 

May 17-19—Texas Automotive Dealers 
Assn., Hotel Texas, Fort Worth, 

May 21-22—Oregon Automobile Dealers 
Assn., Salem. 

May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque. 

June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 8—Delaware Automobile Dealers 
a Henlopen Hotel, Rehoboth Beach, 

el. 

June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
ey eres Whiteface Inn, Whiteface, 


June 18-20—Automobile Dealers Assn. of 
Indiana, French Lick Springs, Ind. 
June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 
Mich. 
Aug. 7-8— Montana Automobile Dealers 

Assn., Butte, 

Aug. 9-11 — Georgia Independent Auto- 
mobile Dealers Assn., General Ogle- 
thorpe Hotel, Savannah. 

Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbriar Hotel, White 
Sulphur Springs, W. Va. 

Sept. 45—Maine Automobile 
Assn., Samoset Hotel, Rockland, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St, Paul, St. Paul. 

Sept. 20-22—3éth Annual Convention, New 
York State Automobile Dealers, The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 


Dealers 


Springs. 

Sept. 20-22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

Sept. 20-22—New Jersey Automotive Trade 
Assn., Hotel Chalfonte-Haddon Hall, 
Atlantic City. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 
Sept. 27-28—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 

Bretton Woods, N. H. 

Oct. 11-13—Automotive Trade 
Virginia, John Marshall 
mond. 

Oct. 18-20—Florida Automobile Dealers 
Assn., Hotel Pobert Meyer, Jackson- 


ville. 
Oct, 25-26—Oklahoma Automobile Deal- 
ers Assn., Hotel Tulsa. Tulsa. 

Nov. 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 1!0—Conne-ticut Automotive Trades 

Assn., Statler-Hilton, Hartford, 
Nov. 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 


Assn. of 
Hotel, Rich- 


Utah Hotel Motor Lodge, Salt Lake 
City. 
is SS 
Auto Shows 


Oct. 21-25—International Foreiqn & Sports 
Car Show, Commonwealth Armory, Bos- 


ton. 
Dec. 1-6—Tampa Auto Show, Fort Homer 
Hesterly Armory, Tampa. 


Jan. 24-28, 1960—International Foreign & 
Sports Car Show, Dinner Key Audi- 
torium, Miami, 

= * * 
General 


May 17-20—37th Annual Convention of 
the Automotive Engine Rebuilders Assn., 
Royal York, Toronto. 

May 25-28— Design Engineering Confer- 
ence and Design Engineering Show, 
Convention Hall, Philadelphia, 

June 14-19—SAE Summer Meeting, Chal- 
fonte-Haddon Hall, Atlantic City. 
Aug. 10-13—National West Coast Meet- 
ing, Hotel Georgia, Vancouver, B. C. 
Sept. 14-17—National Farm, Construction, 
and Industrial Machinery Meeting, Pro- 
duction Forum and Display, Milwaukee 

Auditorium, Milwaukee, 

Oct. 5-10—National Aeronautic Meeting, 
Aircraft Manufacturing Forum and Air- 
craft Engineering Display, The Am- 
bassador, Los Angeles. 

Oct. 21-24—Automotive Wholesalers of 
Texas, Adolphus Hotel, Dallas, Tex. 
Oct, 26-28—National Transportation Meet- 

ing, La Salle Hotel, Chicago. 

Oct. 27-28—National Diesel Engine Meet- 
ing, La Salle Hotel, Chicago. 

Oct, 28-30—National Fuels and Lubricants 
Meeting, La Salle Hotel, Chicago. 


Feb. 10-13, 19%0—Automotive Service In- 
dustries Assn. Show, Colesium, New 
York City. 


30 Years Ago... 












































































































“Madam would perhaps like to try out something 
with a conventional body?” 











Automotive Cartoon 


Of the Week 











































































































Letterbox 


‘Like the Almanac .. .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


A Bullseye 


Automotive News has scored an- 
other bullseye. The ’59 Almanac is 
refreshingly attractive and beauti- 
fully printed and as usual, contents 
are complete. Truly an Almanac of 
the automobile industry.—R. D. 
McKay, Wichita, Kans. 


* * * 


Congratulations on another top- 
flight issue of the Automotive News 
Almanac. I think it is a high mark 
in good editing and fine presenta- 
tion.—Loren T. Rosinson, manager, 
Adcraft Club of Detroit. 


* * * 


I want to congratulate you for 
an outstanding job of assembling 
and presenting a wealth of useful 
information relating to the in- 
dustry.—Royr D. CHAPIN JrR., 
American Motors. 

* * ” 


I was delighted to receive your 
1959 Almanac. I will read it with 
a great deal of interest.—E. C. Row, 
Chrysler Corp. 


* * ® 


Valuable Reference 


I am happy to have the 1959 Al- 
manac available for reference. 
—Henry Forp, president, Ford 
Motor Co. 


* * * 


I know this year’s Almanac will 
prove to be as valuable a reference 
guide as all of your previous Al- 
manacs have been.—L. L. CoLBeErt, 
president, Chrysler Corp. 


* * * 


I have looked your Almanac 
aver for many years, not only to 


The Big Stories 


Right of Ford Motor Co. to disenfranchise its dealers arbitrarily 
was upheld in Cleveland by a decision handed down by the Ninth 
Federal] District Court. A Cleveland dealer had sued Ford for $250,000 
charging that the company had arbitrarily taken the franchise away 
and had obliged the dealership to turn over orders for new cars. After 
hearing the evidence, the judge withdrew the case from the jury and 
ordered a verdict entered for Ford, He held that the contract signed 
by the dealer gave Ford the right to take away the dealership at 
any time without giving reasons for the action. 


In 1929, total registrations of motor vehicles in the U. S. was 24,- 
493,124, Cars accounted for 21,379,125 registrations. 


~—From the Files of Automotive News 
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see our many mutual friends, but 

the information that you put out 

on sales records, models and sta- 

tistics of various kinds, each year 
seems to be more and more use- 
able—L. F. Desmonp, assistant 
general manager, Dodge. 

= + om 

This 1959 edition is certainly 
packed with a wide variety of use- 
ful and helpful data pertaining to 
our great industry. You are to be 
complimented for the very clear 
and understandable manner in 
which it is presented. 

As usual, I will have occasion to 
refer to it many times during the 
course of the year.—J. M. Rocus, 
general manager, Cadillac. 

= * * 
Variety of Data 

You can be sure that your 1959 
Almanac will be used as a regular 
reference in my office throughout 
the year. It is an outstanding issue! 

—W. C. Newserc, executive vice- 
president, Chrysler Corp. 
oe x * 

Last night I took the 1959 Al 
manac home and perused it for 4 . 
matter of two hours. i 

You have again done yourself 
proud! This edition is so filled with c 
such a variety of information that 
it is truly the bible of the industry. ¢ 
And believe it or not, I even en- I 
joyed the ads!—Frank H. YaArNattl, 





president, Yarnall Chevrolet, Inc. 
Chicago. 





* x * 





The Almanac presents an excel- 
lent source of statistical and bio- 
graphical information for our di- 
visional departments, many of 
which have frequent use for such 
data. Congratulations on the 23rd 
edition of this very useful Almanac. 
—J. O. Wricut, general manager, 
Ford Division. 

x * o* 

I refer to your Almanac 
throughout the year.—E. C. 
QuINN, general sales manager, 
Chrysler Motors Corp. 

oe * * 
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I keep the Almanac in my office 
all the time and refer to it often. 
—Franxk V. Brivce, general sales 
manager, Pontiac. 

cg * Ea 







Import Correction 
We have read with interest your 
article, “Competition Sharpens 0 
(Continued on Page 45, Col. 1) 
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[1 SALES TICKER 


Published monthly by Universal C.1.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 


‘MISSILE CITY’ SALES SOAR WITH C.L.T. 


Alabama Town Has Two Quality Dealers 


HUNTSVILLE— When a town as 
small as Huntsville, Alabama, has two 
Chrysler Corporation Quality Dealers, 
that’s news. And when both these fine 
dealers, Woody Anderson Motor Co., 
Inc. and Lee-Bentley DeSoto-Plym- 
outh, as well as other Chrysler Qual- 
ity Dealers all over the country, use 
Universal C.1.T. financing exclusively, 
there must be good reasons for it. 

The men who know these reasons 
best are the dealers themselves. As 
Louis B. Lee, Jr. puts it, “We sell the 
complete Universal C.I.T. package, 
and we sell it with confidence that it 
is best for the customer. Take C.1.T.’s 
Credit Life with Disability Benefits 
(which are included at no extra charge) 
—there are real sales appeals in these 
features. 

“During 1958, we developed time 
sales business on better than 60% of | 


“Woody” Anderson (right), President of Woody Anderson Motor Co., Inc., Huntsville, 








Philip W. Bentley (left) and Louis B. Lee, Jr., partners in the 
Lee-Bentley DeSoto-Plymouth dealership in Huntsville, Alabama. 


Alabama, with Fred W. Hearn, District Manager of Universal C.I.T. Credit Corporation. 


our new cars. C.I.T.’s complete pack- 
age is a great aid in controlling this 
market, and moreover, their plan lends 
itself to repeat sales.” 

Mr. Lee’s associate, Philip W. Bent- 
ley, adds, “I know the value of proper 
service to customers and the value of 
service absorption to us—that is why 
we sell C.I.T.’s plan. For example, 
take the case where we sell a customer 
on financing with Universal C.I.T. and 
msuring his car through Service In- 
surance. We are assured of the physical 
damage repairs if a loss should occur, 
and the customer is assured of top 
quality repairs in our shop.’ 

Huntsville’s other Quality Dealer, 
Woody Anderson, has this to say, 

‘Doing business in Huntsville’s fast- 
moving market presents many prob- 
lems. Credit policies and collection 
service must be geared to the market 
and that is why we use Universal 
C.I.T. For example, during a recent 
10-day period, we sold at retail 35 new 


and 157 used vehicles, a pretty good 
volume for this size operation. With 
C.1.T.’s fast credit service and com- 
plete customer protection plan, we 
developed 108 time sales during this 
period. 


Praise Credit Service 


“Fast and efficient credit service is 
one of the keys to our sustaining vol- 
ume and controlling time sales financ- 
ing. We use every sales tool that C.I.T. 
provides and we include C.I.T. in our 
newspaper advertising.” 

Fast, efficient, considerate service is 
a must in Huntsville. What was, a few 
years ago, a quiet village of 16,000 is 
now a booming city of 70,000, housing 
the Redstone Arsenal and the U. S. 
Army Ballistic Missile Center. Tran- 
sient workers and service personnel 
mean lots of problems for auto dealers 
in the area. They need the best financ- 
ing and insurance service—and Uni- 
versal C.I.T. provides it. Other dealers 





$50 WINNER 


SEASONAL SELLING 


An enterprising method of gearing 
his sales pitch to the customer’s buying 
pattern has won this month’s $50 
Sales Ticker Award for Ron Saalfeld 
of Nielsen Chevrolet Company, Co- 
lumbus, Nebraska. 

Mr. Saalfeld wrote, “‘At the start of 
each new model change, I go through 
our sales records for the past 3 or 4 
years. From this, I develop a list of 
buyers that have early buying habits, 
those that buy during the spring sea- 
son, the summer season and those that 
wait for the clean-up period. 

“In this way, I can slant my sales 
arguments to the particular advan- 
tages of buying at the time of the year 
the prospect has bought in the past— 
new car for a vacation trip in the sum- 
mer, bargain prices at clean-up time, 
etc. 

“Knowing the prospect’s buying pat- 
tern when I make my first contact 
helps me convince him he should buy 
now. It pays off in faster, easier sales. 
But don’t take my word -try it your- 
self.” 


You may win $50 
by sending your Award Idea tu: 
Sales Ticker Editor, 


650 Madison Ave., 
New York 22, New York 





around the country may not have 
missiles in their backyards, but the 
need for C.1.T.-styled service is just as: 
great. Any dealer looking for “quality’”’ 
service and “quality” profits should 
see his U.C.I.T. representative soon. 


Automotive News 
Case History 


QUOTE TERMS EARLY 
TO EVERY PROSPECT 


Reprinted by Permission 


A SUCCESSFUL salesman, who 
wants to remain a salesman and keep 
up an exceptionally high income as an 
auto salesman, tells this story of a 
lesson he learned early in his career: 

I had closed just enough sales to 
make me cocky and too self-assured. 
Overconfidence is just as bad as lack of 
confidence in your ability. 

This couple had parked where I 
could see their car and I knew they 
were real prospects. I soon learned 
that they were moderately well-to-do 
and eminently respectable and also re- 
lated to people of considerable means. 

They liked the car and although 
both seemed timid, they apparently 
were ready to buy. Of course I knew 
they were going to pay cash even if 
they borrowed the money elsewhere, 
so I hammered away at the cash price. 
But for no reason that I could see, they 
left and thus became “Be Backs.” 

Not long after, I saw them in a new 
car which they had purchased else- 
where. This sale puzzled me so much 
that I asked a salesman at the other 
dealership if he knew anything about 
the deal, explaining that I had lost it 
and didn’t know why. 


Appearances Misleading 


This salesman happened to make the 
deal. He said, I don’t know how I 
made it because I had no explaining to 
do. They seemed to know exactly what 
they wanted. All I actually did was 
quote them the down payment and the 
monthly payments, and they signed up 
so quickly I thought there was some- 
thing wrong. 

So that was it. I made a rule in my 
notebook right then that has made me 
thousands of dollars, and that rule is 
to quote the price, the down payment 
and the monthly terms before the cus- 
tomer has time to inquire about credit. 

This couple apparently was embar- 
rassed about my talk of cash and re- 
luctant to open up the subject of credit. 

We may say that nobody today hesi- 
tates to ask about credit and terms, 
but isn’t this a subject on which we 
have no valid statistics? 

This plan works. If you open the 
subject of terms, you will relieve some 
prospects of embarrassment or reluc- 
tance. 

You should say that 85 percent buy 
out of income instead of taking their 
cash capital, thus assuming that every- 
one has the cash if he wants to use it. 

Then if the prospect wants to buy 
for cash, or simulated cash by borrow- 
ing elsewhere, he is taking a step up- 
ward in his own standing, whereas if a 
salesman talks cash and the customer 
wants credit, it takes the prospect a 
step downward. 
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DELCOS 
fall-transistor 
car radio is 


PORTABLE 


- 


nS 


OO aes a ge ae 


Its a full-size push-button car radio, 
but when you remove this unit, you 
have a powerfill pocket-size portable. 


Brand new on Buick! Now you can enjoy the power 
and full-range performance of a fine Delco car radio, 

get the convenience and pleasure of a portable, too. 
Actually two radios in one! Delco’s achievement—a full- 
size push-button car radio, a handsome portable that locks 
safely away out of sight—is another engineering first for 
the world leader in auto radio. 


The portable unit of this radio is pocket-size, lightweight, 
tugged and powerful. Its tiny transistors take up less 
space and use 90% less power than vacuum tube sets. 
Locked inside the dash, the portable unit becomes an 
integral part of the car radio, and is operated by the 
regular push buttons. It uses the car’s battery, built-in 
audio system, antenna and speaker to provide the finest 
in big radia performance, and it plays without warmup 
or mechanical noises. 


Not even the most expensive car radio can top Delco’s 
new dual-purpose radio for tonal range, volume and 
darity. See your Buick* dealer soon and hear this 
wonderful, all-transistor Delco exclusive—the car radia 
that goes where you go, plays where you play. 


*Also available and individually styled for the 1959 Oldsmobile and Pontiac 


DELCO RADIO 


Division of General Motors « 
WORLD LEADER 


Kokomo, Indiana 
IN AUTO RADIO 
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Each Man Specializes in Certain Job... 


Modern Shop Services Any Make 


WASHINGTON, Mo. — The fact 
that Modern Auto Co. (Chevrolet- 
Oldsmobile-Cadillac) covers more 
than 90 percent of its overhead by 
operating a modern service depart- 
ment puts this dealership in a class 
by itself. ‘ 

If the accomplishments of John 
Feltmann, owner, and his son 
Jim are outstanding, the details 
of the service organization and 
its methods are even more unus- 
ual because the labor turnover 
totals a big zero. The last man 
left 15 years ago. 

Alex Straatmann, service man- 
ager, has been on the job 26 years 
and many others on the 16-man 
service and parts force can count 
25 years or more. 

The business was established by 
John Feltmann in 1919, His sales 
manager, Jess Bray, has been with 
the firm since 1927. 

The up-to-date one-stop service 
department consists of tuneup and 
motor repair, transmission, body 
shop, front-end and frame shop | 
equipped for both passenger cars 
and trucks. 

The service flow is so heavy 
that most work except small jobs 
and emergency work is taken in 
by appointment, Wrecks and 
other cars fill half a lot waiting 
their turn in the body depart- 
ment. The shop is fully depart- 
mentalized. 

This service department is 
known far and near for being able 
to service any make vehicle or} 
truck. The shop has mechanics | 
trained in all makes, mechanics | 
with certificates from factory 
schools and a sheaf of refresher 
course credits. 

Every man is a specialist and 
works at his highest skill. For ex- 
ample, the automatic-transmission 
man works only on automatic 
transmissions—all kinds. 

The shop’s reputation is such 
that work comes in from miles 
around, including St. Louis owners | 
and dealers. 

Each specialist must prove his 
competency once each month at 
a shop school on the firm’s own 
premises — usually in the “pink 
room.” 

Straatmann is in charge of the 
monthly school, which winds up 
with a dinner, It is no make-believe 
school, but a tough one-night | 
course in which from 50 to 60 ques- | 
tions must be answered and service 
problems solved. 

Some factory questions are used | 
but most of them are developed by | 
Straatmann, his assistant, Ralph 
Kleekamp, and Jim Feltmann. | 

The questions are typewritten and 
are so designed that a mechanic | 
can’t thumb through the shop man- | 
ual and find them readily, He must | 
hunt out the answers and must 
know the contents of various fac- | 
tory service bulletins. 

This is in strong contrast to | 
some service departments where 
service bulletins are never opened 
until lightning strikes, Current 
bulletins at Modern Auto hang 
on clips over the parts windows, 
where they are readily available 
to each mechanic, They must also 
be read on arrival. 

There are two other great differ- 
ences that make for greater effici- 
ency as well as employe satisfac- 
tion. 

Each man’s name, his time-clock 
number, and tools assigned to him 

are listed on a map of the shop 
floor, Thus everybody knows who is 
responsible for the assigned tools. 

He is responsible for the equjp- 
ment, its condition, cleanliness and 
safekeeping. For all practical pur- 
poses, he owns this equipment and 

takes a proper pride in it, Thus, 
the age-old problem of abuse of 
equipment or blaming others for 
lost tools is eliminated. 

All repair work is guaranteed 
for 30 days or 1,000 miles and 
the “comebacks” and “do-over” 
are so low as to be negligible. 
This is the direct result of train- 
ing, skill and experience gained 
in doing the same jobs over and 
over again as a specialist. 

Special factory tools for the use 
of all departments are mounted on 
a 50-foot long pegboard along the 
entrance drive in the service de- 








| of work, Some of the servicemen 


sign. Above these tools are framed 
diplomas of Modern’s servicemen. 

Anyone driving into the shop can 
see at a glance that the firm has 
trained men and the special tools. 

Bray said he often uses this dis- 
play to point out to prospects that 
the service department is second to 
none and the importance of having 
the best service available after the 
purchase of any car. 

Besides tools, the serviceman 
has another responsibility. The 
large drawing of the shop floor 
plan is laid out in colored sec- 
tions and each member of the 
service staff is allotted a section 
to keep clean, He can sweep and 
clean at his own discretion but 
he is responsible for the area 
designated on the map. 

A general cleaning man does a 
lot of the routine cleanup and his 
duties are clearly charted on paper. 

The result of this arrangement is 
a shop that is kept spotlessly clean 
under almost all conditions, The 
four main shop bays have hard- 
wood floors that are kept polished. 
Working on such a double wood 
floor is much different from work- 
ing on concrete. 

Service pay is a base salary and 
a base of 50 percent, although this 
varies some depending on the type 


live at a distance and all bring in 
work of all kinds, some from as far 
away as 50 miles. 

It is not unusual for one of the 
servicemen to sell a transmission 
job or even a complete wreck 
overhaul on his off hours. 

Parts stocks are large and inven- 
tories are carefully kept with fast 
moving parts stored for easy use. 

Year in and year out, labor and 
parts sales run neck and neck, 
about $1,000 a month each, For in- 
stance, the figures at the time of 





Military Boosting 
Aluminum Use, 


Executive Reports 
ABERDEEN, Md.—The armed 


| forces are using more aluminum in 


new vehicles and equipment, a 
Reynolds Metals Co. executive said 
here at a demonstration at the 
Army Ordnance Corps Aberdeen 
Proving Grounds. 

George B. Bailey, Reynolds Fed- 
eral sales division manager, said 
aluminum is becoming more pop- 
ular with the military because of 
its light weight combined with 
high strength, resistance to corro- 
sion and low cost of forming and 
welding. 

Newsmen at the demonstration 
saw aluminum armor plate, combat 
vehicles and the Army’s newest 
aluminum truck—the Chrysler-built 
XM-410 which can be carried by 
air and parachuted to the scene of 
action. It can move over rugged 
ground and float across water. 

Bailey also said the aluminum 
vehicles give better performance for 
the power expended and require 
less fuel. 


a 


Posing Problems for 4 Quiz— 


this interview were parts gross, 
$12,930; service sales, $11,276. 

Service on Modern’s own makes 
—Cadillac, Oldsmobile and Chevro- 
let—requires about 70 percent of 
the service total, and the remain- 
ing 30 percent is devoted to cars 
of other makes. 

Service absorption for March 
was 93 percent, but this figure 
varies from 90 percent to just 
below 100 percent. 

Service here is a business and it 
is promoted by modern methods. 
For instance, at various seasons of 
the year the personnel is divided 
into teams, These teams then con- 
test for greatest sales volume in @ 
special campaign. 

During the early fall such a cam- 
paign is usually devoted to selling 
and installing antifreeze, and often 
more than triples the normal sell- 
ing volume. 

Besides the prospect of a good 
dinner and entertainment at the 
end of the contest for the winning 
division, each member of the staff 
gets a percentage of his personal 
sales, 

Similar campaigns are directed 
to some features of the cars 
Modern sells, too, For instance, a 
recent campaign was selling Blue 
Coral treatments for Cadillacs. 
Each sale paid a commission to 
the serviceman who made the 
sale. 

Thus, each specialist who brings 
in work can be sure he will receive 
extra compensation for his selling 
efforts. The result, of course. is 
that every member of the Modern 
staff is an outside ambassador and 
salesman. 

“We're continually trying to 
bring more cars of other makes 
into our service department,” Jim 
Feltmann said, “so we can make 
new people acquainted with the 
efficiency of our real one-stop serv- 
ice department. We send no work 
out. 

“We do a complete one-stop serv- 
ice from lubrication through body, 
paint, transmissions, everything. 
After all, that’s what a service de- 
partment should do, isn’t it?” 

The lubrication, washing and 
polishing departments, likewise in 
charge of specialists, also finish 
up on new-car make-ready, 

New-car make-ready is so thor- 
ough that complaints are rare. 
Each new car sold goes to spe- 
cialists in the tuneup, transmission 
and overhaul departments where 
all adjustments are checked, even 
to transmission linkage. All electri- 
cal components are checked. 

The car then is road-tested and 
after it has been passed by the 
mechanical and electrical depart- 
ments, it goes to the washing, pol- 
ishing and lubrication departments. 

“New-car make-ready is especi- 
ally good and painstaking,” Jim 
Feltmann said, “because in the first 
place it should be thaf way, The 
customer is entitled to a car in 
perfect operating condition but we 
gain because we do not have to 
take time for comebacks for serv- 
ice that we should have performed 
in the first place.” 
* * 


Alex Straatmann, left, service. manager of Modern Auto Co.; Ralph Kleekamp, center, 
partment. Each car’s tools are| assistant service manager, and Jim Feltmann, son of the owner, discuss exam ques- 
listed and marked with a large} tions for the monthly shop school scheduled on the bulletin board above. 
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Dealer Offers Free Training... 
A School for Salesmen 


LOS ANGELES.—What may| weeks to go before the group grag. 
prove to be one of the most suc-|uates. Neale and Pedersen don't 
cessful programs for securing po-|claim that they'll get 100 percent 
tential salesmen is currently being| results—but many observers are 
tested here by Harger-Haldeman| confident that they’ve come up with 
(Chrysler-Plymouth). an answer to many a large dealer’s 

It’s a well-known fact that | Problem of finding good salesmen, 
many dealerships are very short 


§ on. Sev 1 *th- . 
ods of securing salesmen “nave | Third Try Made 
en tried—but i i 
none hes proved completely ane- To Kill I llinois 


cessful. Either the programs have 
been excessively expensive for the 
salesmen obtained, or they just H orsep ower F ee 4 
didn’t produce the right type of | SPRINGFIELD, Ill.—The third | 
men in adequate numbers, __| try may hold a charm as a bill to | 
Tackling this basic problem in|pase automotive license fees on | 
the industry, Barney Pedersen,| weight, instead of horsepower, jg | 
Harger-Haldeman new-car sales/ acted upon by Illinois Legislators, 
manager, developed what at this Introduced by Rep, Clyde Choate | 
time appears to be the answer. He| 4¢ anna, Democratic House whip 
calls it the “Earn While You Learn the bill has 70 sponsors and what 


Sales Training Program,” and while|;, termed “a fair chance” 

: ; ; of 
being deliberately conservative in| sage this session according to ook 
his appraisal of the program, Ped-| jecisiators ; 
ersen and Bill Neale, general sales It would establish a $10 license 


i y h 
manager, have high hopes that fee for cars below 4,000 pounds and 


hey’ i igh th 
—” hit the problem right on the $15 for those weighing more, a 


Check or fill in the identification that you think is correct. Then turn to Page 31 for the right answer. It started with inexpensive classi- pealing what Choate called the 
fied ads in the Los Angeles papers, ae method of basing fees 

( ) Texas state senators ( ) An honored sales team offering a free sales-training course | 0" “°FSepower. 

to qualified men—with substantial| The —, ae —_ — li- 
A tural col financial rewards possible for those| Cénse fees for lig rucks 10 to 

( ) Agricultural college presidents who would study, work and thus|15 percent and put heavy trucks 
make the grade. on a “pay as you drive” basis. 

A group of 82 men showed up to Heavy-truck owners would make 
register for the course, and each|a downpayment of half the present 
(Your guess) was carefully screened by Pedersen| flat weight fee, which would en- 
and Neale. The applicants came/| title them to 15,000 miles operation. 
from all types of businesses, many| All mileage above 15,000 would be 
making substantial salaries in other} paid at a rate per mile set so that 
professions. the total fee for 60,000 miles would 

From the screening, a group of| equal the present annual tax. 

50 of the best prospects was selected The same bill, introduced and 
e e and asked to report for two night! defeated at two previous legislative 
Extra Copies Available ciaaee vock for four weeks, , | sessions is planned to make lows 

ee e@ Since then, each Thursday and | costs more equitable, rather than 

Saturday nights, the group meets | to increase revenue. It would pro- 
at 7 p.m. in the dealership’s con- | vide about the same revenue as is 
ference room, armed with their | presently received, Choate said. 
Chrysler retail sales training 


textbooks. After the roll = P " C 

Neale and Pedersen whip 0 

their coats and the session gets ares ontempt 
down to hard sales training work. ; 
What are the chances of the pro- Laid to Engle ’ 

gram’s success? Here's the way) CINCINNATI.—Herbert C. Engle, 


Pedersen looks at it: : : ; 
; president of King Bee Auto Leasing 
__“First of all, these are well qual-|Co. and principal in a Federal 
ified men. One, for instance, is a bankruptcy case, has been accused 


& well-paid mechanical engineer who| of perjury and contempt of the 
feels his future can be more chal-/| pankruptcy referee. 
lenging in our industry. All the 
u te PE 1s others are responsible and intelli- soon te a — 


gent men. . | flicting testimony. Engle said he 
Second, as soon as we begin! pambled away $450,000 in bonds 


; training these men, they start look- : 
ing around their own spheres of oy Ang wed nee Se 
influence for powsblg sates. Wel gato frm which came ing Se 
‘ oe owes 000, sai e was wi 
a os ee © good | mngle and that little gambling was 
prospects. i 


“Third, as these men observe how I G i 
we handle their prospects, they are| |" Paul Geoghegan, referee in 
learning the techniques on an ac-| >@nkruptcy, cited Engle for con- 
tual on-the-job-basis, tempt on grounds that he failed to | 

Oo d Oo & Y “Fourth, if the entire group | Produce all his records and inter- 
r er ne or our i “-. « survives the hard-hitting class- | feted with the U. S. marshal and 
room work, we will have the the bankruptcy trustee when they 


ign. | tried to get the records, Judge 
nucleus of a fine sales organiza Druffel said the perjury and con- 


tion, trained by us in our meth- 
* Sales De artment ods, mentally and emotionally tempt charges would be referred 
to a U.S. grand jury. 
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Who are these men? 
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prepared to do a good job of de- 
veloping solid new-car leads and pe ‘ 
resulting in volume sales we Taunus in Minneapolis 


ee 
@ Service and Parts Department seit pentity seneet Sites |  itehel & Duper, Tne, Cinco 


The program still has several' franchised to handle Taunus. 
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Fifty potential salesmen attend classes twice a week at Harger-Haldeman (Chrysler- 
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through emphasis on Stainless Steel trim 
BAXTER MOTORS, INC., Cedar Rapids, lowa, sells about 1200 ssl 

and used cars every year. Mr. Eugene Baxter is President of the 

. company and here he talks about Stainless Steel trim as a sales aid. 
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“Nine out of ten customers primarily buy appearance. If a car looks good, 
it will generally be a good seller. But today’s buyer wants more 

than showroom appearance—he wants to know that the car will still look 
good after 20,000 miles. That’s why features like Stainless Steel 

trim are invaluable sales. aids. 


| “Stainless Steel is the most durable and best-looking metal ever used 

| for automobile trim. But some buyers aren't aware that it’s used. 

| So the salesman that points it out and talks the advantages of Stainless 
has the chance to make a really impressive point. It’s solid 

Stainless Steel, so it can’t peel or chip. And it's hard, so it resists 

dents and scratches. Stainless trim will still look new when the customer 
wants to trade in the car, so it’s worth more money. 


“People connect Stainless Steel with quality products, and when they 
know about the Stainless Steel trim, their estimate of the entire car is 
improved. And I've seen people actually make the final decision to buy 
right after they discussed the Stainless trim. I'd say that the 
emphasis we've placed on Stainless Steel in our sales presentation 
has increased our sales 10%.” USS is a registered trademark 
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United States Stee! Corporation — Pittsburgh 
American Stee! & Wire— Cleveland 

National Tube — Pittsburgh 

Columbia-Geneva Stee! — San Francisco 

Tennessee Coal & lron—Fairfield, Alabama 

United States Stee! Supply — Stee! Service Centers 
United States Stee! Export Company 


United States Steel 





Lightens 
your work 


Brightens 
your leisure 


Widens 
your world 








‘Buying’ Edsels at Ford Plant— 


Albert Clark, left, an M-E-L visiting auditor, discussing paint on an Edsel passing 
through the final acceptance area at the Ford-Edsel assembly plant in Louisville. Tak- 
ing notes is H. C. McCutchan, an assembly plant worker. 


In Imperial’s new plant, 


High-pressure nozzles aimed at windshield seams . . . 
driving angry streams of water equal in intensity to an 
unheard-of downpour of 250 inches of rain in one hour. 


Dozens of other nozzles searching, tearing at door 
edges, hood and trunk closures, the line where windows 
meet the roof .. . flooding over every surface inch of each 
Imperial, furiously searching for some tiny opening that 
will break Imperial’s impervious weather seal. 


But Imperial doors and windows are individually hand 
fitted. Hood and rear deck lids are specially weather 
sealed. Body seams are sealed with permanent solder in- 
stead of “body putty.” Discovery of a leak is rare indeed. 


FINEST PRODUCT OF CHRYSLER CORPORATION ° 








each car weathers a violent storm 
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TURNINGS ... 


Edsel “Rejection Man’ 
Upgrades Quality 


By Joseph M. Callahan 


Engineering Editor 


OUISVILLE.—A fact admitted by friend and foe alike is 
that the quality of the ’59 Edsel is vastly improved over 


its ’58 counterpart. 


At least four factors are responsible. For one thing, all 


59 Edsels are being assembled at the four-year-old assembly 
—_—_—_—_——:°X — 


plant here. Also, most of the 
initial engineering bugs have 
been designed out. A third 
factor is that many of the car’s 
parts are interchangeable with the 
69 Ford. 

The fourth major factor is an 
unusual “buy-off” program begun 
this year, whereby an independ- 
ent Edsel “buyer” stands at the 
end of the Ford production line 
and arbitrarily tells the plant 
management which Edsels he’ll 
accept and which ones will have 





to be run through part of the 
line again. 

Since the standards of the Edsel 
buyer are quite high, there are 
times when the percent of cars he 
buys is surprisingly low. 

It seemed logical to this re- 
porter that the Louisville Edsels 
would be of better quality than the 
Louisville Fords. When this was 
suggested to officials at the plant, 
the Ford representative heatedly 


In Imperial’s new plant, skilled crafting is proved by 
nearly 600 separate tests and inspections . . . performed 
on every Imperial motorcar . . . under a Quality Control 
Program which has no counterpart in the industry. 


That is why Imperial is the most carefully made, most 
thoroughly tested motorcar of its time. “ 


IMPERIAL 


... excellence without equal 


REPRESENTED BY AMERICA’S PROUDEST DEALERS 


ae 


denied it, but the Edsel officig 


agreed, 
* * + 


Point System 


a Edsel buyer, or M-E-L vig. 

iting auditor as he is formally 
titled, is Al L, Clark, a h usky, 
tough-minded veteran of Ford Mo. 
tor Co. He has been a section sy. 
pervisor of quality auditors ang 
for seven years he was a dealer 
contact man. 

To prevent disputes between 
Clark and John W. VanVactor, the 
Louisville plant manager, Clark’s 
rejections or acceptances are based 
strictly on a point system, He turns 
down any car with more than six 
points against it. 

The point system works as 
follows: An “A” defect (a major 
thing that the customer will 
notice quickly) counts 10 points; 
a “B” defect (a substandard item 
that the customer might notice) 
counts two points; a “C” defect 
(a slightly poor condition that 
the customer wouldn’t be aware 
of) counts .2 of a point, and an 
“S$” defect (a safety item) counts 
10 points. 

At present the program is con- 
fined to the detection of defects in 
the body, paint and trim and to 
easily-discernible mechanical items, 
Twenty percent of the Edsels are. 
also selected for road tests for the 
elimination of other mechanical de- 
fects, When a car is rejected for 
any reason, all paint and metal 
defects must be repaired. 

Although the Louisville plant is 
now working only one eight-hour 
shift, the Edsel acceptance opera- 
tion works two eight-hour shifts, 
partly to re-examine the cars that 
have been rejected and repaired. 
The plant builds 35 cars an hour, 
half of which are now Edsels. The 
entire Louisville output consisted 
of Edsels from early November 
until late February, when the pipe- 
lines were filled up. 

* * = 


Defect Finders 
LARK has a staff of about 10 
veteran quality control techni- 
cians who help him examine the 
cars and keep track of the defects. 
One of Clark’s men represents him 
as the chief buyer on the afternoon 
shift. 

A major feature of the buy-off 
program is a large, white bulletin 
board at the end of the production 
line where a very legible record is 
kept of all rejected Edsels. This 
board lists the major defect of 
every car refused, as well as the 
percent of the cars accepted each 
hour. 

It’s believed that this promin- 
ent display of defects provides an 
incentive for every employe to do 
his best work. 

Clark, who lives in Dearborn 
from Friday night to Monday morn- 
ing to give him further independ- 
ence from the plant manager, came 
down to Louisville last October to 
work out a program that would im- 
prove the Edsel quality, He was 
told to get this job done, regardless 
of the money, men and time that 
was needed. 

Clark said he approached the 
problem from the customer’s view- 
point and worked out the present 
system, which still may be con- 
siderably changed until it is com- 
pletely satisfactory to him and to 
his boss, Phil Johnson, who heads 
M-E-L quality control. 


Steel-Like Product 
Developed by GM 


MILWAUKEE.—An experimental 
steel-like material that may offer 
engineers a replacement for plain 
steel forgings and permit design 
flexibility of castings has been de- 
veloped by GM’s Centra] Foundry 
division and Research Laboratories. 

The experimental material is 
CentraSteel, according to W. B. 
Larson, of Research Laboratories, 
who participated in the project, 
and has a 28 million psi elastic 
modulus, very nearly equal to 
steel, plus equivalent strength and 
better machinability. 

This high elastic modulus, he 
added, also suggests applications 
to parts for which many of the 
presently available cast materials 
would be unacceptable, Its cast- 
ability appears to be superior to 
steel, he said. 
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Vis- 

nally ASED on the trade and con-| 

‘ky, sumer response at the recent 

- International Automobile Show at 

aad the New York Coliseum, it is felt 

and that the Lloyd Alexander should 
paler move up in the U.S, this year, 

As a result, a greatly expanded 
veen jmport and sales promotion pro- 
the has been_announced for this 
irk’s Sr omobile, which falls into the 
we low-priced economy field. 

a w. A. Simonds Associates, Long 
Beach, Calif., has been appointed a 
distributor for Lloyd. Earle L. 

= Richmond, head of Simond’s import 

va division, will supervise this effort. 
its: Simonds said 2,500 cars have 
ome been ordered initially, Chief among 
ce) the models is the Alexander TS, 
ect which made 50 miles per gallon at 
hat the 1959 Caltex economy tests in 
are Europe, In the same trial, it made 
an the best time in its class, It boasts 

nts a maximum cruising speed of 70 
mph., from a 600-c.c, air cooled 

— engine. ee 

s in Convertible, minibus, camper 

| to bus, panel and pickup models have 

ms. been included in the order, as has 

‘area, the Alexander TS Kombi station 

the wagon, Among the models, also, 

de- will be 500 Alexander Frua sports 
for § coupes. 

etal Herbert Ludwig has been ap- 
pointed U. S, factory resident man- 

t is | ager to coordinate operations be- 

our | tween dealers and factory. — (Ed 

ora. Brown.) 

fts aa cd * 

hat Toyopet 

red. c V. GROOMS, 50, has been ap- 

our, pointed assistant sales man- 

The § ager of Toyota Motor Distributors 

ited of New Jersey, 


Inc. 

Grooms is a 
veteran of 15 
years in the auto- 
mobile business, 
13 of which were 
spent as Stude- 
baker-Packard 
zone service man- 
ager and two 
years as Edsel 





ini- 
the 
cts. 
Lim 





pon L.V.G > Chicago service 
: — manager. 

-off He will assist Edward F. Kerl in 

tin the distribution of the Japanese- 


ion 
| is 


built Toyopet through the 17 east- 
ern states. 








Lloyd Steps Up Promotion... 


Highlights of Import-Car News 





Edgewood Ave. 
| A new Lucas factory branch 
| which will open May 1 at 6055-6057 
Armour Dr., Houston, also will par- 
ticipate in the program. 

* * * 


BMC 


HE sale of 75,000 British Motor 

Corp. cars in the U. S. during 
1959 has been forecast by A. E. 
Birst, president of Hambro Auto- 
motive Corp., which represents 
BMC in this country. 

He told a BMC distributors’ 
meeting he believed the target of 
50,000 cars set at the beginning of 
this year would be surpassed by 
25,000 vehicles. Four years ago 7,000 
BMC cars were sold in the U. S., 
he said. 

J. W. Malone, deputy director of 
export sales for BMC, said his com- 
pany expects to sell 90 percent of 
its cars in North America this year. 

Ba * * 
loa Sports Car division, British 
Motor Corp., announced a new 
weekly production record of 1,103 











his + * a. 

= New Orleans 

a T= largest number of imported 

autos ever to come into the 

Port of New Orleans in a single 

n- day arrived recently. The 592 cars| 

in arrived in two ships. 

lo * * * 

eS Renault 

= ARRARD MOTORS, INC., Pen- 

d- sacola, Fla., Southeastern fac- 

me tory distributors for Renault, has 

to signed a lease on 91,000 square feet | 

= of warehouse space in Savannah, 

rag § G8. with the Georgia Ports Au-| 

sg § thority. The company also has an| 


at | OPtion on additional space. 


Garrard plans to import approxi- | 
mately 600 Renaults a month 


ne 

w- | through the Port of Savannah. 

nt : *. 9 

m= Datsun 

« OX MOTORS, 600 E, Pike 
ds St., Seattle, has been named a 


distributor for Japanese-built Dat- 
Sun cars in Washington, Oregon, 
Montana and Northern Idaho. The 
firm is headed by Jack and Art 
Woolverton. 

cs x * 

Lucas 
Lecas ELECTRICAL SERVICE, 

INC., New York, has instituted 


a delivery service to assist dealers 
and repair shops in the prompt 


e 


er 
in 








Servicing of British cars with 
ucas original electrical equip- 
ment, 

To make it easy for repair shops 
to take advantage of this service, a 
Series of mailings is currently going 
out from each factory branch to 
the shops in its area. 

Mailings include a “simplified” 
Parts-and-price list covering the 
fastest moving items; technical 
bulletins and illustrated “electri- 
cal servicing tips.” 

Lucas factory branches partici- 
Pating in the new program are: 
New York, 501-509 W. Forty-second 
St.; Chicago, 4937 W. Belmont Ave.; 

Angeles, 5025-5029 W. Jefferson 
Bivd.; San Francisco, 643 Seventh 


aoaorPenwrey tea? s 
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St., and Jacksonville, Fla., 400 S.| 
| mark of 1,078 cars was set the pre- 





Mr. J- 
Univers4 
1800 Wes 7 
Richmond, ¥4- 


Dear 


valuable 4 


Austin-Healey and MGs. The old 


vious week. 

The breakdown of the record 
week’s total was 480 Austin-Healey 
Sprites, 468 MGAs and 155 Austin- 
Healey 100-Sixes. Three-quarters of 
this production will go to North 
American markets, the firm said. 

+ * a 


Peugeot 


ACQUES BERTHEUX has been 

named parts manager of Peu- 
geot, Inc., U. S. subsidiary of the 
French auto manufacturer. Ber- 
theux was with Peugeot from 1947 
to 1953. He then was parts manager 
of a West African automobile dis- 
tributor until he rejoined Peugeot 


in France late last year. 
* * * 


Goliath 
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ecutive of the Minneapolis firm, Its 
first dealer in the Dakotas is 
Gronvold’s, Inc., Minot, N. D. 
While the firm’s territory covers 
eight Northwest states, it has con- 
centrated on Minnesota until re- 
cently. It has set up 10 dealers in 
the four-month period, plus the 
retail-wholesale outlet in Minne- 


apolis. 
* * 


Pirelli 


ge cag ly ay importer-distributors 
in the U.S. are being appointed 
by Pirelli, international manufac- 
turers of tires and rubber prod- 
ucts, with headquarters in Milan, 
Italy. 

Roosevelt Automobile Co., Wash- 
ington, will distribute Pirelli tires 
in 10 Southeastern states. New 
England and the Northeastern sea- 
board are assigned to Columbia 
Motor Corp., New York, while 
North Central states will be cov- 
ered by Ray Whyte Italian Motors, 
Inc., Detroit. B.K.E., Inc. San 
Francisco, and Five Star Tire Co., 


| Los Angeles, will be responsible for 


ne MOTORS CORP.,| the Northwestern and Southwest- 


which established 


wholesale division last December, | 
| for both domestic and foreign cars, 


is expanding its territory into 
North Dakota and South Dakota, 


according to Don Skogmo, an ex- and economy-car sizes. Long a 


CHEV 


‘ler 
‘ai voderwriters 
t Grace Street 


Mr. Fowler: 


THE CREEK R 


its Goliath | ern territories. 


Pirelli offers a full line of tires 


with a definite emphasis on sports 
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leader in racing-tire manufacture, 
Pirelli also will make its Supersport 
tires available in the U. S. 

+ * 





Citroen 


HOMAS G. BUCHANAN has 

been named to head the whole- 
sale sales division of Citroen Cars 
Corp. 

Buchanan’s sales career in the 
imported car 
field started 10 
years ago when 
he joined Rootes 
Motors (Canada) 
as overseas sales 
supervisor. 

In 1953 he trans- 
ferred to the 
firm’s Los Ange- 
les office in a 
similar capacity. 

He resigned as a oll 
district manager T. G. Buchanan 
for the appointment of dealers to 
join the Citroen factory branch 
staff in Beverly Hills, Calif. 





Tarolas Buy Pontiac Deal 

PORTLAND, Ore—Windolph 
Pontiac, 1901 W, Burnside, has been 
sold by Fred and Joe Windolph to 
Ralph and Hoyt Tarola. The firm 
has been renamed Hoyt Pontiac 
Co. and moved to 1035 W. Burnside, 
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BRANCH OFFICES 





Chicago, Illinois Los Angeles, California 

Columbus, Ohio Portland, Oregon 

Dallas, Texas Salt Lake City, Utah 

Jacksonville, Florida San Francisco, California 
Westfield, New Jersey 


SUeV GHC RSE OOO CR ive, 


> since its introduction, The Lark has continued to show the fastest rising sales curve in the 
industry. But that is no startling fact. You would expect it, considering that The Lark has so many 


qualities that people want, and will continue to want well into the future. And the fact that 
The Lark is in the hands of a highly select, sound dealer body. 

Just review briefly what a dealer selling The Lark has to offer. It’s a simplified yet broadly 
versatile line: 2-door, 4-door, station wagon, hardtop; six or V-8, offering great economy plus per- 
formance (remember, ‘The Lark V-8 outscored all V-8’s in the Mobilgas Economy Run, yet it can 
turn 0-60 mph in under 10 seconds); choice of transmissions, reclining seats, Twin Traction 


Differential, and other options. Versatility and good taste are the keynotes coupled to economy. 





SY SLORM 


me AR BY STUDEBAKER 


Yes, without obligation, I’m interested in learning more about the 
Studebaker franchise. 


DEALER DEVELOPMENT DEPT. 
STUDEBAKER-PACKARD CORP. /South Bend 27, Ind. 


NAME i 


FIRM mi TITLE 


CITY STATE 
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Sales Conditions in Various Areas 





Auto Market Reports 


Baltimore 


A total of 2,557 new cars were 
sold in Baltimore in March, accord- 
ing to the Automobile Trade Assn. 


of Maryland. 


By makes, they were: Ford, 635; 
Chevrolet, 634; Plymouth, 196; 
Rambler, 170; Oldsmobile, 150; Pon- | 
129; Buick, 93; 
Mer- 
cury, 48; Chrysler, 24; DeSoto, 23; 


tiac, 130; Dodge, 
Cadillac, 69; Studebaker, 49; 


Imperial, 12; Lincoln, 9; Edsel, 
and miscellaneous, 184. 

The 273 new-truck registra- 
tions were divided as follows: 
International, 81; Chevrolet, 71; 
Ford, 38; GMC, 27; Willys, 15; 
Dodge, 12; White, 4; Mack, 3; 
Reo, 3; Brockway, 1, and miscel- 
laneous, 18. 


For the state as a whole, March 


Triumph, 51; Vauxhall, 39; Volvo, 
35; Austin, 27; Mercedes-Benz, 26; 


|MG, 25; Morris, 25; Peugeot, 15; 


Jaguar, 10; Taunus, 10; Porsche, 8; 
Goliath, 7; SAAB, 6; Borgward, 5; 
Datsun, 4; Sunbeam, 4; Citroen, 3; 
Goggomobil, 3; Lloyd, 3, and mis- 
cellaneous, 13.—(Kate Savage). 

* + * 


Providence 
A decline in new-car registrations 


2,| was noted in Providence in March, 
with the total falling to 995 from| 


the 1,012 recorded the previous 
month. 
New-truck registrations also de- | 


| clined, from 90 to 57. 


By makes, new-car registrations 
| were: Ford, 281; Chevrolet, 218; 


|Plymouth, 78; Rambler, 58; Cad- 
illac, 47; Oldsmobile, 43; Pontiac, 


saw 896 imported cars registered. | 34; Dodge, 30; Buick, 29; Mercury, 


They were: Volkswagen, 100; Fiat, 
98; Simca, 96; Renault, 92; Opel, 
69; English Ford, 62; Hillman, 60; 


THE DIVISIONS OF THOMPSON RAMO WOOLDRIDGE INC.... 





17; 
'13; Renault, 12; Hillman, 11; Chry- | 
sler, 9; DeSoto, 6; SAAB, 5; Edsel, 


Studebaker, 13; Volkswagen, 


3; Imperial, 3; Lincoln, 3; Willys, 
1, and miscellaneous, 81. 

The truck breakdown: Chevrolet, 
16; Ford, 13; International, 13; 
White, 3; Dodge, 2; Volkswagen, 2; 
GMC, 1; Mack, 1; Willys, 1, and 


|miscellaneous, 5—(Thomas L. 
| Forbes.) 


* ” * 


Denver 

Denver dealers sold 1,394 new 
cars and 225 new trucks in March, 
compared with 1,374 cars and 192 
trucks in March, 1958. 

In the first three months of this 
year, 4,728 new cars were sold com- 
| pared with 4,330 in the 1958 quarter. 
|Truck sales rose to 670 from 562 





a year earlier. 

March new-car sales by make: 
Chevrolet, 390; Ford, 297; Ram- 
bler, 101; Pontiac, 88; Oldsmobile, 
75; Buick, 64; Plymouth, 57; 
Volkswagen, 44; Studebaker, 36; 
Dodge, 33; Mercury, 23; Cadillac, 


More than fifty years and a billion val 


TRW’s AUTOMOTIVE GROUP has a growing 
stake in America’s transportation future 


America on wheels means an America driving cars and trucks equipped with 
precision-manufactured parts produced by the five divisions comprising the Auto- 
motive Group of Thompson Ramo Wooldridge Inc. TRW’s diversified and expand- 
ing future in cars and trucks is based on its fifty-year leadership in the industry, 
and on the many millions it has invested in new plants, new equipment and new 
methods of automated mass production. The Automotive Group sells $100 million 
worth of automotive parts every year. Here are some typical examples: the more 
than a billion valves produced by the Valve Division are to be found in the majority 
of cars on the road today; the greased-for-life steering linkages produced by the 
Michigan Division... piston rings by Ramsey... high quality castings by the Light 


Metals Division ...and world-wide distribution by the Replacement Division... 
attest to the Automotive Group’s deep product penetration. Moreover, TRW’s 
scientists and engineers are engaged in broad supporting R & D programs for new 
developments for the years ahead. Whatever kind of car the future calls for—big 
car, small car, gas turbine—TRW is equipped in plant, knowledge, and experience 
to play an important role in producing it. 
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Automatic valve finishing line 


22; English Ford, 17; Renault, 17; 
Hillman, 14; Edsel, 13. 

Chrysler, 11; Lincoln, 9; Goliath, 
9; MG, 9; Simca, 9; Triumph, 9; 
Volvo, 8; Imperial, 5; Borgward, 5; 
Austin-Healey, 4; Checker, 2; De- 
Soto, 2; DKW, 2; Fiat, 2; Jaguar, 
2; Peugeot, 2; Vauxhall, 2; Opel, 2; 
Metropolitan, 1; Alfa Romeo, 1; 
BMW Isetta, 1; Citroen, 1; German 
Ford, 1; Mercedes-Benz, 1; Morris, 
1; Peugeot, 1; Sunbeam, 1. 

Sale of new trucks by make: 
Ford, 70; Chevrolet, 49; Interna- 
tional, 32; GMC, 24; Willys, 14; 
Dodge, 12; Freuhauf, 6; American, 
3; Mohawk, 3; Kenworth, 2; White, 
2; Selma, 2; Seagraves, 2; English 
General, 1; Staurt, 1; 


Volkswagen, 1.—(Ira Alexander.) 
ad * * 


Los Angeles 


A total of 16,100 new cars were 
sold in Los Angeles County in Feb- 
ruary, compared with 22,968 a 
month earlier, according to 
Donnelley’s Motor Recorder of 
California. 

In order of volume, 
Ford, 3,932 (including 385 Thunder- 
birds); 
833; Pontiac, 808; Oldsmobile, 761; 
Buick, 587; Cadillac, 562; Plymouth, 
519; Studebaker, 411; Renault, 397; 
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sales were: | 


Chevrolet, 3,879; Rambler, | 





i, 
Mercury, 364; Volkswagen, 246: 
Hillman, 242; Fiat, 230, and Dodge, 
193. 

Simca, 173; Opel, 142; Tri 
137; MG, 136; Volvo, 124; Pey. 
geot, 104; Austin-Healey, 101; 
English Ford, 97; Edsel, 96; Chry. 
sler, 90; Continental, 82; BMW, 
15; Borgward, 73; DeSoto, 69; 
Lincoln, 68; Morris, 67; Impe 
61; Taunus, 59; Vauxhall, 59; 
Metropolitan, 51, ‘and Mercedes. 
Benz, 50. 

Jaguar, 29; DKW, 26; Austin, 24: 
NSU, 17; Porsche, 17; Citroen, 16: 
Toyopet, 13; Lloyd, 12; Alfa Romeo, 
8; Skoda, 8; Auto Union, 6: Goggo- 
mobil, 6; Datsun, 5; Sunbe am, 4: 
Berkeley, 3; Aston Martin, 2; Rolls. 
Royce, 2, and miscellaneous, 21, 

New-truck sales numbered 1,992 
compared with 2,580 a month ear. | 
lier, By makes: Chevrolet, 989; 
Ford, 660; GMC, 80; Dodge, 79; In. 3 
ternational, 66; Volkswagen, 29: 
Willys, 17; English Ford, 14; White. 
12; Fiat, 8; Studebaker, 6; Diamond 
T, 5; Reo, 4; Diveo, 3; Kenworth, 
3; Peterbilt, 3; Mack, 2; Autocar, 1; 
| FWD, 1, and miscellaneous, 9— 
(William Carroll.) 

oa * * 


St. Louis 
| Imported cars are taking 9 per- J 
|cent of the St. Louis market, com- 
pared with 3 percent at this time 
last year, according to the Greater 
St. Louis Automotive Assn 

The association said imported- 
car registrations totalled 1,363 
from Jan. to Apr. 10, an increase 
of 330 percent over the 1958 fig- 
| ures. : 
| Rambler and Studebaker showed | 
la gain of 170 percent during the 
period, rising to 925 from 342 last 5 
| year. ‘ 
| Both increases were considerably 
| higher than the combined percent- 7 
age gain for Ford, Chevrolet and 7 
Plymouth, The association said 7 


three makes were 9,061 for the § 
| 1959 period, up 23 percent over last 
| year.—(L. H. Hiouck.) 


7 


Siesiiiataiie 


A spot check of Minneapolis new- 
car dealers showed considerable 


| satisfaction with results of their 
|“live better by far with a brand 


new car” promotion. 

Several reported that new-car 
sales the first 16 days of April 
equalled their entire March total. 
Estimates of gains during the sec- 
ond week of the drive dropped 
below the first week’s reported re- 
sults, but ranged from “normal” to 
a high of 30 percent. 

The drop was expected, however, 
dealers agreed. because the Apr. 15 
income-tax deadline normally slows 
down buying activity and floor 


\traffic for a few days before and 


after.—(Donald M. Lyons.) 
~~ ~ * 


Vancouver, B. C. 


well ahead of last year, according § 
to dealer reports. 
Dealers said they sold 5,777 new 








Piston ring production on the Norton 
automatic line 





A Thompson Ramo Wooldridge Inc. 


MAIN OFFICES 
CLEVELAND 17, OHIO 


LOS ANGELES 45, CALIFORNIA 





autos in the first three months, 
compared with 5,119 in the similar 
period of 1958. Dealers sold 1,886 
new cars in March, compared with 
1,836 in March, 1958. 

GM continued to lead the pack 
in the first three months, taking 38 
percent of total sales. 

Foreign-car sales took 3114 per- 
cent, compared with 22.6 percent 
in the like period last year, Ford 
Motor Co. products were next with 
19%. percent and Chrysler Corp. 
had 6.9 percent, The independents 
took 4.2 percent, compared with 3.4 
percent last year. 

Chevrolet is the No. 1 seller, 
lowed by Pontiac and Ford. 
top 10 follow: 

Chevrolet, 1,114; Pontiac, 665; 
Ford, 554; Meteor, 394; Vauxhall, 
390: Volkswagen, 347; Austin, 258; 
British Ford, 227; Plymouth, 192; 
Oldsmobile, 190,—(F. H. Fullerton). 


* 


ins 

March new-car registrations | 
totalled 1,216 in Omaha, compared 
with February’s tally of 1,036. The 
leaders were: Chevrolet, 364; Ford, 
218; Oldsmobile, 76; Plymouth, 71; 
Pontiac, 69, Rambler, 54. 

Imports accounted for 82 units in 
March. Volkswagen captured more 
than half the total with 44 regis- 
trations. 

Truck sales rose to 172 in March, 
compared with 111 in February. 
Ford led with 51, followed by In- 
(Continued on Page 38, Col. 1) 
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New-car sales in the Vancouver § 
| (B. C.) area are continuing to run 
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Largest 
‘Circulation Guarantee in 
> Weekly Magazine History 


363 
fig. 
owed i * O b 
=| 7,200,000 effective October 31, 1959 
wy | 
ci . Public demand for TV Gue has made it America’s most spectacular 
leat | growth magazine. Its step-by-step progress is a revealing story. 
' 
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Dealer Who Needs Sales Most Is Biggest Offender . . . 
The Ironic Side of Discourtesy 


By L. H. Houck 
Travelling Correspondent 

JEFFERSON CITY, Mo.— Why 
do dealers and salesmen treat 
showroom visitors and cold pros- 
pects like stepchildren? 

There has been considerable 
publicity lately on the lack of 
cordial treatment in widely sep- 
arated areas. And it comes at a 
time when dealers should be giv- 
ing their best to sell cars. 


Here’s one answer, based on visits | 
to hundreds of dealerships as trav- | 


elling correspondent for AUTOMOTIVE 
News: 


When dealers are discourteous, | 


their troubles are showing. In pros- 


perous shops, visitors get a quick} 


and cordial welcome. 
When salesmen let prospects cool 
their heels, they are not making 


any money and may be looking for | 


another job. 
When a dealer is too busy to see 
a visitor, he may be going broke. 
I have just finished interview- 
ing some 50 prosperous dealers— 
I should say successful dealers 





since some of these may have 
not made much profit last year— 
and busy as they all were, some- 
body got to you on the run. 

I was a stranger in all but about 
five dealerships. In one place the 


Outdoor Show Staged 


By Greensboro Dealers 

GREENSBORO, N. Cc. — 
Greensboro new-car dealers 
staged a domestic and foreign- 
car show Apr. 16 on a downtown 
street. It was sponsored by the 
Greensboro Assn. of Automobile 
Dealers and the Chamber of 
Commerce. 





Dealers participating were | 
Alexander & Mann, Beck Motor | 


Co., Berry Motor Co., Black Cad- 
illac-Olds, Brady Motor Co., Gal- 
loway Buick Co., Traders Chevro- 
let Co., North State Chevrolet 
Co., Clegg King Motor Co., 
Greensboro Ford Co., Harry D. 
Kellett, Stewart Motor Co., Rice 
Auto Sales and Gate City Motor 
Co. 





only salesman on the floor waved 
his hand, as he was talking on the 
phone, terminated the conversation 
and came bounding out with a lot 
of pep. 

In another place while I was ask- 
|ing at the information desk about 
the whereabouts of the owner, I 
was approached by two salesmen 
at different times asking if there 
was anything they could do for me. 

It seemed to boil down to the 
old adage that if you want any- 


| not busy won’t have time, The 
most prosperous and successful 
dealers are the most courteous 
to strangers. 

I had just returned from a mar- 
ket survey of some distressed min- 
| ing areas in Missouri and Illinois. 
|In one Missouri town, 325 persons 
| were on relief. Twenty-four of 26 
| mills were down. 
| I visited two dealers in this town. 

One man who was riffling a bunch 
of service tickets said he was the 
| co-owner and he was not interested 





thing done, you get a busy man | 
to do it because the man who is | 


| 
} 
| 
| 


1 
| 
| 


| 


“Well, that lady with the big 
feet hasn’t given up hopes yet.” 





in talking about business because 
there wasn’t any. 

He said his firm’s main occupa- 
tion was finding the cars that had 
| been sold and trying to buy them 
| back from the repossessors on the 
recourse paper. One new car was 
| on the floor. 

During this conversation an- 
| other man came in and sat down 
| at a desk. He didn’t look at us 











NEW 


Warren, Ohio 


PACKARD 
“SPRING-RING” 
BATTERY CABLE TERMINAL 
OFFERS MANY ADVANTAGES 


Lower Initial Cost « Easier to Install and Remove 

No Special Tools Required « High Pressure Contact 

Available for Both Positive and Negative Battery Posts 
“Spring-Ring”’ is Smaller Than Conventional Terminals—there 
is less chance of interference with battery filler caps and hold down. 


Packard \ Electric 


soroes 


“Live Wire’ division of General Motors 


Packard “Spring-Ring” terminals are original equipment 
on 1959 General Motors cars and are available 

for both battery cables and ground straps. 

For full details contact Packard Electric today. 

Branch offices in Detroit, Chicago and Oakland, California. 





| get any worse. So we advise our 


|Ship in a metropolitan area a 


| sales floor at about 10 o’clock and § 
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and when I started out he 
look up. Curious, I went back t | 
my discourteous host and askeg 
him who the man was. Withoy 
looking up he said: “He’s my 
partner.” 

At another dealership things 
looked fairly prosperous. In eagh 
of these visits, I should report, ] 
was trying to interview Big Three 
dealers on the premise that mogt 
sales being made would be made 
by these dealers. 

Two mechanics with fairly dirty 
uniforms were sitting on a lounge 
sofa in the salesroom. I walked 
around and looked at two cars on 
the floor. Nobody paid me any 
mind. The two mechanics contin. 
ued with some personal buffoonery, 

I had in mind to stay it out, but 
before I had been there very long 
I was wishing I had brought my 
lunch. After a while a fellow in 
clean work clothes walked up to 
me with a belligerent stride and 
said: 

“Mister, WHAT do YOU want” 

I told him I was with Automo- 
tive News and was trying to find 
out the state of auto business as 
far as he was concerned. 

He didn’t smile. 

“I don’t have time to talk but 
I can tell you this much: I have 
been in this business 29 years and 
that this year, like all other years 
the factory has made a bunch of 
junk and expects us to keep it 
running for them.” 

This was about one of the best- 
selling cars in the business. 


At another place handling a 
popular car in the $3,000 class, 
conditions were considerably bet- 
ter. A man at an outer desk said 
the owner was in and called him 

“We're doing some _ business,” 
he said, “The ore market has us 
blocked but we don’t think it can 






customers that they might as well 
buy now for that reason, Those 
with means look at it our way. 
But we’ve had to cut our over- 
head to the bone and set our sails 
to weather it out as we have done 
before.” 

The two contrasts reminded me 
of a visit I made to a large dealer- 


couple of years ago. I got on the 


asked to see the owner. No sales- 
man bothered me and I waited 
and waited. At noon I was told 
that the owner was still busy. I 
asked for the sales manager and 





| was told he was busy. Both were 


in conference. 


I had to leave without talking 
to anyone in authority, and al- 


| though the showroom was full of 


new cars and there was consider- 
able bustle in the service depart- | 
ment, I was not asked to buy. I 
Was very much puzzled. 

A few months later I visited 
the same area and saw a new 
name and a new line in the deal- 
ership, I was told that the dealer 
whom I couldn’t see had been 
eancelled by the factory, A later 
investigation proved that lack of 
sales was the cause. 

If you're selling pencils you will 
receive courteous treatment in the 
average successful dealership be- 
cause most successful business is 
based on a proper handling of peo- 
ple and weeding out the prospects 
from the chaff of traffic. 


In more than 30 years of inter- 
viewing business and industrial ex- | 
ecutives. I have learned that the 
higher the brass, the more success- 
ful the business, the easier to see. 





Free Records Offered 
Lark Demo Drivers 


SOUTH BEN D.—Studebaker- 
Packard and RCA Victor have 
joined forces in a nationwide 
dealer contest promotion featur- 
ing Broadway singing star Pat 
Suzuki and the new Studebaker 
Lark. 

The campaign headlines @ 
record giveaway to boost sales 
on the dealer level, One thousand 
Studebaker dealers will give 
away exclusive RCA recordings 
by Pat Suzuki, star of the Broad- 
way musical, “Flower Drum 
Song,” to motorists who test 
drive the new Lark. 

In addition, participants in the 
Lark demonstration ride are 
eligible to win an RCA stereo- 
Phonic console, to be given away 
in a drawing held by each dealer. 


cS a 










“LONG-KEPT SERVANTS MEN DO PRAISE-- 
... THIS 1S TRADITION AND IT 
IS PRICELESS.” 


LEY], 
Buddha . ky ee 


a: 


. * PROO 
: 'N Pp * a H Va 
. : ili ey 
The ageless truth of Buddha’s immortal words ring with 
as much conviction today as in the past. 


Blue Coral has faithfully served America’s motorists for 
over a quarter of a century. Leading manufacturers, 
dealers and car owners alike recognize the Blue Coral 
Treatment as the best method ever devised for pro- 
tecting, prolonging and enhancing the beauty of finely 
engineered automotive finishes— 


We will carry this proud tradition forward ... We 
will maintain a standard of excellence which has never 
been surpassed— 


© —H.D.T, COMPANY FACTORS, INC 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Most Blame Laid on Dealers .. . 
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What Causes Poor Salesmanship? 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Many reasons are 
offered for the low standard of 
automobile salesmanship, from, 
“The public, to a great extent is 
responsible,” to, “I believe it lies 
with the dealer himself,” to 
“Morale seeps down from the top 
rather than soaking up through the 
organization.” 

A recent article by this re- 
porter concerning the poor qual- 
ity of automobile salesmanship 
in this area elicited several let- 
ters from salesmen and one from 
an ex-dealer, all of which eventu- 
ally place the blame for poor 
salesmanship on the shoulders of 
the dealer body. 

One dealer in the area contacted 
me personally and went into some} 
detail about how he is working! 
with his salesmen to make them) 
better at their profession. The es-| 
sence of his remarks was that 





careful supervision and manage- 
ment by him and his general sales 


manager were responsible for im- 
proved salesmanship. 

In talks with factory officials in 
this area and visiting officials from 
Detroit, it is obvious that all are 
aware of the importance of raising 
the standards of salesmanship. 


The insoluble part of the prob- 
lem appears to be how to make 
dealers and their salesmen apply 
the practices and knowledge avail- 
able to them. 

As one factory official said: “We 
offer our dealers and their sales- 
men literally. hundreds of sales 
aids. We even hold classes for them 
at regular intervals. We arrange 
for them to take good demonstra- 
tion rides in competing automobiles 
and then ground them in sales 
techniques which have proved 
worthwhile when applied by 
others.” 

He shrugged resignedly and 
added: “But how do you force 
them to make use of the knowl- 
edge you’ve given them? Even if 
you tell them that they will make 


more money, it doesn’t seem to 
ring a bell.” 


It should be stated here that 
many dealers and their salesmen 
do a good thorough sales job, and 
they are the ones who consistently 
make money. They are the men 
who have little time to complain 
about how bad business is, because 
they are too busy making condi- 
tions just a little bit better. 

There are dealers who manage 
to make a good profit, no matter 
what the economic climate of the 
country might be. And there are 
no tricks involved, just plain, hon- 
est, hard work. 

There are a number of dealers, 
in all lines, who came out of 1958 
with a profit that would equal the 
profit of the average dealer in a 
“hot” year. 

How do they do it? Consistently | 
applied, well-thought-out sales! 
techniques. 

For instance, a midtown Man- 
' hattan dealer recently decided to 











UMS Wins Award— 


A United Motors Service poster for 
Delco Remy (100% Fresh) took first place 
in the automotive accessories division ai 
the annual awards by the Chicago Ari 
Directors Club, Above, Sydney M. Cowan, 
advertising manager, receives the plaque: 
commemorating the occasion from a 
photogenic member. 


do something about the attitude, 
so prevelant among dealers, “You 
just can’t make these salesmen 
get out and sell. Sure I know it’s 
the best way to make a profit, 









when 
you 
set up 
your 


BRAKE-SHOP-ON-WHEELS! 





WORLD RENOWNED 


SAFETY 





Brake Service business is available 
. . . lots of it! Equip to get maximum 
profits with complete customer 
satisfaction. BE PREPARED with 
AMMCO'S new Brake-Shop-On- 
Wheels. 


You can use it and store it anywhere. 


Comes complete with Brake Drum 
Lathe, Brake Shoe Grinder, Drum 
Micrometer, Brake Cylinder Hone and 
other accessories necessary to do a 
fast, sure, safe, profitable brake job. 
Just one complete job a week pays 
for the equipment and brings a hand- 
some profit, too! 








WRITE TODAY 
for your copy. New free book- 
let tells how you can increase 
your Brake Business and 
PROFITS. 





AMMCO TOOLS, INC. 


2159 Commonwealth Ave., North Chicago, Ill. 















but what can you do if your 
men just refuse to go out?” 
The obvious question is who jg 
running the dealership, and once 
the owner decides to get into the 
driver’s seat, he offers his sales. 
men constructive advice on how 
to make more sales. 
That is what this dealer did. He 





l}has a sales meeting every morp. 


ing. It’s short, but to the point, 
A new system has been evolved in 
which the salesman is asked to | 
get the name of every visitor to 
the showroom when it is his up, | 


Over a period of time it has de. | 
veloped that each salesman wil] 
get an average of six ups per day, 
If the salesman neglects to get the 
name and address of each of the 
customers for whom he is respon- 
sible, he must be able to give a 
reason for his failure. 

The following day, the salesman 
must write a personal note of a 
few lines to each of his customers 
of the previous day. These notes 
are handed to the sales manager, 
who checks them against the previ- 
ous day’s list of ups. 

In addition, each salesman must 
write 25 short, personal notes 
each day to persons on his pros- 
pect list. These too must be 
checked by the sales manager 
before they are mailed. 

Often a salesman has complained & 
that he doesn’t have time to do 
this every day. 

In such cases, the sales manager 
sits down, in the presence of the 
salesman, and writes the letters in 
less than half an hour. 

“Do you mean to tell me,” he 
concludes, “that you can’t find half 
an hour a day to write notes which 
may mean extra money for you?” 

It invariably works. And it has > 
resulted in an increase in show- } 
room traffic, which has resulted in 7 
increased sales and profits. 

It goes without saying that on 
every delivery, a salesman is ex- 
pected to send a thank-you letter. 
These, too, must go through the 
same checking process. This tech- 
nique has led to innumerable refer- 
rals from satisfied and flattered | 
customers. 

Recently this dealership also in- 
stituted a plan of cold canvassing 
in an effort to sell its line of small 
trucks. Recognizing that Volks- 

wagen is beginning to cut into 
the small panel field, this dealer- 
ship decided to take remedial ac- | 
tion. 7 

The salesmen objected to the 
cold canvass, but management 
was determined to put the plan 
into operation. Two men were 
sent out with a truck, to inter- 
view all the small businessmen 
in a specified area. 

After spending a day at the job, © 
they returned with 10 good pros- © 

pects, which eventually resulted in 7 
two sales. The salesmen now realize 5 
that the system helps them make 7 
more money, and they no longer — 
have to be forced to do this kind 
of work. 

The next step is to start cold 
canvassing new cars, with a car 7 
on hand for demonstration. 

An ex-dealer, who now operates ~ 
a used-car lot, wrote as follows: ‘ 


oe nahin teil 





“Let’s not put all the blame on 
the boys on the floor. When I 
started selling Chevrolets in 1929, 
the factory had a concrete set of 
rules to go by and, if followed re- 
ligiously, you were bound to sell 
cars. 

“We had no easy time in those 
and the days following. They, to F 
my way of thinking, were much 
tougher than today, but you had 4 
plan and you worked your plan. 
When a factory man came into the 
showroom, he said hello and asked 
how things were going and could 
he help you in any way. 

“I am willing to wager that 
not one of the salesmen you 
visited had an owner’s file on 
his desk, a prospect file or 2 
solid idea of what followup 
means. 

“I know of several instances 
where so-called sales managers 
have been on the job three, four 
or more years and in all of their 
time as so-called sales managers 
have not held a single sales meet- 
ing. * 

“Please bear in mind that some 
of these men have been ‘suggested’ 
to the dealer as good managerial 
material by some factory rep who 
‘was born and raised in Oshkosh 
and sent to the big city to tell all 
and sundry how to sell cars, Take 
one of them by the hand, ask him 
the year, make or value of a used 
(Continued on Page 32, Col. 4) 








New Yorkers do everything other people do. 
Only more so. For example, they buy more cars than the 


people in any other market. And you can sel// 


them more cars by using more space more often 
in The New York Times... first 
a in New York in automotive 
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High ways & Safety ys 
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Makers’ Aid Pledged 
In Traffic Crusade 


The auto industry will continue 
to press its efforts to make safe 
driving as easy as possible and 
offer riders maximum protection in 
accidents, a GM executive told the 
Illinois Editors and Publishers 
Highway Traffic 
Safety Seminar in 
Springfield. 

Charles A. 
Chayne, engineer- 
ing staff vice- 
president, said 
that although 
further gains in 
crash-injury pro- 
tection can be ex- 
pected, “it would 

é be wishful think- 
©. A. Chayne ing to expect any 
major breakthrough in the near 
future that would provide anything 
closely approaching immunity from 








serious injury in high-impact col- 
lision.” 

Long-range research already has 
produced experimental automatic 
car-guidance systems, he added, 
although “we cannot expect cars 
with fully automatic control to 
start rolling off assembly lines in 
the near future.” 

“As a consequence, neither the 
driverless nor the driver-proof 


automobile is imminent,” Chayne | 


continued. “Research in this area 
will be productive in developing 
more advanced aids to alert driv- 
ers to hazards and to simplify 
the act of driving.” 

He said further progress in driv- 
ing aids will require more coopera- 
tive research and development both 
by automotive and highway en- 
gineers to coordinate “functioning 


or near the highway.” 

Chayne showed a film on experi- 
ments by GM proving grounds en- 
gineers in highway design, partic- 
ularly the elimination of roadside 
hazards such as trees, culverts, 
ditches, utility poles, embankments 
and unguarded bridge or overpass 
abutments. 

These hazards, at GM’s 4,000- 
acre proving ground in Milford, 
Mich., are being removed or pro- 
tected by guardrails within a 
100-foot right-of-way on each 


side of the road. The right-of-way | 


also is graded with low-contour 
slopes. 


|/month to bring an increase after 
two years of almost unbroken re- 
ductions, the Council said. 

The March figure brought the 
first quarter total to 8,080, up 5) 
|percent from last year’s first- 
| quarter toll of 7,690. 
| Disabling injuries in the first} 
three months of 1959 were esti- 
| mated by the Council at 300,000. 
| “There is no apparent reason for | 
| the sudden upsurge in traffic deaths | 
| this year except complacency,” the| 
| Council said. 

Mileage figures, available only for 
| January, showed a 4 percent in- 
|ecrease in travel. January deaths 


|the “accident-producing character. 





of devices both in the car and in 


Chayne said the roadside clear-| also were up 4 percent, producing 
ance program hag reduced off-the-| a death rate (deaths per 100 million 
road accidents and injuries so far|;miles) of 5.3, according to the 


as its test drivers are concerned. | Council. 
: 2 sf | For March, states with more 
|deaths outnumbered those with 
Traffic Deaths | fewer fatalities 26 to 17. Six states| 


reported no change. 
* * 


‘Design of Auto 


‘Called Factor in 





Up 9 Percent, 
NSC Reports 


March traffic deaths soared 9 
percent to 2,790, compared with 2,- 


560 in the like month last year, f 
according to the National svext.| Traffic Sa ety 


Council. | A study of two stock models of 
It was the third consecutive)! the low-priced three disclosed that 






















































If satisfied 
customers 
are yourf#p 





Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
cars...a “must” for new cars! 


Can double engine life . . . in summer heat, 
sub-zero cold. 


In effect, increase the octane rating 
of gasoline. 


Help control engine knock, pre-ignition 
ping, spark plug fouling. 


Increase gas mileage, engine power. 





Outsells all other 
year-round oils by far! 













Another reason you’re Miles Ahead with Mobil 





ne 
the chances of being killed or ip. 
jured are half again as great jp 
one as in the other because of the 
design of the cars, according tp 
Daniel Moynihan, former chai 
of the New York State Trafi, 
Safety Policy Coordination Com. 
mittee. 

Writing in the Reporter, Moynj. 
han said the study was carried oy 
by Dunlap & Associates, Stamford, 
Conn. He did not name the cary 
involved, but said the tests showeg 
there are substantial differences jp 







istics” among low-priced cars, 

Moynihan was critical of the 
auto industry’s handling of the 
safety problem. He advocated geat 
belts as standard equipment ang | 
asserted that “General Motors hag | 
opposed them from the very begin. 
ning.” 

He estimated it would cost only | 
50 cents per car to make seat belts 
standard and scoffed: “For GM tp 
suggest that it cannot afford to 
increase the cost of its automobiles | 
by 50 cents borders on an affront 
to the public intelligence.” 

Moynihan also slapped the Na. 
tional Safety Council. He said a 
year-to-year decrease in highway 
deaths does not indicate progress 
in traffic safety but simply means 
that doctors are becoming more 
adept at keeping accident victims 
alive. 

































Highway Research— 


Miniature highway with scaled-down 
traffic signs and billboards is being stud- | 
ied at Ohio State University, Columbus, 8 
O., to determine how the road signs ef- | 
fect driving safety. Here test driver Kath- | 
ryn Heft pulls to a stop in a highway test, | 
while researcher Jack Prince holds a min- ~ 


iature billboard. 
* * 


Size, Location 
Of Highway Signs 
Studied by OSU | 


How large should traffic signs be 
along interstate highways, and 
where should they be placed so | 
motorists can read them easily and 
safely? , 

Two Ohio State University re | 
searchers, Jack H. Prince and 
James G. Ohmart, are trying to find 
the answer by driving an electric- 
powered car through a 64-foot-long 
plywood tunnel at 2.4 m.p.h. With 
the course scaled down to 1/25th 
life size, the car’s pace represents 
a highway speed of 60 m.p.h. 

“The purpose of the project is to 
compare the driving problems en- 
countered with billboards and 
standard interstate highway traffic 
signs,” Dr. Richard Blackwell, di- 
rector of the university’s Institute 
for Research in Vision, said. 

“On new interstate highways,” 
Blackwell said, “both billboards 
and traffic signs must be read if 
the motorist is to proceed safely 
to his destination. The problem is 
to find out how large the billboards 
should be and where they should 
be located to enable the motorist 
to read them efficiently and safely.” 

Prince and Ohmart are measul- 
ing the time required for a driver 
to read billboards 112 feet from 
interstate highways, compared with 
the time needed to read traffic 
signs 12 feet from the road center. 

During the “trip” down the in- 
door course, representing 1,337 feet 
of highway, the car encounters six 
to eight turns or curves and the 
driver faces one traffic sign or ad- 
vertising billboard. Prince and Oh- 
mart have set up 40 different high- 
way patterns to compare reactions 
of drivers to 20 billboards and 40 
traffic signs. 
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they talk right to my prospects” 

—says De Soto dealer Dean Anderson, of Provo, Utah 

“The way I look at it, advertising should ‘talk’ to people. the door’, because they saw the De Soto ad in Life that 

4 Ads should give reasons to buy, put in an interesting and said, ‘Go ahead, slam it . . . all you’ll hear is-the solid 

simple way that the average prospect can understand sound of quality.’ And they buy, because the car can 
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and believe. And they should be different from what the 
fellow down the street is doing. 


Believable, without double-talk 


‘**That’s why I’m so sold on De Soto’s new advertising. 
These new De Soto ads are fresh. They talk right to my 
prospects, just as I would if they were in the showroom, 
without. any gimmicks or double-talk. And those pictures 
really catch your eye. I like the idea of showing believ- 
able people in ordinary situations. 


Ads invite demonstration 


“The best thing about De Soto’s new ads is that they 
invite demonstration. I’ve had people come in to ‘slam 


iT PAYS TO BE A 


DE SOTO DEALER! 


back up every claim the ads make. De Soto quality this 
year is at an all-time high. 


Same approach on radio 


“I use this same kind of fresh, plain talk on my radio 
spots. It’s really paying off in sales. De Soto advertising, 
plus the fine promotion materials I get periodically from 
De Soto, adds up to support that few franchises offer. 


With De Soto for keeps 


‘*“De Soto’s advertising and promotion support is so: 
fine, the product is.so good, and—most important of all 
—I’ve made money so consistently during my 25 years 
with De Soto, that I’m with De Soto for keeps.”’ 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of '58s added and ‘50s dropped in December, 1957. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 


* x * 


ALBANY 


Tim Anspach Dealer’s Auto Auction. Sale 
every Monday. Prices are for sale of Apr. 
27. At our auction here today, car prices 
surged close to a high for the year, despite 
the miserable, cold spring rain that fell 
all day long. New-car dealers buying to 
supply their inventories boosted the sales 
average which was almost 90 percent. Sold 
173 cars from 199 consignments. 


BUICK—’58 Special Riviera 2-dr., $1,990* 


(ps). 
"57 Special Riviera 4-dr., $1,600* (ps); 
Riviera 2-dr., $1,450*° (ps). 


’56 Century Riviera 2-dr., $1,075*; Spe- 
cial Riviera 4-dr., $985*; 2-dr., $920*, 
$860*; 4-dr., $890* (ps). 

’55 Special 2-dr., $670*. 

’53 Super 4-dr., $340*. 

’52 Super conv., $480*. 

’50 Super Riviera 2-dr., $150*. 

CADILLAC—’57 El Dorado 2-dr., $2,950°*; 
(60) Special 4-dr., $2,675* (ps). 

"55 (62) conv., $1,650* (ps). 

"54 (62) coupe de Ville, $1,350°; Sedan 
de Ville, $1,060*. 

CHEVROLET—’59 Parkwood (8) 4-dr., 
$2,575° (ps). 

"6568 Impala (8) conv., $2,170* (ps); 
Hardtop 2-dr., $1,800*%; Yeoman (8) 
4-dr., $1,565*; Delray (8) 2-dr., $1,- 
425°. 

"57 Bel Air (8) Hardtop 4-dr., $1,500*; 
4-dr., $1,450*; Two-ten (8) Hardtop | 
4-dr., $1,400*; 4-dr., $1,365*; Two-ten 


2-dr., $1,150; One-fifty (8) 2-dr., $810. 


’56 Two-ten (6) station wagon, $1,235°*; | 


4-dr., $1,050; 2-dr., $800; Two-ten 





Rates: Listing (maximum: three lines of type)—S 
: 5-inches on 2 columns.) Fue Gegtay Retes'contect Want Ad Daph, Aetemetive Haws, Dawa 7, Seligns, 





ALABAMA 





JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








COLORADO 








COLORADO AUTO AUCTION 
LITTLETON, COLO. SOUTH 
DEALERS ONLY 
Sale E 


very Monday—11:00 a.m. 
Owners: Francis R. Cassell—Carroll K 
Phone Denver: SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 
Auctioneers: 
Celenels Johnny Wood, Dean Davis and 
as aa 


All cars paid for our own check through 
The Bank of Denver 








Denver Auto Auction 
4% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our I2th year 
of continuous operation. 


11:00 A.M. 


Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues. 11 
A.M. Dealer-owned. Dealers only. 








INDIANA 











DYER IND. 
SALE EVERY FRIDAY 


CARS AT 12:30 P.M. 
TRUCKS, MAY 15th, 11 A.M. 


Checks and Titles Guaranteed 
12 Years—same location—Rte, 30, 
2 miles west of Rte. 4/ 


UNion 5-2361 Chicago line: REgent 1-6181 





INDIANAPOLIS—Indianapolis 
A.M. Dual Ring. CHapel 4-9546. 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti-| 


tles, checks guaranteed. Cars group- | 
ed. Thur., 12 noon. Established 1947. 


MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 


INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 





JACKSON — Greater Jackson Auto 
Auction, Wilmington St., Box 8468. 
Wed., 12:30. Check, Title Guarantee. 





North-East-South-West — Automotive News’ 
“Leading Used-Car Auction Directory" gives the sale day and time of top Avto 


Auctions EVERY WEEK. 


Auto| 
Auction, P.O. Box 8251. Wed. 11:00 


(8) station wagon, $1,200, $890; Bel 
Air (8) 4-dr., $1,180*° (ps), 3 at §1,- 
100°. 

"55 Bel Air (6) conv., $1,100*; Bel Air 
(8) 4-dr., $820*, $810*; Hardtop 2- 
dr., $750*; Two-ten (6) 2-dr., $750, 
$740*; Two-ten (8) 4-dr., $750; One- 
fifty (6) 2-dr., $575; 4-dr., $450. 

"54 Two-ten 2-dr., $575, $450; One-fifty 
2-dr., $350. 

"53 Bel Air 4-dr., $370*; Two-ten 4- 
dr., $360; 2-dr., $360. 

"52 Special 2-dr., $265*, $240. 

CHRYSLER—'55 Windsor 4-dr., $750*. 

"53 Windsor 4-dr., $245* (ps). 

DeSOTO — ‘55 Fireflite Hardtop 2-dr.,. 
$820* 


"53 Firedome 4-dr., $160*. 


DODGE—’53 Coronet (6) 2-dr., $260. 

F O R D—’58 Thunderbird 2-dr., $3,000* 
(ps); Fairlane (8) 500 Retractable, 
| $2,350* (ps); Victoria 4-dr., $1,700* 

(ps), $1,580°; 4-dr., $1,650* (ps); Vic- 
toria 2-dr., $1,510; Ranch 


$1,550° (ps), 


type)—$ 5.00, 1-time; $4.00, 13-times; $3.50, 52-times. ee sie 


MISSOURI 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and Insure Titles 
Owned and Operated by 
BILL McCRACKEN and 











ROY McMANAMA 
Twin Ring Selling 





NEW JERSEY 


5 Minutes from Lincoln Tunnel 


INSURED PICKUP AND 
DELIVERY SERVICE 









AUTO 
AUCTIONS 


INC. 
On Rovte 20 At Route 3 


EAST RUTHERFORD, N. J. 
TUESDAYS — 11 A.M 


1300 For Reservations 
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NATIONAL AUTO 
DEALERS EXCHANGE 


(Copyright, 1959, by Automotive News) 


wagon (8) 4-dr., $1,500*. 
’57 Fairlane (8) 500 conv., 
4-dr., $1,450*; 


$1,500* (ps); 

Victoria 2-dr., $1,400*; 
2-dr., $1,300*; Country sedan (8) 4- 
dr., $1,425*, $1,350* (ps), $1,325*; 
Ranch wagon (8) 2-dr., $1,200*; Fair- 
lane (8) club sedan, $1,200* (ps); 4- 
dr., $1,140*%; Custom (8) 300 2-dr., 
$1,100*. 

"56 Country sedan (8), 
(8) conv., $1,140*, 
toria 2-dr., $1,125*, 
dr., $830*; Custom 
$835; 2-dr., $790°*. 

*55 Custom (8) station wagon, $920*: 
dr., $800; Fairlane (8) 4-dr., 
2 at $800*; Country sedan (8), 
Fairlane (6) conv., $765; 4-dr., 
Ranch wagon (6) 2-dr., $740; 
(6) 4-dr., $600*;: Custom (8) 
$550*; Main (8) 2-dr., $510. 

’54 Country Squire 4-dr., —! 
4-dr., $380, $360; Custom 2-dr., 
$180°. 


Fairlane 
$425* (ps); Vic- 
$1,000* (ps); 2- 
(8) 4-dr., $925, 


$1,170*; 


4- 
$875", 
$810*; 
$660; 
Custom 
4-dr., 


Main 
$370°, 


NEW YORK 





GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tuesday——-12 Noon 
Auctioneer—CARL MARKER 


Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 


| LAFAYETTE—Syracuse Auto Auction, 


Center of Empire State. Check and 
Title Protection. (Wed.) 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 
Albany 5, N. Y. 
oy Monday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





NEW YORK CITY'S 


aaa TTY TMS THs penn, 





EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured. 


EVERY TUESDAY 12:30 P. M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


a mT yg ue TOLEDO—Dealers’ Automobile Auc- 


tion, Sports Arena. (Tuesday) 
1:00 P. M. 





LU CA D, the Dealers’ Directory 
to Leading Auto Auctions. 
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’53 Ranch wagon 2-dr., $316 





4-dr., $280; Main 4-dr., $230, go7 
3 at $210. ; 
HUDS 





’54 Hornet 4-dr., $170* 
’53 Hornet 4-dr., $110°*. 
IMPERIAL—’55 2-dr., $1,200* ps), 
LINCOLN—’55 Capri 4-dr., $800* (ps), 





MERCURY—'57 Monterey 4-dr.. $1,635+ § 
$1,160* (ps); Phaeton 4-dr. $1, 3758: 
Commuter 2-dr., $1,425*. 

’56 Custom 2-dr., $920. 
*54 Monterey 4-dr., $480*. 

OLDSMOBILE — '56 (98) Holiciay 2-dr,, 

$1,300* (ps); (88) 4-dr., $1,°00* (pg)' 
"55 (98) 4-dr., $1,060* (ps); (88) ) Super | 
4-dr., $885*; (88) 2-dr., “ee 
’54 (98) 2-dr., $550* (ps); 4 $425° 
(ps); (88) Super 4-dr., $500 ‘on 
PACKARD—’56 Clipper Deluxe, $610*. 
PLYMOUTH—’58 Plaza (6) 4-dr., $1,409 
57 Belvedere (8) 4-dr., $1,380*; Subur. 
ban (6), $1,300*; Suburban (8), g;. 7 
225; Savoy (8) 2-dr., $1,150*, "s 
’56 Belvedere (8) 4-dr., $945*, $799. % 
Belvedere (6) 2-dr., $820*; Savoy (¢) | 
2-dr., $450. : 
’55 Savoy (8) 4-dr., $750*; Belvedere : 
(6) 4-dr., $750*%; Savoy (6) 4-d, 
$660; Plaza (6) 4-dr., $600, $460. " 7 
’53 Cranbrook 2-dr., $300, $170; 4-ar, 7 
$290*; station wagon, $250* 

PONTIAC—’57 Chieftain 4-dr., $1,340* 

’55 Star Chief conv., $810*; Chieftain 
4-dr., $650* (ps). 

’54 Star Chief 4-dr., $490* (ps 

’53 Chieftain Deluxe 2-dr., $260*; 4-dr. 
$180°. 

RAMBLER—’58 station wagon, $1,550, 

’57 Custom 4-dr., $1,250*; Super 4-dr,, 
$1,000*. 

STUDEBAKER—’58 Scotsman 2-<dr., $4899. 

’54 Champion (6) 4-dr., $290. 
MISCELLANEOUS—’57 Ford %-ton pick. 
up, $975. 

*56 Chevrolet %-ton carry-all, $570, 

’54 Ford %-ton pickup, $375. i 

’53 Chevrolet i-ton van, $375. : 

’51 GMC %-ton pickup, $340. : 

’49 International %-ton pickup, $170, | 

“= 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Apr. 28. 


BUICK—’59 Electra conv., $3,270* (ps). 

"58 Century Cabellero, $2,570* (ps): 
Riviera 2-dr., $2,225* (ps) 

*57 Century Riviera 4-dr., $1,625* (ps); 
Riviera 2-dr., $1,565*; Special conv., 
$1,605* (ps); Riviera 2-dr., $1,600* 
(ps); 2-dr., $1,385*; 4-dr., $1,200*; 
RM conv., $1,515* (ps). 

’56 Super Riviera 2-dr., $1,205* (ps), 
$1,150* (ps); RM Riviera 2-dr., $1,- 
095* (ps); Riviera 4-dr., $1,085* (ps); 


(Continued on Page 56, Col 
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PENNSYLVANIA 





MANHEIM 4 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M, 


%& Dual Lane Selling 
%& Auction Checks 
¥%& Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 








CORRY AUTO AUCTION 
Route 6, Corry, Pa. 

EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
“The friendliest auction with the most oc 
tion.” For reserved numbers call Corry 
36-391. Auctioneers: Ray Austin, Chuck 
Cummings, Odi Adcock. Owner: George 





AMARILLO AUTO 
AUCTION, INC. 


3202 E. 10th Ave., Amarillo, Texas 
Phone: OR 2-9503 





SALE EVERY FRIDAY — 
11:00 A.M. 


Reference: American National Bank 











WASHINGTON 
ree ne K 
SOUTH SEATTLE AUTO AUCTION © 


10844 E. Marginal Way Seattle 88, Wash. © 
Phone PArkway 5-6490 ; 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check” 
Bill Johnson Bob McConkey 


ee 





+. SARS EE? RT * Nant RY ARRON Te aay FD Na Mi a hae SPEEA 


aah 








= ANSWER TO 


ON PAGE 16 


Circulation Salesmen for The Progressive Farmer 


Advertising Offices: 
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= CAPTION-QUIZ 


BIRMINGHAM 
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Sn 


A circulation record to be proud of! 


And The Progressive Farmer is proud, too, of its fine 
team of circulation salesmen shown in our “Caption- 
Quiz” on page 16. These men could pass for legislators, 
professional men, clerics, etc. And with good reason— 
for among them, to name a few, are former 
ministers, school teachers, a state Grange 
head, a postmaster, an engineer and an 
athletic coach. Despite their varied back- 
grounds, these men have one thing in com- 
mon. They bring a dedicated enthusiasm 
to their job of placing The Progressive 
Farmer in more and more prosperous farm 
homes in the South. Largely because of 
this, The Progressive Farmer circulation 
has climbed steadily for the last 14 con- 
secutive years—keeping pace with the 
rapid growth of the rural South. And this 
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FOR R14 CONSECUTIVE YEARS 


...Without special offers or cut prices! 


constant circulation gain goes on without the help of 
special offers or cut prices. In fact, since 1951, The 
Progressive Farmer’s subscription price has doubled and 
redoubled — with no interruption in circulation growth! 


Reader loyalty is intense 


Once a Southern farmer begins taking The Progressive 
Farmer, he rarely drops it—for he soon learns that there 
is no substitute for its interest and usefulness to his 
whole family. Indeed, farming and homemaking The 
Progressive Farmer way has been a family tradition in 
the South for 73 years! 


This unique relationship with its subscribers means that 
The Progressive Farmer can give your product a friendly 
introduction to 1,400,000 rural families—your best mar- 
ket potential in the South! No other single medium can 
match the dominance and influence of The Progressive 
Farmer in the rural South. 


More than 5,700,000 readers in the 16 Southern states 


© RALEIGH -°¢ MEMPHIS - DALLAS’ «+ 


NEW YORK 


THE PROGRESSIVE FARMER 


¢ CHICAGO... « LOS ANGELES + SAN FRANCISCO 

















News to Note... 


Auto News in Brief 


WASHINGTON.—The U. S. De- 
partment of Health, Education and 
Welfare has published the proceed- 
ings of last November’s National 
Conference on Air Pollution, 

The 526-page book is priced at 
$1.75 and may be ordered from the 
Superintendent of Documents, 
U. S. Government Printing Office, 
Washington 25, D. C. 


* * * 


Purolator Offers $126,000 


In Oil-Filter Promotion 

RAHWAY, N. J.—Some 2,400 
prizes valued at more than $126,- 
000 will be given away by Puro- 
lator Products, Inc., in an oil- 
filter promotion that begins June 
1 and continues for six months. 
The prizes will go to men who 
work in service stations, garages 
or dealerships that handle Puro- 
lator filters. 

When a dealer installs a Puro- 
lator filter, he places a “Purolator 








Seal of Protection” on the door 
jamb of the vehicle, peels off the 
back of the seal and mails it to 
contest headquarters. Three 
drawings will be held at two- 
month intervals, Prizes include 
home swimming pools, Triumph 
station wagons, pianos, mink 
stoles and home appliances. 
* * * 


Six States Bar Businesses 


From Limited-Access Roads 


WASHINGTON, — The National 
Highway Users Conference re- 
ported that six more states have 
adopted laws which prohibit locat- 
ing or operating commercial busi- 
nesses on the rights-of-way of 
controlled-access highways. 

The NHUC said 22 states now 
have such laws. Enacting them this 
|year were Arkansas, Montana, 
| North Dakota, South Dakota, West 
Virginia and Wyoming, Similar 
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bills are pending in Connecticut, 
Delaware and Maryland. 
* + + 


Salt Lake City Will Add 


500-Car Downtown Garage 


SALT LAKE CITY.—An eight- 
level parking facility, to be known 
as Walker Center, will be Salt 
Lake City’s next step in a cam- 
paign to provide adequate parking 
for downtown business. 

The garage will handle 500 cars, 
will cost $2 million and is expected 
to be finished by the summer of 
1960. During the last five years, 
four other parking structures ac- 
commodating 1,540 cars have been 
built in the downtown area. A 
number of lots also have been 
added. 


+ + * 
Fire Protection Assn. 


To Meet in Atlantic City 


ATLANTIC CITY. — Fire-protec- 
tion authorities from all over the 
world will meet here June 1 to 
discuss how to make people and 
their property safer from fire. 

Fire hazards of everything from 
flammable clothing to aircraft fuel- 
ing procedures are among the 
topics to be covered at the week- 
long 63rd annual meeting of the 
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1959 SST FP eh FASTEST-COOLING, FASTEST-SELLING 
AUTOMOBILE AIR CONDITIONER 


e EVERYONE CAN 


| AUTO AIR CONDITIONER | 


INCREASES TRAFFIC — 








Soe 
FO 





he 


AFFORD! PRICED RIGHT 


R VOLUME SALES! 


UPS SALES VOLUME 


e FAST, EASY INSTALLATION IN FEW HOURS BY AVERAGE MECHANIC! 
e COMPLETELY COOLS STATION WAGONS — CONVERTIBLES, TOO! 


Year after Year...SATISFIED OWNERS Have Made FRIGIKING 
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{ Riverside 1-1661 
161 MAKES AND MODELS OF CARS — 1952 to 1959 





“This standing around is driv- 
ing me nuts. How about me sell- 
ing you a new car, Charlie?” 





National Fire Protection Assn. 
About 2,000 persons are expected to 
attend. 


* * * 


Fifth Factory Planned 
By Lee Filter Corp. 


EDISON, N. J.—Lee Filter Corp. 
of North Arlington, N. J., has 
broken ground for a new factory 
here. 

The plant will contain one-half 
million square feet and will be 
located on Talmadge Road in the 
industrial “miracle mile” area of 
Edison, The company presently op- 
erates four plants in New Jersey. 

*~ a * 


Simpson Buys Building 


& Machine Co., has announced the 
purchase of the Case Co. building 


in Elgin from Gerland Industrial | owners living and working here. 


rn 
Properties, Inc., for future expan. 


sion, 
+ 


¥ + 
Tire Retailers Are Found 


Below Par on Merchandising 


CHICAG O.—Merchandising by 
tire retailers, both large and sg 
leaves much to be desired, a map. 






agement consulting firm said one | 


of its studies showed. 


The study, developed by Wolf # 
Management Engineering Co., wag § 
undertaken on behalf of a group of 7 
the consultant’s clients in the field, 7 


The company said, “All merchandig. 


ing programs for tire retailers | 


either draw traffic into the store of | 
the traffic that has been | 


sell 


created, The majority of tire deal. | 

ers do a fairly good job of the } 

second and very little of the first” § 
* * * 


Indianapolis 500 Again Picks § 


Bear for Wheel Alignment 


ROCK ISLAND, Iil.—Bear Mfg, 
Co. again will be the official 
wheel alignment and balancing 
service for the Indianapolis 500- 
mile race on Memorial Day, ae. 
cording to Victor B. Day, pres- 
ident. 

It is the 26th time that Bear 
Mfg. has performed this service 
for the race, The company’s first 
year at the event was 1930, and 
it has handled alignment and 
balancing every year since. The 
race was not held during World 
War II. 


* * = 
Auto Tax Eliminated 





HOPKINSVILLE, Ky.—The city | 
ELGIN, Ill—Simpson Electric! council, in adopting the 1959 privi- 
Co., a division of American Gage) lege license ordinance, voted to 


drop the $5 “wheel tax” on automo- 
| biles. The tax has applied to all car 





Blame Laid on Dealers 


car and the chances are he couldn’t 
answer the question. 

“The reasons I have left the new- 
| car business are partially outlined. 


and con, but I know that if the 
dealer would pay attention to what 
his sales manager is doing and less 
attention to house deals he might 


each salesman, with his owner file, 
his prospect file and the sales man- 
ager’s file which was a master file 
| of the salesmen’s? 

“No salesman today leaves the 
showroom with his briefcase, 
with its comparison books, order 
book, finance charts and state- 
ments. The answer is, send the 
sales manager to school, along 
with the factory reps, and when 
they know what to do turn them 
loose, but be darn sure they know 
what they are doing.” 


Another writer said he felt there 
must be some salesmen in New 
York doing a good job, because 
“the greatest percentage of sales 
comes from that area.” But he 
added that “if it is true, I'd say 
the weakest link in the chain is 
the new-car dealer, for allowing 
these practices to continue in his 
place of business.” 

A Midwest salesman felt that 
morale seeps down from the top. 
He wrote as follows about the 
dealership in which he works: 

“The policies in effect here are 
contrary to any and all policies 
established by successful business. 
No attempt here to smear my boss, 
for he is basically a fine man and 
friend. But it is possible he has 
néver recovered from the easy sell- 
ing of postwar days. 

“IT am sure he has not read one 
authoritative work on _ business 
management nor in any way con- 
cerned himself with his real job. 
This, of course, being the building 
of an organization.” 

This salesman also worried 
about the loss of men who feel 
stymied by the failure of both 
the franchise and manufacturer 
to provide opportunities for ad- 
vancement. 

“I have seen much excellent tal- 
ent take flight in my five years 
here,” he said. “This talent was 
lost to the franchise, to the com- 
pany we represent and to the in- 
dustry. We have become the train- 
ing center for industry of all types.” 


Another salesman indicated that 





| Many things have been written pro} 


get back out of the rut. What hap-| 
pened to the 5-by-7 boxes, two to) 





For Poor Salesmanship 


(Continued from Page 26) 


there is a lack of enthusiasm for | 


automobile sales because there is 
more money being made in other 
fields. 

The automobile salesman “has no 
prestige,” he said, “and even the 


i ls eel 


dealer doesn’t give him credit when % 


he does a good job. I feel the solu- 
tion to this problem is very simple. 
If the dealer would take an inter- 
est in his salesmen, have a training 
program on selling and pay enough, 
I think it would give the sales- 
man the initiative to work and 
remain at his dealership.” 


A New York salesman recounted 


ay 


~ 


his experiences with a number of | 


dealers, one of whom paid $25 for 
the sale of a new car. The com- 


mission “never went above or below J 


this amount,” except for the “first 


sale, where I made a $475 profit for 


the dealer and he gave me $80.” 


He then went to work for a 
dealer who paid him $10 on each 
new-car sale, plus a $75 draw. 


Today he said, “I am working 
for one of the finest men in the 
industry, a man who takes you 
into his confidence and shows 
you what you earned and what 
profit you made and will also 
give bonuses for extra hard work. 


“I put in 12 hours a day, because 
you don’t make sales sitting on 
your fanny. I am very proud to 
be associated with the place I work 
now, because there are no lowballs, 
no shenanigans of any kind in this 
place.” 


Dodge Reports 


4-Door Boom 


DETROIT.—D emand for four- 
door body styles is increasing, led 
by a comeback staged by the four- 
door sedan, a Dodge survey re 
vealed today. Four-door sedans§&, 
which accounted for 38.9 percent 
of production during the 1957 model 
year, and 39.7 percent during 1958 
have accounted for 43.8 percent of 
Dodges built through March. 

With two-door Dodge station 
wagons discontinued at the end of 
the 1958 model year, four-door sta- 
tion wagon production during the 
current model year has accounted 
for 14.5 percent of Dodge output. 
Four-door hardtop production, 
which accounted for 11.2 percent 
of all ’58 Dodges, has increased to 
12.1 percent of ’59 models built 
through March. 




























new age dawned at 5:49 


A new age of automotive value, as Chrysler brought 
America its first 6-PASSENGER economy V-8 


==> SIMCA VEDETTE 


THE SIMCA VEDETTE proves that luxury isn’t expensive any more. 
This gorgeous 6-passenger car comes equipped with so many 
luxury features, that it outvalues every other large economy car 
in the world. And it’s powered by SIMCA’s Aquilon V-8 engine. 


SIMCA CHATELAINE A realstation wagon SIMCA OCEANE SIMCA’s chic sports 
with spacious cargo area and comfort _ convertible. Parisian glamour plus 
for 5. Conventional hatch and tailgate. _ high-spirited sports car performance. 


>) SIMCA 


IMPORTED FROM PARIS BY CHRYSLER 


ANOTHER DRAMATIC FIRST FOR CHRYSLER in pre- 


senting a full-size 6-passenger car, with traditional SIMCA 
economy. A car with just one salespoint: that luxury 
isn’t expensive anymore. For these are the finest, roomiest 
economy cars ever built. Big enough for 6 passengers. 


Powerful enough for American turnpike driving. And best 


of all, they’re priced right in line for real floor action! 


THE SIMCA ARIANE is the world’s roomiest true economy car, with 
room for 6. Equipped with SIMCA’s Whispering Flash 4-cylinder 
engine, and the 4-speed transmission it needs, for top performance. 
Loads of extras as standard equipment. 106 inch wheelbase. 


SIMCA PLEIN CIEL Same sleek design  SIMCA DELUXE Lowest priced SIMCA 
in this smart hardtop beauty as inthe of all. With amazing economy and 
SIMCA Oceane. Real get-up-and-go. _ record-breaking SIMCA performance. 


SIMCA's 6-Passenger Series 


Here’s what we’ve been waiting for. 106 
inch wheelbase cars, with the best economy 
possible. The top of a great line, first of a 
new trend. 4 doors, front-mounted engines. 


SIMCA’s 5-Passenger Series 


Here are the cars that started the whole idea! 
The world-famous SIMCA 5-passenger line, 
with the fine handling qualities afforded 
by front-engine design and perfect balance. 


SALES. PARTS. AND SERVICE THROUGHOUT AMERICA * OVERSEAS DELIVERY, TOO 
SIMCA SALES OFFICE, CHRYSLER MOTORS CORPORATION, DETROIT 31, MICHIGAN 
IN CANADA: SIMCA SALES OFFICE. CHRYSLER CORPORATION OF CANADA, LTD., WINDSOR, ONTARIO 


Prices start at $1698, East and Gulf Coast ports of entry. Inland freight and local taxes extra. 








for Children 
Air-Conditioned Rooms 


Television and Radio 
Convenient Parking 
WOodward 3-7100 
Jerry Moore, gen. mgr. 
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FREE TELETYPE RESERVATIONS 
FOR ALL ALBERT PICK HOTELS 
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DEFIANCE: 








DEALERS 
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FULL PRICE FOR THIS 
Portable OFFICE! 


You can have a better office at less 
cost—and can avoid building delays. 
Send coupon below for complete infor- 
mation on -Model 710 as illustrated. 
@ Completely prebuilt—ready for use. 
©7’ x 10’ with 7’ high ceiling. 
© Large windows on all four sides. 
© Steel frame and skids—undercoated. 
© Attractive interior paneling. 
© Special metal exterior. 
© Choice of exterior colors. 
® Linoleum tile floor covering. 
© Ceilings and walls insulated. 
© Light plug—telephone jack. 
© Fluorescent ceiling light. 
® Portable towing loops welded to 
skids on each corner. 


PORTABLE STRUCTURES 


f.o.b. 
ELKHART 


P.O. Box 38F5, Telephone ORchard 4-887! 


Osceola, Ind. 


Please send further information on 
PORTABLE OFFICE Model 710: 


NAME 
ADDRESS 
FIRM 
city 


STATE 
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Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


Believability in advertising is its 
most important asset, and advertis- 
ing media that destroy this quality 
destroy their ability to serve effec- 
tively, according to Walter B. 
Cooper, chairman of NADA’s ad- 
vertising ethics committee. 

Speaking at the spring meeting 

of the Ohio Assn. of Broadcasters 
in Cincinnati, Cooper said “the 
automobile dealer has much to 
offer the American people, and 
he does not have to resort to 
price cuts, discounts, over-allow- 
ances, high trading and all of 
the other junk you and your 
fellow media people are thrusting 
on an innocent public.” 

In its innocence, the public has 
ceased to believe this junk and has, 
without being able to explain it, 
recognized the lies for what they 
are, said Cooper. 

The Fort Collins (Colo.) Chevrolet 
dealer, an NADA regional vice- 
president, told the group that if 
advertising is to be powerful, it 
must be believable. 

“I cannot warn you too strongly 
that the use of false, misleading 
and deceptive advertising destroys 
believability in advertising and 
consequently renders advertising 
worthless. This, of course, affects 
most adversely the amount of| 
money dealers will spend with you 
as an advertising media,” Cooper 
said. 

* * * 
Record Campaign for Amsco 


Arthur J. Sloss, chairman of | 
American Sponge & Chamois Co., 
Inc., recently signed the largest 
television advertising contract in 
the company’s 90-year history. 

The 52-week campaign for 
Amsco sponge cloth will reach 
an estimated 4,875,600 viewers 
weekly via nine top NBC net- 
work shows. 

> . = 
Another General Tire Show 


General Tire & Rubber Co. has 
signed to sponsor ABC Television’s 
Monday night sports program, “Top 
Pro Golf,” effective June 8. 

- ia * 
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AP Parts Program 


AP Parts Corp. has announced 
an intensive consumer advertis- 
ing program for 1959 that in- 
cludes sponsorship of the Morgan 
Beatty “News of the World” pro- 
gram over the NBC radio net- 
work. 

In addition to network radio, 
AP will continue its consumer 
advertising in Life, Popular Me- 
chanics and the Saturday Eve- 


ning Post. 
* 


New Rambler TV Campaign 


Rambler has opened a saturation 
spot television campaign concen- 
trated on Friday evenings, as a 
traffic builder for Saturdays, the 
biggest “shopping day” in automo- 
bile showrooms. 

Covering 76 key Rambler mar- 
kets, time buys call for an average 


* * 


$1,434,025, and Chevrolet used cars| 


| 


TV Guide magazine’s advertis- 
ing revenue for the first quarter 
of 1959 was more than 25 percent 
greater than in the same period 
last year. 

The magazine had gross adver- 
tising revenue of $2,354,837 for 
the first quarter of this year, or 
$476,295 above the first three 
months of a year ago, according 
to a report filed with Publishers 
Information Bureau, 

od * = 


Personnel Changes 


Robert H, Lampee from advertis- 
ing director and assistant general 
manager of the Charlotte (N. C.) 
News to advertising director of 
the Detroit Times ... Thomas J. 
Worthington from a sales manager 
with General Electric Co. to adver- 
tising sales staff of TV Guide... 
Joseph A. Evancho from publicity 
department of J. L. Hudson Co., 
Detroit, to the Detroit office of 
Cunningham & Walsh, Inc. 
M. E. Dupre from advertising man- 
ager to public relations vice-pres- 


.| ATA Foundation, 





Trucking on the Air— 


Elliott G. Ewell, right, sales vice 
president, Mack Trucks, Inc., presents 
check to Walter F. Carey chairman of the 
Inc., for renewal of 


trucking education radio series again this © 


summer on Monitor, NBC's weekend radio 


service. The program, using a 165-station 
network, will tell of the trucking industry's 
many contributions to America’s economy, 
and will add the voices of the industry's | 
professional drivers to safety on the high- | 
ways. 


of five 8-second ID’s and two 60- 
second commercials every Friday 
night on 170 stations. 


* * * 


Renault in Dairy Tieup 


French cars and French ice}. 
cream are tied up in a promotion 
campaign now being staged in the 
South by Renault, Inc., and Fore- 
most Dairies, Inc. 

Some 160 Renault dealers 
throughout the area are participat- 
ing in the eight-week promotion. 
Renault dealer participation in- 


ident of Van Norman Industries, 
| Inc., New York . . . James R. Kelley 
|from copywriter on its national 
promotional staff to newsstand 
promotional manager of TV Guide 


. Warren R. Jollymore from 


* * * 














Complete the CIRCLE OF SAFETY 





Slidefilm Report Ready 


The uses of sound slidefilms and 
how they are made is the subject 
of a new color slidefilm entitled 
“Sales Report—Zero.” 

The film, produced by Trans- 
film, Inc., incorporates excerpts 

from successful slidefilms now in 
use in the fields of manufactur- 
ing, food, insurance, textiles, 
chemicals, petroleum, advertising 
and publishing. 

The film is available from the 
| Slidefilm division of Transfilm, 
Inc., 35 W. Forty-fifty St. New) 
York 36, N. Y. 

= 


7 * | 
| Oil Dealers Promotion 
A booklet covering advertising 


and sales promotion for distribu-| 
tors and dealers of petroleum) 








products has been released by 

Cities Service Petroleum, Inc. 
Copies of the 36-page booklet may 

be obtained by writing Department | 

of Business Research & Education, | 

Cities Service Petroleum, Inc., 60) 

Wall St., New York 5, N, Y. 

* ok * 





| 
Plymouth to Sponsor Allen | 

NBC has obtained Plymouth as 
a full time sponsor of the Steve 
Allen show during the 1958-59 sea- 
son, | 

The NBC contract with the auto 
firm becomes effective Sept. 28, 
when the Allen show moves to a 
new day and hour—Monday from 
10 to 11 p.m. The show, which cur- 
rently originates Sunday evenings 
from New York, will be moved to 
Burbank, Calif., in the fall. 

+ * x 


Creative PR Moves 


Creative Public Relations, Inc., 
has moved its offices to 130 E. 
Fifty-ninth St., New York City. 
The firm formerly was located at 
145 E. 57th St. 

* 


aa 

Six Top Spenders 

Six makes of automobiles headed 
a list of 90 advertisers who spent 
more than $1 million on individual 
products and services in news- 
papers in 1958. 

Leading the list was Chevrolet 
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cludes display of Renault cars and 

dummy cartons of Foremost ice VY YOUR CAR og 

cream in their showrooms, supply- i | 

ing additional Renaults for retail ca DRIVING ' ee 

store displays, and use of Foremost 

bumper strips on Renault cars. ; ACCIDENTS e- : a 
Cities where the promotion is} J | ‘oe 

taking place include Miami, Tampa, se ; ae . 

St. Petersburg, Orlando, Pensacola,| | = ee ee De a a ee Se Xi a. 

| Daytona and Jacksonville, Fla.; At- hh SCt—~S ex L — 

lanta, Birmingham and Montgom- é — 

ery, Ala., —_ a sare N. CG A Safety Contributio ' util 

. ‘ Ba 
° | An outdoor display of more than 1,200 twenty-four sheet posters, featuring the 

Truck Trailer Ads . | nationwide Vehicle Safety-Check Program is being contributed by the members of _ 
Mobilboard, Inc., Des Moines, Te-| Outdoor Advertising Assn. of America, Inc., as part of their year around campaign of | “ 

cently announced Perfect Circle | traffic safety education. This one month's display would, if purchased by a commercial | oo 

Corp. has become the first major) advertiser, represent a cost in excess of $50,000 developing 252 million impressions, | ‘ o 

automotive product manufacteret | according to the association. The campaign theme is that safe drivers as well as safe trai 

to use trailer truck advertising. vehicle conditions usually result in fewer accidents. The current poster was developed he 
The showings for Perfect Circle) in cooperation with the Inter-Industry Highway Safety Committee. 

started Apr. 1 on trailers in Michi- * * «* * *¢ * conv 

gan, New York, Pennsylvania and the 

Maryland on fleets owned by the _ 


Consolidated Freight Co., Saginaw, 
Mich., and Pyramid Motor Express, 
Secaucus, N. J. 

With the advent of the Perfect 
Circle boards, surveys will be taken 
in the areas to determine the exact 
number of exposures and to prove 
the Mobilboard claim. 


* * * 


Raybestos on Radio 


Raybestos division of Raybestos- 
Manhattan, Inc., Bridgeport, Conn., 
has launched a spring-summer 
weekend saturation campaign for 
selling brake linings by sponsor- 
ing the sports sections of NBC 
Radio’s “Monitor.” 

a * * 


Study of °59-Model Ads 
Effectiveness of 1959 domestic 


and foreign-car advertising in the 
U. S. will be gauged in a series 
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of motivation research studies by whe 
Motivation Research Associates, on : 
New York City. spee 

Part I of the study will deal with jerk 


Art Club Cifes Chevrolet Posters— 


Chevrolet finished high in the Chicago Art Directors Club annual awards for the 
best outdoor posters of 1958. At the lower left is the new model announcement which 2 
won first prize in the automotive classification. At the right is the seagull design a 
judged second best in the overall classification of painted boards. Receiving the 
awards were, from left, J. J. Hartigan, senior vice-president, Campbell-Ewald Co.; 
Warren R. Peel, Chevrolet Great Lakes regional manager, and George Guido, Camp- 
bell-Ewald art director. 


believability of advertising claims, 
reaction to 1959 styling and me- 
chanical innovations and will con- 
tain an analysis of the consumers’ 
“ideal” car as they may reflect this 
“ideal” in their car-buying motiva- 
tions. 

In addition, Part 1 will include 


ofZEEFEE. 
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RANKFORT, Germany. — Daim- 

Jer-Benz’s Auto-Union division 
will build DKW products at its new 
plant at Ingolstadt, Bavaria, The 
DKW name designates cars with 
front-wheel drive and valveless, 
two-cycle engines. 

At Duesseldorf, on the Rhine, 
cars will be larger models and 
carry the name AU and the en- 
gine displacement in decimal 
figures. The “AU” types by Auto 
Union will release this firm from 
the moral obligation to make only 
cars With two-cycle engines, 

At present, the upgrading is 
going on in Duesseldorf and the 
four-door sedan AU-900 can now be 
obtained with the bigger engine as 
AU-1000. The three-cylinder engine 
has now 61-cubic-inch displace- 
ment. Against the trend of the 

war auto world, Auto Union— 
with increasing success—carries on 
the tradition and improvement of 
two-cycle engines. Of course, Daim- 
Jer-Benz cooperation has strength- 
ened Auto-Union’s position, since 
dealers now are assured of the 
definite continuance of this make 
with sufficient means for future 
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developments. 
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Challenge to VW 

THE $50 million new -plant at 

Ingolstadt, Auto Union, in| 
around the clock work, is preparing 
the first head-on competitor for 
VW. At first the new DKW two-| 
door sedan with front-wheel drive 
was supposed to have a two-cyl-| 
inder, water-cooled, two-cycle | 
powerplant of 660 c.c. 

But the powerplant has been 
secretly upgraded and the car 
will be coming from the line after 
June 1 with a _ three-cylinder 
powerplant of 750-c.c. displace- | 

' ment (45.75 cubic inches). 

A three-cylinder, two-cycle job 
operates in a six-cylinder manner, | 
since every downstroke of each} 
piston is a power stroke, This fea- 
ture will enhance the competitive 
standing of the new car, which has 


torsion-bar suspension. 
* ok * 
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Robot Transmission 


TOOK a weekend, and a bit 

more than my background, to be 

able to understand the workings of 

’ the new robot-brain-equipped bus 

| transmission developed by Zahnrad- 
fabrik Friedrichshafen. 

This transmission is the cul- 
mination of a postwar research 
project for which ZF had to build 
up departments for electro-me- 
chanical devices, for electronics 
' and for hydraulics before the 
' combination of them all could be 

utilized in one transmission. 
Basically, the transmission is a 

hydraulic torque converter and a 

two-speed heavy duty mechanical 

transmission which utilizes the tra- 
; ditional counter gear shaft and} 
: does not utilize planetary gear 


a 


trains. 

As more or less usual, the torque 
converter consists of three parts— 
the pump wheel, a turbine wheel 
and a guide or stator wheel. And, 
as always, the guide wheel has been 
Mounted on a free-wheeling unit. 
However, the turbine wheel also is 
Connected with a free wheeling 
unit. This feature is utilized when 

Pump wheel is moved by the 
Tear wheels when the bus is slow- 
ing down and it cuts out any slip- 
Page between turbine and pump 
Wheels, therefore enabling the bus 
to use the motor as a brake in 
either second or first speed, 

Shifting is done by actuating 
hydraulically operated multiplate 
clutches. The valves for this pur- 
Pose are electro-mechanically op- 
erated. 


* em * 
Three Clutches Used 


E are three clutches in the 
transmission, one for the first 
Speed and one for the direct or 
Second speed, The third clutch is 
called the “bridge clutch.” It opens 
when the clutch for second comes 
On and it closes when the second 
Speed clutch opens. This provides 
Jerkless shifts. 

There are two oil pumps in the 
unit, driven from the engine and 
also connected with the drive 
shaft, which automatically oper- 
ates these two pumps in the 
event that the engine may be 
dead and the vehicle being towed. 
One pump supplies the torque 








Correspondent George L. Glaser Writes . . . 
Auto Letter from Europe 


converter which is constantly being 
kept full while the oil is circulated 
through an oil cooler, The smaller 
oil pump supplies the shift hy- 
draulic. 

Three valve units can be removed 
from the transmission. One con- 
tains the four piston type valves 
which are moved by the electro- 
magnets. 

The next one contains the re- 
verse gear converting valve, while 
the last one has the pressure main- 
taining and controlling valves for 
clutches and for general pressure 
regulation. 

The electro-magnets can be sup- 
plied for 12 or 24 volts, In case of 
a failure in the system, the trans- 
mission can be mechanically shifted 
in order to get the bus home, 

od * * 


Four-Speed Flexibility 


HE layout actually gives the 
bus the flexibility of four speeds, 
two replaced by the converter and 





two mechanical, geared speeds, A 
tiny alternator, actually an AC gen- 
erator, supplies the speed indica- 
tion for the automatic. It is driven 
from the same gear as the speed- 
ometer drive. 

The shift handle near the steer- 
ing wheel has the pdsition A, 
meaning automatic; O is neutral; 
R, of course, reverse; 1 limits the 
unit for use of the first gear, and 
2 keeps the unit in high gear. 

The shift handle has certain pre- 

cautions built in. It is always 


moved to either side completely, | 


but actually moves the contact 
finger only one step—no shifting 
during normal operation. 

The shift automat is a ZF- 
developed electronic device which 
is fully transistorized. In this de- 
vice the shifting originates, but it 
is also influenced by adjustable 
potentiometers as well as by the 
gas-pedal feeler device. 

The two potentiometers can be 
adjusted by the driver without the 
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use of tools. One changes the shift- 
ing points from idling to % output 
of the diesel injector pump as well 
as from the partial to full output 
position. The relationship of the 
shift points remains unchanged, 
however. 

The other potentiometer changes 
the shifting points in the “kick- 
down” position of the gas pedal. 

The difference between the up- 


points remains always untouched. 

The gas-pedal feeler is equipped 
with cams which touch contacts, it 
transmits to the shift box the 
necessary delays in accordance with 
the pedal position. 

The new unit, called ZF 2 HM-70 
| D, represents a new standard in the 
art of transmission making and 
combines all the possibilities known 
at this time. 

Inquiries about further details 
should be addressed to ZF in Fried- 
richshafen, Germany. 

For passenger cars, similar ideas 
| are already under way. 

* * oa 


Renault in Belgium 
ENAULT, wide awake to the 





requirements of the Common 





35 


market, has opened a new factory 
at Haren, near Brussels, Belgium. 
At the start, it will partly produce 
and assemble 105 vehicles daily, 


The Benelux market, sought by 
Renault, took more than 14,000 
units in 1958. 


A portion of the vehicles from 
the Belgian plant will be exported 
to the U. S. A, and to West Ger- 





shift points and the return shift) many. 


* *® * 


100,000th Isetta Rolls 
_ MUNICH, Bavarian Motor 


Works announced production of 
its 100,000th Isetta, 


The firm also said it received its 
loan from the Bavarian Govern- 
ment too late to permit tooling up 
for production of the medium-size 
1,600 c.c, model this year. 


* * * 


Diesel Vehicle Heaters 


J Sansr ARCHER of Esslingen 

has introduced a new line of 
truck, bus and car heaters which 
can be operated with diesel fuel 
from the vehicle’s tank. 





BEARFOOT ATTACHABLE RUBBER WHITEWALLS 
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Used Car Dealer’s LIFE SAVER and PROFIT MAKER 


An all rubber sidewall that instantly con- 
verts most all full wheel cover black wall 
cars to whitewalls. No dismounting — no 
deflation — no bead breaking. The finest 


Beanfoot ... A Brand Name You Can Trust 


BEARFOOT AIRWAY CORPORATION 


AUTOMOTIVE DIVISION * WADSWORTH, OHIO 


competitively priced safety tested rubber 


sidewalls available. 


Lower end cost to you than old style side- 
walls. Packed 20’s — Call your jobber today. 





NOW: THERE ARE 50 


...dt’s great to be a dealer 


in the Ford Family 
of Fine Cars! 


FORD FAMILY OF FINE CARS CLEARINGHOUSE « NO. 134 OF A SERIES 


It’s pretty difficult to visualize 50 million 
anything. But if all the vehicles manufactured 
by Ford Motor Company—and sold by 
our dealers since we started 55 years ago— 
were parked bumper to bumper they would 
circle the earth at the equator seven times! 
Quite impressive, isn’t it? 


But more important to you as a dealer is not f 
the quantity represented by our 50 millionth } 





TLLION REASONS WHY 


vehicle—a Galaxie Town Sedan—but rather 
the quality. Most people, when they stop to 
consider, associate quality, craftsmanship and 
attention to detail with experience. 


Experience? Ford Motor Company has been 
building cars longer than any other American 
automaker; and our 1959 line is without ques- 
tion the best built on the American Road. 
To underline this fact to the public is the 


purpose of an extensive promotional campaign 
built around this production milestone. 

This program even includes a re-enactment 
of the 1909 New York-to-Seattle Endurance 
Race, won by a Model T, which did so much 
to establish Ford’s reputation for producing 
the best-built, best-performing automobiles 
in America. 


This year—spurred by the manufacture of 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD - THUNDERBIRD + EOSEL * MERCURY « LINCOLN 
CONTINENTAL MARK IV * ENGLISH FORD LINE + TAUNUS 
TRUCKS «FARM AND INDUSTRIAL TRACTORS AND 
IMPLEMENTS « INDUSTRIAL ENGINES 


Ford 


our 50 millionth vehicle, and.strengthened by 
the production of the finest lineup of auto- 
mobiles we’ve ever built—we are in a most 
favorable position to re-emphasize that Ford 
Motor Company products are still foremost 
on the American Road. 


Another reason why it’s great to be a dealer in 
the Ford Family of Fine Cars! 


THE AMERICAN ROAD 
DEARBORN, MICHIGAN 


MOTOR COMPANY 








Auto Markets 


(Continued from Page 22) 


ternational with 41 and Chevrolet 
with 40.—(Arthur R. Oleson). 
+ * + 


Columbus 


New-car sales gained momentum 
in Franklin County (Columbus), 
O., during the first half of April. 

Registrations totalled 1,062, up 
more than 28 percent from the 
828 recorded in the same period 
last year. While more new-car 
sales were chalked up in the first 
half of March (1,114), sales then 
were up only 10 percent over the 
same period of March, 1958. 


The red-hot sales race between 
Chevrolet and Ford tightened in 
the first half of April, with Chevy 
edging out Ford for first place. 
Ford still leads in total sales for 
the year, 2,238 to 2,099. 

By makes, sales Apr. 1 to Apr. 15 
were: Chevrolet, 267; Ford, 261; 
Plymouth, 103; Oldsmobile, 65; 
Rambler, 50; Buick, 46; Pontiac, 46; 
Dodge, 40; Studebaker, 24; Volks- 
wagen, 23; Cadillac, 22; Mercury, 
18; Opel, 12; Simca, 11; Chrysler, 
9; Triumph, 8; DeSoto, 7; Goliath, 
6; Renault, 6; SAAB, 6; Edsel, 5; 
Volvo, 4; Fiat, 3; Hillman, 3; Eng- 
lish Ford, 2; Isetta, 2; Imperial, 1; 
Lincoln, 1; Metropolitan, 1; Willys, 
1, and miscellaneous, 9.—(Ernest L. 


Arms). 
* = 


Akron 


Ford moved ahead of Chevrolet 
in new car sales in March to wrest 
the lead in registrations in Summit 
County (Akron) for the first time 
in many months. Ford’s March vol- 
ume was 578 units to 480 for Chev- 
rolet. This put Ford out in front 
for the first quarter by a narrow 
margin of 1,346 to 1,332. 

The next three makes were well 
bunched, with Plymouth holding on 
to third place with 349 registrations 
for the opening quarter to 341 for 
Oldsmobile and 331 for Pontiac. 

Buick, in sixth place, was just 
a step ahead of Rambler, 288 to 
284. Dodge, Mercury and Cadillac 
were the others in the first 10, 
although Cadillac topped Stude- 
baker by only a single unit, 109 
to 108. 

Demand for foreign cars was not 
keeping up to the national average. 
During the quarter, there were 343 
imports sold in the county, or 63 
percent of the total purchases. 
Volkswagen, 13th most popular of 
all makes, led the foreign cars with 
Renault a close second with 52 and 
Simca next with 47. 

Up to Apr. 1, total registrations 
of all makes was 5,387 or 28 per- 
cent above the 4,193 sold in the 
same months of ’58.—(Joe Kuebler.) 

> = * 


Dallas 


March sales of new cars in Dal- 
las totalled 3,678, compared with 
3,562 in the previous month. 

By make, the registrations fol- 
low: 

Chevrolet, 1,022; Ford, 936; Olds- 


Boosts in Costs, 
Competition Slice 
Profits in Australia 


SYDNEY, Australia.—Rising sell- 
ing costs and keener competition 
have resulted in lower profits, ac- 
cording to annual reports by ve- 
hicle distributors in this country. 

Many of them, particularly 
Holden and Volkswagen distribu- 
tors, said earnings had dropped 
despite an increase in sales. 

Registration figures show that 
Holden now accounts for half of 
the passenger-car sales and 70 per- 
cent of the station wagons. 

Pinan Farina, the Italian designer 
hired by British Motor Corp, to 
design the body of car to compete 
with the Holden, has arrived in 
Australia, He has refused to discuss 
his plans for the body. 

However, he did say he consid- 
ered fins a “passing American fad.” 
But he conceded that small fins 
give a streamlining appearance to 
@ car. 

Supporting the belief that car 
sales will continue to climb was 
the announcement by tire makers 
that they have stepped up produc- 
tion in the last two months. 








mobile, 309; Pontiac, 280; Buick, 
173; Rambler-Metropolitan, 165; 
Plymouth, 121; Cadillac, 111; Re- 
nault, 84; Studebaker, 53; Fiat, 52; 
Mercury, 44; Simca, 43; Volks- 
wagen, 41; Dodge, 37; Vauxhall, 33. 

Opel, 26; Chrysler and English 
Ford, 22; Lincoln, 17; Imperial, 12; 
MG, 10; DeSoto and Edsel, 8; 
Austin-Healey, 6; Peugeot, 7; Tau- 
nus and Triumph, 5; Goliath, Mor- 
ris, Volvo and Lloyd, 4; Mercedes, 
3; Willys, 2; Hillman, Isetta, Jag- 
uar, Porsche, 1, and others, 1. 

New-truck sales for the month 
were down from 681 in February 
to 587, The totals follow: 

Chevrolet, 194; International, 155; 
Ford, 152; White, 20; GMC, 17; 
Mack, 15; Kenworth and foreign 
makes, 10; Dodge, 8; Diamond T, 2; 
Studebaker and Willys, 1, and 
others, 2.—(Ruby Fenoglio.) 


* * * 


Fort Worth 


Dealers in Fort Worth sold 1,939 
new cars in March and 319 new 
trucks. 

New-car registrations by make 
included: 

Chevrolet, 594; Ford, 417; Olds- 
mobile, 119; Pontiac, 109; Buick, 92; 
Rambler, 69; Renault, 68; Stude- 
baker, 63; Plymouth, 59; Fiat, 47; 
Cadillac, 41; Volkswagen, 29; Mer- 
cury, 22; Morris, 21; Opel, 20; Hill- 
man, 17. 

Dodge and MG, 16; Austin- 
Healey, 13; Vauxhall, English Ford, 
and Chrysler, 8; Volvo, 7; Austin, 
6; DeSoto, Lincoln and Peugeot, 5; 
Triumph, 4; Continental, Alfa- 
Romeo, Jaguar, and Metropolitan, 
3; Willys, Imperial and Edsel, 2; 
DKW, Isetta, Lancia, Riley, Rolls- 
Royce and Sunbeam, 1. 

Truck sales by make: Chevrolet, 
168; Ford, 80; International, 37; 
GMC, 21; Mack, 9; Dodge and 
Volkswagen, 2.—(Ruby Fenoglio.) 


> * > 


Washington, D. C. 


A total of 2,281 new cars were 
sold in the National Capital in 
March, compared with 1,223 a 
month earlier and 1,762 in March, 
1958, 

New-truck sales also showed a 
sharp increase, numbering 234, 
compared with 116 in February and 
229 in the corresponding 1958 
month. 

By makes, new-car sales for 
the month were: Chevrolet, 552; 
Ford, 460; Pontiac, 178; Plym- 
outh, 174; Oldsmobile, 155; Ram- 
bler, 106; Cadillac, 78; Stude- 
baker, 68; Buick, 56; Volkswagen, 
50; Dodge, 47; Mercury, 43; 
Chrysler, 40; Renault, 28, and De- 
Soto, 26, 

English Ford, 25; Fiat, 21; Hill- 





Promoting Seat Covers— 


Here is a novel use for seat covers as 
designed by a Texas seat cover dealer to 
promote Good Car Keeping Week, May 
20-31. The dress, modeled by Judy Mura, 
is made of seat cover fabric. The Auto- 
mobile Seat Cover Assn. of America has 
prepared a merchandising kit for dealer 
use, a publicity kit containing press re- 
leases, radio announcements and news- 
paper stories, and a speech kit with in- 
formation on Good Car Keeping as a 
sales tool. The material is available from 
the ASCAA headquarters, 1711 Pratt Bivd., 
Chicago. 
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man, 18; Simca, 18; Lincoln, 14; 
Triumph, 13; Mercedes-Benz, 10; 
Peugeot, 10; Volvo, 8; Austin- 


Healey, 7; Opel, 7; Imperial, 6; | 


Jaguar, 6; Morris, 6; MG, 5; Edsel, 


4; SAAB, 4; Porsche, 3; Taunus, 3; | 
Vauxhall, 3; Moretti, 2; NSU, 2;| 


Singer, 2; Sunbeam, 2, and miscel- 
laneous, 21. 

New-truck sales were: Chevrolet, 
112; Ford, 44; GMC, 29; Interna- 
tional, 18; Diveco, 7; Dodge, 4; 


Willys, 3; Mack, 2; White, 1, and} 


miscellaneous, 14—(William Ull- 
man.) 
* 


Chillicothe, O. 


The 144 new cars titled in Ross 


County (Chillicothe), O., in March} 
were divided among makes as fol-| 


lows: 

Ford, 43; Chevrolet, 35; Buick, 
16; Plymouth, 9; Pontiac, 7; Olds- 
mobile, 6; Rambler, 6; Dodge, 5; 
Mercury, 5; Edsel, 3; Cadillac, 2; 
English Ford, 2; Continental, 1; 
Goliath, 1; Mercedes-Benz, 1; Opel, 
1, and Studebaker, 1. 

* * * 


Hartford 


A total of 1,705 new cars were 
sold in the Hartford area in March, 


“I found a new source .. . them 
guys that paint them ‘Business Is 
Good’ signs!” 





compared with 1,403 in the 1958 
month. 

By makes, registrations were: 
Ford, 395; Chevrolet, 353; Plym- 
outh, 126; Pontiac, 110; Rambler, 
100; Oldsmobile, 97; Buick, 72; 
Mercury, 60; Cadillac, 59; Dodge, 








Edsel, 16; Lincoln, 13; DeSoto, 19; 
Imperial, 6, and miscellaneous, 18 
* * * 


Montreal 


Dealers in Montreal continue to 
report favorable sales volume and 
expressed satisfaction with results 
obtained in the first quarter of this 
year. 

The business situation in Mon- 
treal has revived from the low 
level of some months ago and em. 
ployment has been improving with 
the opening of construction and 
recall of men for the opening of 
the local harbor. 

North American models con- 
tinue to be in good demand, but 
some dealers reported that more 
buyers are conscious of smaller 
European and British models, 
The latter dealers are currently 
being helped by public exhibitions 
and increased efforts are being 
made to obtain greater percent- 
age of total sales volume, 

Deliveries of new models are 
readily made, dealers reported, 
and stock on hand; although not 
unduly heavy, is sufficient to make 
quick delivery. 

Despite some stiffening in rates, 
financing arrangements are rela- 
tively easy to make.—(Jules La- 


43; Studebaker, 37; Chrysler, 20; | rochelle.) 


Salesman Uses Knocks as Clinchers .. . 


He Jolts Prospects into Buyers 


By L. H, Houck 
Travelling Correspondent 

KANSAS CITY, Kans.—A return 
to performance-type selling sold 
five cars in the first month and 
promises to deliver more than 100 
new customers this year for Mid- 
west Renault, according to Jack 
Meek, new-car sales manager and 
former race-car driver. 

Meek, recently turned to im- 
ports after selling American- 
made cars for 11 years. Midwest 
Renault, 1035 Minnesota Ave., is 
the third foreign-car outlet of 
Midwest Motors (Chrysler-Plym- 
outh), 601 Truman Rd, Kansas 
City, Mo. 

Midwest Renault, which opened 
in February, is exclusive distribu- 
tor for Renault and Peugeot in the 
Kansas City area. 

Meek said the performance test 


| was developed to counteract one 


of the prospect’s most often re- 
peated sales objections: 
hate to get hit in one of them.” 
Meek said he tells them: “I'd 
sure hate to get hit in anything 
but here is one car that is safer 
because you can get away from an 
accident. It takes less space to 
maneuver, 
and it is inherently safer because 


you can drive yourself out of a bad | 


situation regardless of the road.” 

Then Meek invites the prospect 
to take a ride with him. In lieu 
of a suitable prospect, Meek took 
this correspondent on a perform- 
ance ride and had him pulling 
leather in less than a city block. 

Meek has discovered a three- 
block section of dirt road, part 
street and part open country, that 
has a railroad hump crossing about 
six feet high. This road is filled 
with chuck holes and creased with 
rain-made cross ruts. 

In fact, it is the type of road that 
the ordinary driver with the aver- 
age car would detour a couple of 
miles to avoid or, if forced to drive 
it, would do so so gingerly that a 
basket of eggs would be unbroken. 

Meek shows the prospect the 
road and asks him to visualize driv- 
ing down this road and over the 
railroad track at 60 m.p.h. Natur- 
ally the prospect says there’s no 
car made that can traverse that 
stretch of holes and ruts at such 
speed. 

This correspondent said the 
same thing, and then the Renault 
was off in a flash. It shot up past 
50 over the bumpiest landscape 
you could imagine. 

You realize you are riding 
smoothly, but your mind is taking 
hurdles and breaking a leg at 
every jump. Over the hump and 
across the abandoned track must 
be the inevitable end. 

But the Renault rolls over the 
hump and suddenly you’re in the 
calm water of a concrete street— 
like a canoe that has just shot the 
rapids and is surprised to find itself 
intact and its crew alive. 

That demonstration has sold a 
car every time except one, Meek 
said, and that deal is teetering on 
the brink of signing. Of course, 


‘Td sure | 


it gets going quicker | 


there are some strong men and 
timid old ladies who are not even 
offered this ride. 

They get another demonstration. 

The whole thing started last 
summer when Meek drove a 
Vauxhall to Florida to see what 
it would do. He purposely pushed 
it down with a heavy foot and 
gave it the works at its top 
performance. 

One morning when he was barrel- 
ing along at 60 m.p.h., he said, a 
truck in the wrong lane bore down 
on him at high speed. His only 
alternative was to take to the 
shoulder, he added, and since the 
shoulder was narrow, it meant div- 
ing for the ditch. 

Only he didn’t go in the ditch. 
He had forgotten that the tread 
was narrow. There was room for 
the car on the shoulder. 

When he started selling Renaults 
and Peugeots, Meek continued, he 
tried the shoulder idea. With the 
| engine in the rear and the narrow 
tread, he discovered he had an 
ideal demonstrator for a getaway 
technique, he said. 

Even this demonstration is not 
for the timid. Meek drives se- 
dately along a stretch of highway 
noted for heavy traffic and starts 
up a conversation about the many 
accidents involving headon colli- 
sions. The prospect usually says 
that if a car approaches in your 
own lane, there’s nothing much 
you can do. 

Meek agrees that’s true if you’re 
in an ordinary car. By this time he 
is travelling 60 or better and he 
continues: “Most of the shoulders 
are too narrow and too rough to 


Gregory Picked to Head 


Decatur (Ill.) Dealers 


DECATUR, Ill.—H, Grier Greg- 
ory, president of Gregory Ford Co., 
has been named president of the 
Decatur Automobile Dealers Assn. 

John Kilborn, president of Kil- 
born Dodge & Plymouth, Inc., was 
elected vice-president, and Frank 
J. Gollings, an attorney, secretary- 
treasurer. 











He Likes the Rough Routes— 


Jack Meek, new-car sales manager for Midwest Renault, demonstrates the Renaul''s 
durability and riding features over one of the roughest routes imaginable. He takes 
the prospect for a ride over a bumpy dirt road filled with chuck holes and deep 
cross ruts. This type of demonstration will sell over 100 cars this year, he predicts. 





drive.” All of the prospects agree, 

“But in this car you shoot off on 
the rough shoulder at top speed like 
this,” Meek exclaims, And off the 
road they go without slowing down 
on a narrow shoulder which would 
upset a standard tread car. 

When prospects claim it’s a trick, 
Meek invites them to drive on a 
rough shoulder. Actually the car 
rides surprisingly easy without 
pitching and bucking. 

Besides performance, size is 
one of the biggest sales obstacles 
to overcome, Meek said. 

To meet this objection he invites 
the prospect to stand with him in 
the front window and count the 
people in the cars that pass by. 
Most cars have only one or two 
people in them, he said, proving 
conclusively that the small import 
will carry them. 

Other dealers might ask: What 
about the man with a family and 
a bunch of kids? 

Meek said such a person isn’t 
looking for an import because he 
knows he has to have a bigger car 
to haul the family. 

The people looking for an im- 
port are the single man or 
woman, the married couple with- 
out children and the married 
couple with one child, Meek ex- 
plained. 

Selling by a performance demon- 
stration is as effective today as it 
was in the old days, Meek claimed. 
The method is sound but it has 
been largely abandoned in lieu of 
easy-chair selling, he added. 

“The old endurance races, the 
hill-climbs, and the cross-country 
were all designed to sell cars and 
they did,” Meek said. 

“And when we return to that 
method today and find out for 
ourselves the features we have to 
demonstrate in our cars, we have 
gone a long way toward getting 
a hard-sell prospect’s signature 
on the contract. 

Harold Kaufman, vice-president, 
is in charge of import sales for 
Midwest Motors. Sherman and 
Harry Schwartz head Midwest 
Motors, 
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THE KIND OF CUSTOMERS YOU LIKE 


You like them 


... because they have special qualities. These buyers with 
their better than average buying power mean business, 
and here’s why. They’re the kind of active, enthusiastic, 
imaginative, aware people who read the ads, love the new, 
get up and get around. They travel, they respond, they’re 
sensitive to style. 


They like [Ji 


Your ideal customers are LIFE readers because LIFE has 
their spirit. They reach for LIFE each week—32 million 
strong—because like them, LIFE is active, enthusiastic, im- 
aginative and aware. 


Across the country, better than average customers live 
in LIFE households. People who build your traffic . . . and 
your profits. If they see your new cars in LIFE ...in your 
local advertising ...on your showroom floor—you’re 
opening the road to an easier sale. 





BEST IN YOUR SHOWROOM 


and there are a lot of them 


Quantity has always been a fact of LIFE. 15,320,000 house- 
holds are reached by an average issue of LIFE. 44% of all 
consumer dollars spent on new cars come from households 
that read an average issue of LIFE. In the course of 13 
issues—LIFE-reading households account for 80% of total 
U. S. new-car expenditures. This means that, in the aver- 
age community like yours, LIFE-reading households ac- 
count for FOUR-FIFTHS of the local new-car market. — 
That’s why CATT C)) 
ss - 





Eig is first in passenger car advertising 


Passenger Cars & Vehicles 


In 1958 passenger car manufacturers invested over 30% 
more dollars for selling in LIFE than in the next leading 
magazine ...and in the first quarter of 1959, LIFE’s lead 
was increased to an impressive 40%. 


$3,332,330 
Saturday Evening Post 2,372,998 


Time 1,408,361 


0 Nt Bt NE Aa te ose lle tr ee 


Look 997,104 


Reader’s Digest 


Source: P. I. B. 1st quarter 1959 (T110) 





LIFE is first in all automotive advertising 


Automotive Equipment & Accessories 


In 1958 automotive equipment and accessories advertisers LIFE $4,645,262 
invested more dollars for selling in LIFE than in any other $$ 
magazine . . . and in the first quarter of 1959, LIFE led the Saturday Evening Post 3,836,064 
next magazine by over 20%. ae 

Time 1,705,449 


Aah AEN Ih iY et ae btm | en ea lana — 


1,187,824 


Reader’s Digest i 


Source: P. I. B. 1st quarter 1959 (‘T100) 











Current Prices on U. S. Cars 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 


BUICK—LeSabre—4-dr. sed., $2,804; 2- 
dr. sed., $2,740; 4-dr. hardtop, $2,925; 
2-dr. hardtop, $2,849; conv., $3,129; 4-dr. 
2-seat stat. wag., $3,320. Invicta—4-dr. 
sed., $3,357; 4-dr. hardtop, $3,515; 2-dr. 
hardtop, $3,447; conv., $3,620; 4-dr. 2-seat 
stat. wag., $3,841. Electra — 4-dr. sed., 
$3,856; 4-dr. hardtop, $3,963; 2-dr. hard- 
top, $3,818. Electra 225—4-dr. Riviera sed. 
(6-window hardtop), $4,300; 4-dr, hardtop, 
$4,300; conv., $4,192. (Twin-turbine Dyna- 
flow standard on Invicta, Electra and 
Electra 225. Power steering and power 
re standard on Electra and Electra 
25.) 


CADILLAC — Sixty Two—4-dr. hardtop 
(6-window), $5,080; 4-dr. hardtop (4-win- 
dow), $5,080; 2-dr. hardtop, $4,892; conv., 
$5,455; Sedan de Ville 4-dr. hardtop (6- 
window), $5,498; Sedan de Ville 4-dr. hard- 
top (4-window), $5,498; Coupe de Ville 2- 
dr. hardtop, $5,252. Eldorado—Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
top, $7,401; Biarritz conv., $7,401. Sixty 
Special—4-dr. hardtop, $6,233. Seventy-Five 
—8-pass. sed., $9,533; iimousine, $9,748. 
(Hydra-Matic. power steering, power brakes 
standard on all models). 

OHEVROLET — (Prices are for six- 
cylinder models, For V-8s, add $118.) 
Biscayne—4-dr. sed., $2,301; 2-dr. sed., 
$2,247; util. sed., $2,160. Bel Air—4-dr. 
sedan, $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,556. Impala—4-dr. sed., $2,- 
592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 
$2,599; conv., $2,849. Station Wagons— 
2-dr. 2-seat Brookwood, $2,571; 4-dr. 2-seat 
Brookwood, $2,638; 4-dr, 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, $2,897. Corvette — 
hardtop cpe. or conv., (V-8 std.), $3,875. 

CHRYSLER—Windsor—4-dr. sed., §$3,- 
204; 4-dr. hardtop, $3,353; 2-dr. hardtop, 
$3,289; conv., $3,620; 4-dr. 2-seat stat. 
wag., $3,691; 4-dr. 3-seat stat. wag., $3,- 
878. Saratoga—4-dr. sed., $3,966; 4-dr. 
hardtop, $4,104; 2-dr, hardtop, $4,026. 





New Yorker—4-dr. sed., $4,424; 4-dr. hard- 
top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlite, power steering, power brakes 
standard on Saratoga, New Yorker and 
300-E.) 

CONTINENTAL — 4-dr. sed., $6,845.30; 
4-dr. hardtop, $6,845.30; 2-dr. hardtop, 
$6,598.30; conv., $7,056.20; town car, $9,- 
208; limousine, $10,230. (Turhb o-Drive, 
power steering, power brakes standard on 
all models.) 

DeSOTO—Firesweep—4-dr, sed., $2,904; 
4-dr. hardtop, $3,038; 2-dr, hardtop, $2,- 
967; conv., $3,315; 4-dr. 2-seat stat. wag., 
$3,366; 4-dr. 3-seat stat. wag., $3,508. 
Firedome—4-dr, sed., $3,234; 4-dr. hard- 
top, $3,398; 2-dr. hardtop, $3,341; conv., 
$3,653. Fireflite—4-dr. sed., $3,763; 4-dr. 
hardtop; $3,888; 2-dr. hardtop, $3,831; 
conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
216; 4-dr. 3-seat stat. wag., $4,358, Ad- 
venturer—2-dr. hardtop, $4,427; conv., $4,- 
749. (Torquefilte standard on Fireflite and 
Adventurer. Power steering and power 
brakes standard on Adventurer.) 

DODGE—Coronet Six—4-dr. sed., 
586.50; 2-dr. sed., $2,515.50; 2-dr, 
top, $2,643.50. Coronet V-8—4-dr. 
$2,707; 2-dr. sed., $2,635; 4-<dr. 
$2,841.50; 2-dr. hardtop, $2,764; conv., 
$3,089. Royal—4-dr. sed., $2,934; 4-dr. 
hardtop, $3,068.50; 2-dr. hardtop, $2,990. 
Custom Royal—4-dr, sed., $3,144.75; 4-dr. 
hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
conv., $3,421.50. Station Wagons——4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, §3,- 
318; 4-dr, 3-seat Custom Sierra, $3,438.50. 

EDSEL—(Prices are for V-8 models. 
Deduct $83.70 for six-cylincer Rangers; 
deduct $96.50 for six-cylinder stat. wags.) 
Ranger—4-dr. sed., $2,683.50; 2-dr. sed., 
$2,629; 4-dr. hardtop, $2,755.50; 2-dr. 
hardtop, $2,690.50. Corsair—4-dr. sed., $2,- 
812; 4-dr, hardtop, $2,884.50; 2-dr. hard- 


$2,- 
hard- 
sed... 
hardtop, 


top, $2,819; conv., $3,072. Station Wagons | 


—4-dr., 2-seat Villager, 
seat Villager, $3,054.70. 

FORD—(Prices are for six-cylinder mod- 
els, For V-8s, add $118.) Custom 300— 
4-dr, sed., $2,273; 2-dr. sed., $2,219; busi- 
ness sed., $2,132. Fairlane—4-dr. sed., $2,- 
411; 2-dr. sed., $2,357. Fairlane 500—4-dr. 
sed., $2,530; 2-dr. sed., $2,476; 4-dr. hard- 
top, $2,602; 2-dr. hardtop, $2,537. Galaxie— 


$2,971; 4-dr., 3- 


Port-of-Entry Prices 


On Imported Cars 





The following imported-car prices are 
East Coast Port of Entry figures. They 
include ocean freight, U. S. excise tax 
and import duty. They do not include 


dealer preparation charges, U. S. trans- 
portation fees, state and local taxes or 
optional equipment. 


(Copyright, 1959, by Automotive News) 

ALFA ROMEO—Glulietta—Spyder, $3,- 
519; Super Spyder, $3,932; Sprint Coupe, 
$3,951; Sprint Veloce Coupe, $4,342. 2000 
Series—2-liter roadster, $5,048; 4-dr. sed., 


$5,078. 

ARNOLT-BRISTOL— (Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB24 Mark III cpe., 
$7,550; conv., $8,190. 

AUSTIN—A-35 deluxe 2-dr. sed., $1,557; 
A-40 2-dr. sed., $1,795; A-40 deluxe 2-dr. 
sed., $1,856; A-55 Mark II 4-dr. sed., $2,- 
198. (Heater standard on A-40 deluxe.) 

AUSTIN-HEALEY — Sprite — roadster, 
$1,795. 100-Six conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe.) 

AUTO UNION—*‘1000"" — deluxe coupe, 
$2,395; sport coupe (2-seater), $3,849. 

BENTLEY—Series S — Standard Steel 
Saloon, $13,695. (Autamatic transmission, 
power steering, power brakes standard.) 


Other models are custom-built and vary 
considerably in price. 
BERKELEY—328-c.c. roadster (2-cylin- 


der), $1,595. 492-c.c. roadster (3-cylinder), 
$1,745. 


BMW—Model 501/2.6 4-dr. sed., $5,000; 
Model 502/Deluxe/2.6 4-dr.. sed., $5,600; 
Model 502/3.2 4-dr. sed., $6,000; Model 
502/Super/3.2 4-dr. sed., $6,600; Model 
503/3.2 conv., $11,900; Model 507/3.2 


Touring Sport cpe., $10,500. (Heater and 
power brakes are standard on Models 503 
and 507.) 

BMW 600—5-pass sed., $1,398; sunroof 
sed., $1,487. (Heater standard on both 
models.) 

BMW ISETTA 
cabriolet, $1,098. 
both models.) 

BORGWARD—Isabella — 2-dr. sed.. $2.- 
495; stat. wag., .$2;685; Touring Sport, 
$2,845; Touring Sport Coupe, $3,750. 

CITROEN—2CV—4-dr. sunroof sed: 
(centrifugal clutch), $1,298; ID Luxe—4- 
dr. sed. (heater standard), $2,545; ID-19— 
4-dr. sed. (air suspension), $2,833; DS-19 
—4-dr. sed. (air suspension, power brakes, 
power steering, automatic clutch), $3,333. 

DATSUN—4-dr. sed., $1,616. 

DKW—4-dr. sed., $2,395; 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 

FACEL VEGA—Typhoon 2-dr. hardtop, 
$9,750; Excellence 4-dr. hardtop, $12,800. 
transmission, power brakes, 
power windows, radio, heater are stand- 
ard.) 

FERRARI—‘‘250 Granturismo’’ — Coupe, 
$12,000; 2-dr. Berlinetta (light car), $12,- 


300 — sunroof, $1,048; 
(Heater standard on 


000; Conv., $14,000. ‘250 California’’— 
Conv., $12,000. 
FIAT—500 Series—2-dr. sunroof, $1,098; 


Bianchina, $1,298. 600 Series — 2-dr. sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr. stat. 
wag., $1,658. 1100 Series—4-dr. sed., $1,- 
743; 4-dr. stat. wag., $2,129. 1200 Series— 
4-dr. sed., $1,998; roadster, $2,619. (Heater 
standard on all models. ). 

FORD (England)—Anglia—standard 2- 
dr. sed., $1,464; deluxe 2-dr. sed., $1,561. 
Prefeet—standard 4-dr. sed., $1,517; deluxe 


4-dr. sed., $1,661. Escort—-2-dr. stat. wag., 
$1,651. Squire—2-dr. stat. wag., $1,761. 

-dr. sed., $2,034; conv., $2,373; 
4-dr. stat. wag., $2,772. Zephyr — 4-dr. 
sed., $2,215; conv., $2,574; 4-dr. stat. 
wag., $2,945. Zodiac—4-dr. sed., $2,387; 





conv., $2,865; 4-dr. stat. wag., $3,149. 
Thames 800—Estate Bus, $2,433. 

GOGGOMOBIL—T-400 2-dr. sed., $1,095; 
Florida Sunroof Deluxe 2-dr., $1,135; 2- 
dr. Step-In Van, $1,350; Coupe de Ville, 
$1,450. 

GOLIATH—1100 Series — Custom 2-dr. 
sed., $1,949; Custom conv., $2,126; Custom 
2-dr. stat. wag., $2,095; Empress Deluxe 
2-dr. sed., $2,275; Tiger Sport Coupe, §2,- 
568. (Heater standard on all models.) 

HILLMAN —-4-dr. Special sed., $1,699; 
4-dr. Deluxe sed., $1,849; conv., $2,099; 
2-dr. stat. wag. (Husky), $1,639; 4-dr. 
stat. wag. (Minx), $2,299. 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,575. (Automatic 
transmission, power brakes and heater are 
standard.) 

JAGUAR—Mark IX—4-dr. 
matic transmission, power steering and 
disk brakes), $5,935. 3.4 Litre Sedan— 
(overdrive and disk brakes), $4,542.50; 
(automatic transmission and disk brakes), 


sed. (auto- 


$4,642.50. XK-150—cpe., $4,475; cpe. (au- 
tomatic transmission), $4,725; conv., $4,- 
595; conv. (automatic transmission), $4,- 


(Continued from Page 64, Col. 2) 


Car registrations by 
states as compiled 
by R. L. Polk & Co. 


AMC 
Ram- 


oe ler r 


hardtop, 
conv., 


$2,654 ; 
$2,839; 


2-dr. hardtop, 
retractable hardtop 
seat Ranch Wagon, 


$2,567; 4-dr. 


brakes standard on all models.) 


MERCURY— Monterey —4-dr. sed., 





Truck ¢ 
released 


istrations by states are 
ere weekly, as compiled 
by R. L. Polk representatives in 
state capitals. 


4-dr. sed., $2,582; 2-dr, sed., $2,528; 4-dr. 
$2,589; 
(V-8 
standard), $3,346. Station Wagons—2-dr., 2- 
2-seat 
Ranch Wagon, $2,634; 2-dr, 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr, 3-seat Country Sedan, $2,829; 


4-dr. hardtop, $5,089.60; 2-dr. hardtop, $4,- 
902.10. Premiere—4-dr. sed., $5,594.20; 
dr, hardtop, $5,594.20; 2-dr, hardtop, $5,- | 
347.10. (Turbo-Drive, power steering, power 


$2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 
$2,917.50; 2-dr. hardtop, $2,853.50; conv., 
$3,149.50. Montelair—4-dr. sed., $3,308; 








4- 


4- 


way 
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hardtop, $3,437; 
356.50. Park Lane—4-dr. hardtop, $4,031; 
hardtop, $3,954.50; 


dr, 


2-dr. 
Station Wagons—2-dr. 
$3,144.50; 


4-dr, 


sed., 


| Colony Park, $3,932. 
ard on Montclair, 
Multi-Drive 


2-seat stat. 


hardtop, $2,927.25; 
tion Wagons—2-dr. 2-seat Custom, §2,- ' $2,495. 


4-dr, 


sed., 


$2,690.50; 


$3,178; 


4-dr, 


2-dr, 


Voyager, 
Merc-O-Matic, 
ing, power brakes standard on Park Lane.) 


OLDSMOBILE—Series 88—4-dr. sed., $2,- 
902; 2-dr. sed., $2,837; 4-dr. hardtop, $3,-| 
036; 2-dr. hardtop, $2,958; 
4-dr, 2-seat stat. wag., $3,365. Super 88— 
hardtop, $3,405; 
2-dr, hardtop, $3,328; conv., $3,595; 4-dr. 
$3,669. Series. 98—4-dr. 


4-dr. 


is 


conv., 


2-seat Commuter, 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat|o>.ar hardtop, $2,768; conv., $3,080; 4g, 
| 2-seat stat, wag., $3,101; 4-dr. 3-seat stat. 
$3,209. Star Chief—4-dr. 
005; 2-dr. sed., $2,934; 4-dr. harctop, g3. 
138. Bonneville—4-dr. hardtop, $3,333; 2.¢r, 
hardtop, $3,257; conv., $3,478; 4-dr, 2-sea¢ 
stat. wag., 


convy., 
2-seat Commuter, 
$3,215; 


conv., 


hardtop, 


(Merc-O-Matic stand- 
Colony Park. 
power steer-| 


not available.) 


| 


$3,- 


$3,286; | 


2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, | 
$2,761.50. Plymouth V-8—(On the follow- 
ing models, a V-8 engine is standard and | 
a six-cylinder engine 
Belvedere — conv., $2,814.25. Fury — 4-dr. 
hardtop, $2,771.25; 
2-dr. hardtop, $2,714.25. Sport Fury—2-dr. 
$3,125.25, Sta- 


dr. 


2-dr. 


wag., 


sed., 


4-dr, 
2-dr., 


2-seat Sport, $3,020.75; 
$4,206. | Sport, $3,130.50. 


4-dr, 


a 


814.25; 4-dr, 3-seat Custom, $2,940.75; 4 


3-seat 


PONTIAC—Catalina—4-dr. sed., $2,704; 


sed., 


$2,633; 4-dr. 


$3,532. 


sed, 


hardtop, $2,844: 


» $3, 


RAMBLER—American—2-dr. Deluxe seq, 


$1,835; ; 
seat Deluxe stat. wag., $2,060; 2-cir, 2-seat 
Super stat. wag., $2,145. Deluxe Six—4.qr 


stat. wag., 
$2,175; 
2-seat stat. wag., $2,455. Lark Regal V-3— 
hardtop, 
$2,590 


Mack 


2-dr. 


sed., 
2-seat 
| Hawk—six-cylinder cpe., $2,360; 


baker | White 


Super sed., $1, 


2-dr, hardtop, 


$2,310; 
stat. 


2-dr,. 
wag., 


| New Commercial-Car Registrations, 


41 States for March, 1959-1958 


Willys 


920; 


$2,275; 


Misc. 








2-dr, 2 


= 2 wag., sed., $2,098. Super Six—4-dr. sed., $2,268. 
Seating (V-0 stamtard) -'2'dn hardton, | 000: $3,890; 4-dr. hardtop, $4,162; 2-dr.|4-dr, hardtop, $2,343; 4-dr. 2-seat stat, 
$3,696; conv., $3,979 - *| hardtop, $4,086; conv., $4,366. (Hydra-| wag., $2,562. Custom Six—4-ir. sed., $2. 
’ as i < | Matic, power steering, power brakes stand- | 383; 4-dr. 2-seat stat. wag., $2,677. Rebel 
brani Sper oa sta. iget ee ee Ne See" ota, Coane te are 
ae ee ee oe PLYMOUTH — (On six-cylinder models, | stat. wag., $2,692; Custom—4-dr. sed., $2,. 
Cony. $5,778 00, LeBenon  dde’ ced’ se. | —At-dr. sed., $2,282.75; 2-dr. sed. $2,232; | stat. was.,__ $2,507. Ambassador — Supe 
103; 4-dr, hardtop, $6,103. (Torquefiite, | DUSiness cpe. (V-8 not offered), $2,142.75. 4-dr, sed., $2,587; 4-dr. eae Mat, wag., 
power steering, power brakes undue on | Belvedere Six—4-dr, sed., $2,439.75; 2-dr. | $2,881. Custom—4-dr. tee J eee 4-dr, 
: : , | sed., $2,389.25; 4-dr. hardtop, $2,524.75; | hardtop, $2,822; 4-dr. 2-seat stat, wag, 
all models.) 2-dr, hardtop, $2,461.25. Station Wagon | $3,026; 4-dr. 2-seat hardtop stat. wag,, 
LINCOLN—Lincoln—4-dr. sed., $5,089.60; | Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. | $3,116. 


STUDEBAKER—Lark Deluxe Six—4-dr, 
sed., $1,995; 2-dr. sed., $1,925; 2-dr. 2-seat 
$2,295. Lark Regal Six—4-dr, 


2-dr. 


$2,410; 


Silver 


V-8 cpe., 


TO. 
TAL 
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23 States Previously Reported "59 18| 8355) 88} 2161; 7183; 1859; 3059; 417; 180 383; 774) 923) 25400 
For March ‘58 8} 5812} 117) _—*t2t|_~—« 4936) 1295) 2595315] 129 235| _603|_——499|_—17755 
Alabama 59 1} 629) 8| 76, 462; s«152| S173 | 41| 4 25 | 15) 66) 1652 
‘58 448 67; 285; sd 4 119 #4 2\ 7 13] 36) 

| Arizona "59 301 91 225| 58 43) 5| a 13 31| 17; 7 
‘58 303 : 64| 222 69 52| 3 6 3] S| 29) 

California 59 3397 | 14 59%| 2678; 486; 545 15| 46 50; 158} 521| 8506 
58) 1705 - 310} 1552 304| 376 7 29 41} __-83|_—«394| 4809 

Connecticut 59 2 12 50 107 33 9% | 16| 5) 14 23) 31; 500 
‘58: 4 100 3 46 79 24 38 7| 1} 15} 2i| 25] 3 

Delaware 59 i 34 l 23 16| 17) 40) 10) 12 5) 5; 163 
‘58 40 i oe _6 16| 4| 6] 1| 3| 104 

Florida : "59 1 803 13 240 852 283 317| 54 18; =sI7 103; 237; «3038 
‘58 775 14 94| 668 184) 217 30) 17} 19 4} —-210|_—-39 

Indiana - ‘59 581 10 158; 472 166| 293) 27| 36 38) 36 55| 1872 
'58 396 | 3 61} 352 103} __227/ 51} 26 43| 23) 33) 1318 

Kansas ‘59 437 3 92| 375 8! 91 4 8 6 10) 23| 1130 
"58 _ 305} Ss} 8H] SMT] 16} 8 6} 7 17] 10) 785 

Louisiana 59 721 8! 539 133 150) 15| 4| 7 20 44\ (1714 
‘58 561 2) 34 373 82 120 8| 5 3} 2 35| 1235 

| Maine 59 . 79 7 " 117 20) 65 3) 4| 2) 48 22; (384 
58 ! 92| _ 15 ol} 46] BH} SD 4] 4 26 17, 

Michigan "59 778 10 236 780/ 204 206 26| 12! 48 7i{ 10S! 2486 
‘58 446, 7|__(123|_~—«478}_—s 4d 118 27) 4) 44 26) 62) 147% 

Mississippi "59 467 1 156 381; «126 184 16| 7) 5 18| 23| 1384 
7 ‘58 416 | _19|__—2st 47 101 5| 1| 2|___—*A 11} 869 
New Jersey "59 35) 557) 18} 178) 556) 152) 277) 71) 7| 58 72) (132) ~—2413 
; ‘SB 13 540 13 %| 368 118} 160 81 6 55] _—67|_—sS9|_—*1678 
New Mexico "59 338) 2) 80; —‘*147| 52 39) 3| 4| 5| 17| 19| 706 
i ‘58 310 1} —43)_—s 147 80! _—50/ _ 5| 4| 12 8| 660 
Ohio "59| 3| 1078 4 385; 1120) = 272/ 64) 24, 145) 190| 3895 
kos '58 933 " 199 739 191 329) 50) 21} 121) 72 104| 2770 
Oklahoma 59 435 62 366 65 58 | 8! 7i 9) 5] 16; 103! 
: ‘58 348 | ! 31 312! 66 110} 7| 3] 9) 8} —:10)— 
Vermont 59 39 12 25 7 16| | 1] 34) 16| 150 
rs ‘58 63 24 30! 16] 25! | 1} 2|___—5 9| 2% 
Washington 59) 515) 1} 128) 408 Tn 19) 8) 10 29) 88; 1439 
a De Se ly ee 88 | 120} 13} 12/ 5] 25) 91) 1044 
41 States Reported ‘59 67| 19667 184! 4816 16809! 4281! 6264) 814 382)  948/ 1580| 2543) 58355 
To Date for March ‘58 26| 13931 192} 2549/ 11438; -3011| ~—-4945| 651/278] 725] _—*160|_—«1'745| «4065! 
Year 59 208 66985 590/ 11906) 53673| 14543! 16225) 2741! 1303) 2890! 5330! 98425) 184819 
_To Date ‘58 139| 48484 636! 8395! 40123| 10586] 18884) 2177] 945) 2434) ~—-3862| ~—«5574| 142239 
“The information in this report has been compiled from official state documents. Every reasonable precaution has been exercised to insure 


accuracy to the extent of the registrations received at the time the report. is published. 
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e R. L. Polk & Co. cannot assume any liability by 
reason of inaccuracies or omissions.""—R. L. Polk & Co. The Oregon registration count prepared by the Oregon State Motor Vehicle Depart- 
ment is included in this preliminary U. S. summary. These figures have not been subjected to auditing procedures usually applied by R. L. 
Polk & Co, The 1958 figures for Oregon are Polk figures. 
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25 States Previously ‘59 9216| 1603) 453! 1258| 3685! 8963! 15962} 40899 1473; 814! 4481! 47667; 7844) 3948! 41286! 10691! 10702! 74471| 3995! 12208! 163519 
Reported for March ‘58 4477) 1823) 399 1531} 3697| 11053) 18503; 28635 1130 830 4127| 34722 8231 3549! 36138 9155 7123} 64196} JI ! 12\ 6150) 129160 
Alabama "59 336 52 17) 45| 122) +359) + ~—-595| 2245 66) 18 169, 2498 416 141; 2019, 459) 483) 3518, 12 660, 7728 
ME ete od ‘58 130 55 15) 54! 141| 422) 687 1229 37 22 173 1461 44) 113 1601 422 299) 2876 13} 271 5438 
Arizona "59 168 15 i5 18 59, 135 +242) ~«82I 20 24 8 SOS 106 89 «699 187, 219, +1300), + 85| 451, 3197 
s ‘$8 86 26 15} 13 71} 169) 294) 402) 16 20 72 510 117 62 6934 130} 125} 1127) 12 326 2355 
Connecticut "59 456 | 79 29) 48| 137) 476| 769) +1365) 44) 46 158, 1613) 228) 163) 1289) 338, 395| 2433; 159) 896 6326 
in ‘58 215} 82! 15) 59) 157) 442 755! 894 36} 39) 125 1094 192 144 1165) 256) 249} 2006 | 35) 470 . 4575 
Florida "59 926 134] 81 82; 249| 726) 1272) 4020 124) «167 384, 4695; 823) 816) 4506) 1036) 965) 8146, 306) 4398, 19743 
= "58! 464) 174 83) 153} 326} 1264) 2000) 3454 | 144 192 505) 4295 1015 751) 4691 | 1075) 642 8174) 88) 2570 : 17591 
Indiana 59) 517 102 31 121; 235, 495) 984) 2647) 152 52 276| 3327, + +4642| + #297) + «+2440| 963 +«+773| +«=5115| 679) 530| I1N52 
2 ‘58 264 152/ 40} 148| 301} 802} 1443) 2368) «112 77 309| 2866) —832| 365) 2710) ~—895} 629] 5431] 240} + 351| 10595 
Kansas "59 205 32) 10) 2) 90; 227; +381) +~«1'102) 29) 20 92; 1243) +200 92| 1262) +253) + +265) + ~—«-2072/ 88 “442; 4431 
ee ‘58! 164 47 15 64! 180! 395} += 701/ ~—«*1360! 71 22 165 1618| 369 78| 1466] 320! 337] 2570) 37|__152| 5242 
Louisiana "59 199 33 14 34, +109) 296) 488) 1990) 54] 29) 147, 2220; +~=«339| +~=«123) +~=«1982|+~=S437| += 497| +«3378| ~=S4| =~ B7| ~=—7016 
. ‘58 54 69 Th 38} 1191 += 405) = 642)—1548 40 34 171] 1793] 344 125] 1983} 438] 367] 3257) 36] 289) 407! 
Maine "59 199 17) 6] 9] 66) 137, +235) ~=C«&S | 31] 13 58, 641] 86 37, 504) ~=«1:07 120| 854) 144) 313| 2386 
eat > ‘58 104 27! 4 25) 64) __173|__—-293|_——sS 15 17 8 93] 633}_—117)_— St} 588} ~— 105) ~—S 130} 99 38] 214) 2273 
Michigan 59) 1470, 243) 75| 205, 584) 1376) 2483) 8033, 442, 193; 1055) 9723) 1626) 683)  7510|  1910| 2207) 13936) 467) 1483| 29562 
a '58| 56! 222| 53| 1651 485! 1377] +2302) +=«4026} ~=—s192] = 123 778| 5119} 11441 552} 4705} 1397] 911] 8709 85! 689) 17465 
New Hampshire 59) 48 3] 1 6) 1] 28 49, ‘1511 2] 2 23) ~«178) 33) 19 130 42| 34) ~—o258 18] 73; 624 
58) 102! 17| 3| 15] 54/126] 2151310! 14! 9| 40| 373! 68 35 373 81| 8! 638 16| 157/150! 

New Jersey 59] 1067) 2921 89 232) 480) 1465) 2558) 36461 108, 147) 454) 4555] 813; 631) 4173| 1195) 1350) 9162) 453) 1936| 1873! 
at ‘58 | 513) 374! 99 305! 562i 15921 2932! 3006! 154! 142! 427| 3729! ~— «4921 638} 4301] «112! 895! 7876 124} 1299| 16473 
New Mexico 59 83) 2 10) 10) 43) 114) 199) +509) 12) 2 42; 565| +127) 48; 533) %113| 127) 948 66) 228| 2089 
7 ‘58! 59! 24\ | 121 52! 87/18! ~—«-273! 25 | 13! 53] 3641. ~—s«102 36} 534] ‘1:24 86} 880 20} 121] ~=—«1625 
Ohio 59) 1887, 327) 81) 294) 987) 1972] 3661) 9266] 360) 1281 944) 10698) 1883)  801|  8397| 2492) 24871 16060|  907| 2341 35554 
‘58 | 692! —359/ 78! 390! +999 ~—-2433/,—«4259|-  6517| «238! ~—s188/ —s1075! = 8tt8] =—«1768] ~~ 742 ~=—«b8 21] ~=—«1969] ~—« 1555] 12855} 228] +=«*1276| ~—«27428 

Vermont ‘59 67) 5] | 1 15) 4 72, +178) 21 "1 18) «199 23 16 183/ 25) 36) 283] 12 123) 756 
58! 49| 19! 2| 12! 36! 87 1561-237! 5 i 25! 268! 66 22| 265] 47| 51 451| 12 126] 1062 

Washington 59) 56 | 43) 17) 42; 1161 2321 450) 1800) 71) 371 188) 2096 282 104, +1535) ~=«314) 404) 2639) + ~=«155) 1138) 7024 
‘58! 258] 64! 15] 65! 180/ 457! = 781] ~—«*1825! 54| 52| 207] ~=—«1938| =. 267)~—s«123].—s«sS17] «= 283] «= 315] 2505} 70| 641] 6193 

4 States Reported ‘59 17390| 30021 929!  2437| 6988) 17044) 30400 79611) 2990! 16931  8575| 92869] 15471| 8028! 78448) 20562) 21064! 143573! 7769! 27837! 319838 
To Date for March _—'58/ 8192; 3534) 853! 3049! += 7424) :«21284) 36144] 56499! 2285! 1772! 8345! 68901/ 15994) 7386/ 69551] 17816! 13795! 124542] 2166! 15102| 255047 
Year 59) 60283/ 11203] 3690| +8553| 24505) 64177) 112128 279610) 10536) 67251 30795! 327666| 57924! 31845| 291497| 76402| 739021 5315701 269641 104532/1163143 
To Date ‘58! 25914) 14369 4095! 12018! 28897! 81291! 140670! 208168! 10896! 7396! _ 29010! 255470! 64660! 28017! 266060! 72294] 54004] 485035! 8602! 55414) 971105 


ee erence See osiisseneteamliesiaeteeipesenmaneoreeresmees eerie tsene ees etn eee panes ENS RI gpm Nee ne gn ee es oT a ee! EGU! SONIA! 77 
“The information in this report has been compiled from official state documents. Everv reasonable precaution has been exercised to insure accuracy to the extent of the registrations 


received at the time the report is. published 


. R. L. Polk 


& Co. 


cannot assume any liability by reason of inaccuracies or ommissions.""—R. L. Polk & C 


oO 


The 1958 figures for Metropolitan and Packard are included in miscellaneous. The Oregonregistration count prepared by the Oregon State Motor Vehicle Department. is included in 


this preliminary U. S. summary. These 


figures have not been subjected to auditing procedures usually applied by. R. L. Polk & Co. The 1958 figures for Oregon are Polk figures. 
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In the Letterbox 





(Continued from Page 10) 


in your Apr. 20 issue, in 


rts,” 
bape imported-car 


connection with the 
pusiness in St, Louis. 

We note that you refer to Reina 
Imported Car Co, as an authorized 
Fiat dealer, and we wish to inform 
you that the above company is not 
presently, and has never been, an 
authorized and franchised Fiat 


dealer. 

We shall appreciate your rectify- 
ing the statement you made in 
your above mentioned article in 
one of your forthcoming issues.— 
G. Catvi, general manager, Fiat 
Motor Co., Inc., 500 Fifth Ave., New 
York City. 


* * 


Six-Year Hope 

Spring, the poet says, is when 
hope springs eternally in a young 
man’s breast, It’s six years about 
now that the automobile dealer 
has been hopefully looking for 
spring and some reasonable im- 
provement in profits. 

You will remember the so called 
blitz selling in the automobile busi- 
ness started late in July of 1953. 
Since then we have had almost six 
years of the worst kind of unwise, 
unsound selling and business prac- 
tices, resulting in no profits and 
many dealers quitting business. 


During these same unhappy sales 
years, great improvement has been 
made in manufacturing, with a 
promise, yet to be fulfilled, of equal 
improvement in distribution. 

Yet, at dealership level, efficiency 
is no better than it was years ago, 
and there is seemingly little being 
done to remedy this condition, 

With dealer profits almost non- 
existent, many believe conditions 
will have to get worse, much 
worse, before they get better, In 
other words it looks as though 
nationally we are going to have a 
lot fewer dealers before those who 
are left wake up to their responsi- 
bilities. 

This reference to a need for an 
increase in dealership efficiency 
and an awareness of dealership 
responsibility simply means deal- 
erships must have all departments 
of their business operated so that 
the dealership is able to fulfill the 
dealership’s obligation to the pub- 
lic, to its own employes, to its fac- 
tory and last to themselves. 


An unprogressive, unprofitable 
dealer cannot properly fulfill his 
obligation to anyone. Such a dealer 
is in a physical and mental condi- 
tion which makes it easy, almost 
necessary for him to indulge in 
questionable business methods. 

What to do about it? We do not 
know. We do know this: When the 
situation gets bad enough, top man- 
agement will wake up to the need 
of giving their dealer outlets at 
least a part of the type of construc- 
tive forward thinking they have 
been forced to give manufacturing 
and distribution. 

There is no overall cure-all, To 
us, Government legislation (terri- 
tory security) is not the solution. 
We are confident that in a business 
as big as retail automobile sales 
and service there will be a solution 
to our present distressed condition. 

it comes through Government 
regulations, then we can look for- 
ward to regretting the day the 
Government stepped in, and this 
is pretty generally known and 
acknowledged. 

Take a look at “Special Reports 
on Major Business Problems” by 
Business Week. The first article, 
How the Economy Will Look in 
1975—If Past Trends Continue.” 


If there is one iota of truth in 
this projection, our factories should 
working very closely with each 
dealer, and, very sensibly, without 
Pressure, to help condition our 
thinking so that we will see, under- 
Stand and act on the need to pre- 
Pare now for these tremendous 
years ahead—new modern build- 
ings (not white elephants), new 
Is, new trained manpower, new 
Methods of selling and serving, but, 
most important of all, a new dealer 
in training to take our place, one 
whose training needs to start now. 
If this thinking is sound, step 
©. 1 is profitable dealerships now 
to get the money to prepare for 





this wonderful future and the 
tremendous volume ahead. 


Mass methods work in many 
things—such as most kinds of 
manufacturing, most advertising 
and other things, but automobiles 
are sold one at a time, they are 
serviced one at a time. We have 
always believed that the connecting 
link between mass production and 
the sale—one at a time—(dealer- 
ships) should be handled individ- 
ually and not mass. In the main 
no two dealership problems are 


Ceylon Seeks Chassis Bids 


WASHINGTON.—The Ceylon 
Government is seeking bids on 1,400 
diesel bus chassis during 1959-63, 
according to the Commerce Depart- 
ment, Copies of the bid notice are 
available on loan from the Bureau 
of Foreign Commerce, Trade De- 
velopment Division, U. S. Commerce 


the same. The people in the dealer- 
ships are all individual entities. All 
our sales promotion department ex- 
perts teach us how to handle 
people—individual people, one at a 
time. 

Dealerships (being people) would 
respond to consideration of their 
individual problems in exactly the 
same way our prospects respond to 
a good individual sales presenta- 
tion, But the quality of the factory 
manpower would have to be at a 
very high level and the job to be 
done would have to be on a non- 
quota, non-pressure basis. In other 
words, a quality contact on a 
quality dealer with quality selling 
only. 

Top factory managements think- 
ing would have to reach dealer 
level without those changes which 
have been the rule in the past on 
any policy or program as it comes 
down through the various levels of 
authority. 

Our factories are not much 
better and not much worse than 
their dealer body, But both factory 
and dealer still have not learned 
that their long range interest, wel- 
fare, progress and life depend en- 
tirely on their mutual success, In 


Department, Washington 25, D.C.|a game where the chips cost as 





“But, Mr. Jackson, our factory 
can’t come out with a new little 
car! How can we ever take back 
all those nasty things we’ve said 
about small cars!” 





much as they do today in retail 
automobile selling, the factories 
had better lay off that individual 
or group of individuals who take 
a deal for write-off tax benefits or 





Every car owner is a prospect for this 
amazing new undercoating. Cork, one 
of nature’s most efficient insulating 
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UNDERCOATING 


the new, improved undercoat that insulates as it protects 





rattles, stops dust 
road noises. 


materials, is a primary ingredient, 
bringing increased efficiency to both 


car heaters and air conditioners. Just 
one-eighth inch dry film thickness ap- 
plied to the underside of a car will 
decrease heat loss or gain by 40%! 


In addition to its superior insulating 
qualities, Lion Nokorode protects 


N OIL COMPANY 


A DIVISION OF MONSANTO CHEMICAL COMPANY 


EL DORADO, ARKANSAS 


@ Lio 





LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN-M, El Dorado, Arkansas 


Please send complete information about Lion Nokorode Cork Under- 
coating and how it can increase my market and profits. No obligation, 
of course. 
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some other short-range selfish 
benefit. 

There is a definite, positive law 
which, if followed, would keep us 
out of trouble. Most all of us know 
this law, but we do not think 
enough of it to want to make it 
practical and until we do, we are 
going to have problems and more 
problems and there seems to be no 
answer as to what is to come— 
except Government regulations, and 
we—both (factory and dealer) will 
regret that. 

What is the purpose of writing 
this letter - - - only this—that by 
some remote chance it may be read 
understandingly by the right 
people. 

Who are the right people? Well, 
first, enough dealers who really 
want a change in this business for 
the better and have the courage 
to do something towards that end. 

Second, maybe someone in top 
factory management who might be 
inspired to take another look at 
what is really going on, 

Well, what is really going on? 
The same thing that has been 
going on for the last six years and 
it looks now as though its pace will 
be accelerated due to something 
that is going on registration wise.— 
Missourt Bic THree DEALER. 





YOUR MARK-UP IS 
100% OR MORE ON 
LION 


rode 


against rust, prevents squeaks and 


leaks and deadens 


WRITE TODAY FOR FULL DETAILS 
ABOUT LION NOKORODE CORK 
UNDERCOATING AND HOW IT 
CAN OPEN A BIG, NEW PROFIT- 
ABLE MARKET FOR YOU... 











Follow the mailman... 


he’s bagged a parcel 


of prospects 


That bag is packed with top prospects. Represented there are 
some 2,350,000 families who are attracted to TIME by the way 
its editors tell the complex story of the news. 
Those 2,350,000 families who buy TIME each week make 
ideal prospects for new cars because they— 
—Own more cars per 100 families than your other pros- 
pects, and the proportion owning two or more cars is two 
and a half times the national average. 
—buy their cars new. Three out of four car-owning 
TIME families bought their principal cars new. 
—drive their cars farther, have them more fully 
equipped and trade them more frequently. 
Nobody has to tell you what this adds up to. Your best prospects 
are on TIME’s mailing list. 
Automobile manufacturers know this, of course, and that’s 
why just about all of them insist on having their say in the 
advertising pages of TIME. ' 
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Checking the Family Car— 

Members of the Louis Smigiel family of Flint—dad, 13-year-old Jimmy, four-year- 
plant checks body connections on their 1959 convertible. The Smigiels took delivery 
of the car during a recent “Boost Flint—Buy Buick" carnival. The entire one-day 
output of the main Buick plant here—336 cars valued at more than $1 million— 


was purchased by the two retail outlets in Flint and were sold on downtown Saginaw 
St. as a feature of the sales carnival. 


Grand Rap 
has MORE 
per family 


own two or more cars (national 


newspaper . 
of ten homes in the City Zone. 
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What's New... 


Two Firms to Construct 


Plants in Oklahoma City 


OKLAHOMA CITY.—A local 
firm and an Ohio company have 
announced plans to build new 
plants here. The local organization 
is Unit Parts Co., 
supplier, which will construct a 
190,000-square-foot plant. The firm 
was founded in 1932. 

Wakefield Co., Vermillion, O., will 
build a 6,000-square-foot plant in 
Oklahoma City. The company 
makes industrial and commercial 
lighting equipment. 

= iF 





Courses for Mechanics 
LOS ANGELES.—The Auto Me- 


old Joey and mother, Mildred—watch closely as a workman in Buick's Flint assembly| chanic Institute is conducting) 
courses in jobber sales and counter- | 
|}man training and air-conditioning | 
| installation and service, There also | 


|is a program for women interested 
lin auto repair. The state chapter 


average .. . 12%). 


AWYER 





FERGUSON-WALKER C 


Also represented by Booth Newspapers, with offices in New York, Chicago, Detroit and San Francisco 





an automotive | 


In Parts and Accessory Distribution 


held its third 1959 educational meet- 
ing at the institute. 
ok a 





* 
\N. C. Wholesaler Group 


Names Lewis President 


WINSTON-SALEM, N. C.—Allen 
|Lewis, Wilmington, has been 
|elected president of the North 
|Carolina Automotive Wholesalers 
| Assn. 
| Jesse F. Jones, Raleigh, was re- 
elected executive secretary, and 
N. B. Starling, Raleigh, was re- 
|elected secretary and treasurer. 
|Harold Rea, Asheville, was named 
| vice-president. 
* 


* * 


Techline Builds in West 


PASADENA, Calif.— Improved 
service to West Coast users of pre- 
cision finishing equipment and 
processes will be provided by new 
warehouse and processing labora- 








When it comes to cars, Grand Rapids families 
own MORE than their share! 


The Automobile Manufacturers Association ranks metropolitan Grand 
Rapids as the 11th leading city in the country in car registrations per 
family. With 36 cars for every 100 persons—and 1.19 cars per family— 
Grand Rapids stands 16% above the national average. 

What’s more, 82% of Grand Rapids families now own at least one car, 
compared to the national figure of only 73°. And 14% of these families 


What these figures add up to is a car-buying market that is tops in the 
country —tops in potential for gasoline, tires, batteries and new car sales. 
And luckily for you, this market can be effectively covered by a’single 
. . The Evening Press . . . with penetration into almost 9 out 


SOURCES: ‘'Automobile Facts & Figures,"’ 1958 Ed. e Publication Research Survey e ABC Circulation Report 3-31-58 


The Total Selling Medium is the Daily Newspaper! 


THE GRAND RAPIDS PRESS 


EVENING « SUNDAY 





tae 





OMPANY 


|of the Independent Auto Specialists | 








tory facilities opened at 2602 & 
Foothill Blvd, by Techline Division 
Wheelabrator Corp., Vicksburg 
Mich. ; 


* * * 
Bosch Decal Signs 


CHICAGO.—Robert Bosch Corp, 
Long Island City, N. Y., is identi. 
fying its dealer and service outlets 
with decal signs which call atten. 
tion to Bosch Germany Service ang 
Bosch Germany Automotive Elec. 
trical Equipment, The blue, orange 
and white signs are manufactured 
for Bosch by Meyercord Co., 5323 
W. Lake St., Chicago 44, Ill. 

* * * 


Wilkerson Names Distributor 
DENVER.—Wisconsin Auto Sup- 
ply Co., Wausau, Wis., has been 
appointed a distributor of Witlker-. 
son Corp, compressed air filters, 
regulators and lubricators. 


Midas Opens N. Y. Store 


| NEW YORK.—Midas Muffler Co, 
|has opened its first store in this 
area at 2510 Boston Post Rd, 
Bronx. 


Parts Group Told 
*59 Could Be Peak 


Year for Service 


ATLANTA.—The automotive 
service-repair trade can look for- 
| ward to the biggest volume and 
|profit in history during 1959, ac- 
| cording to predictions made to more 
than 800 jobbers, warehousemen 
and manufacturers attending the 
National Business Conference of the 
National Automotive Parts Assn. 

The prediction was made by 
NAPA President Wilton Looney, 
Atlanta. He cited the increase in 
car population (particularly in the 
major service age category) and 
| the growing complexity and number 
|of parts in today’s cars. 

In addition, servicemen also face 
added traffic from the shrinkage 
in numbers of service and repair 
outlets available to car owners, 
Looney said. 

To meet this demand for service 
by the repair trade, cautioned 
Carlyle Fraser, chairman, Genuine 
Parts Co., Atlanta, the NAPA job- 
ber must continue to offer complete 
availability on parts, accessories 
and equipment for all makes and 
models. 

Jobbers from 27 states attended 
the conference. Subjects included 
the establishment of a “service 
stop” by the jobber—giving the re- 
pairman a reliable and expert 
source for shop work he does not 
presently handle himself; manage- 
ment of inventory and merchandis- 
ing tools. 








* * 


Hewitt Unit Drops 
Auto Cushioning 


BUFFALO.— Hewitt-Robins, Ine. 
last week announced it wil] aban- 
don the manufacture of automotive 
foam-rubber cushioning in its Buf- 





falo plant. 

Hewitt said its automotive foam- 
rubber business “has been shrink- 
ing as a result of rising labor costs 
and greater acceptance of other 
less expensive forms of cushioning, 
including urethane plastic foam, 
made in the company’s Franklin 
(N. J.) plant.” 

A company statement said “Hew- 
itt-Robins has found it more 
difficult to meet the intense com- 
petition for automobile mar'tets be- 
cause of its high labor rates at 
Buffalo. The Buffalo foam-rubber 
plant operated at a loss in 1958 and 
has suffered even greater losses sO 
far this year.” 

” 


* ok 
Shock Absorbers Added 


By 150 Rayco Stores 


PATERSON, N. J.—AIll its 150 
stores soon will be equipped to sell 
and install auto shock absorbers, 
Rayco Mfg. Co. has announced. 

Joseph Weiss, president, said 
market tests in selected Rayco 
stores demonstrated the potential 
of shock-absorber business. The 
firm added muffler-installation fa- 
cilities two years ago. 

















Double Profits Franchise 


Offered by DIVCO 





HANDSOME FAMOUS 
FORWARD CONTROL TRUCKS SNUB NOSE TRUCKS 


FOREMOST MANUFACTURER OF MULTI-STOP VEHICLES 


ECONOMICAL 
BANTAM TRANSIT BUSES 





Here is an exceptional opportunity for aggressive truck dealers, independent garages and 


other businesses looking for lucrative avenues of growth. Rapidly expanding markets for 
DIVCO products—up 54% in the last 10 years—open the way for immediate new dealerships. 


DIVCO TRUCKS ARE EVERYWHERE 


75% of all retail milk delivered in the United States is carried in Divcos. Thousands of Divcos are 
also used by bakeries, laundries, dry cleaners, department and furniture stores, frozen food dealers, 
newspapers, freight depots, water softening services, florists and many others. Divcos are popular 
with large national fleets as well as small buyers. 


NEW BANTAM TRANSIT BUSES 


Opening the way to still more profit opportunities are the bantam transit buses that seat 10 to 25 
passengers, cost about one-fourth as much as bigger transits, and are amazingly economical to 
operate. They revolutionize small group transportation. 


GROWTH BY SPECIALIZATION 


Divco has the inside track to multi-stop vehicle sales because Divco is the only manufacturer 
specializing exclusively in this type of transportation. More and more buyers are choosing Divcos 
over ordinary, general purpose vehicles, because Divcos are specifically engineered for the job, 
whether it be rugged start-stop service or over-the-road operation. 

Divco manufactures a complete line of multi-stop vehicles—31 different models. Optional Com- 
ponent Plan further specializes each truck through choice of engines, drive controls, transmissions, 
refrigeration systems, and many other items. 


DOUBLE PROFITS FRANCHISE 


As a Divco Dealer you make double profits because you sell both body and chassis as a complete unit 
. .. double profits because there’s business for you in replacement parts as well as original vehicle 
sales . . . and double profits because you have two markets, delivery trucks and bantam buses. Your 
profits are further increased by repeat business (78.4% of all Divcos sold are reorders) . . . sound 
leasing and financing plan . . . hard-hitting advertising . . . expert field assistance . . . and exclusive 
territorial rights. Relatively small investment necessary. Write today for more information on this 
double-profit opportunity. Include description of your present sales and service facilities, personnel, 
etc. Address: Dealer Development Department — 


DIVCO TRUCK DIVISION + 22000 Hoover Rd 


DIVCO-WAYNE CORPOR 


Manufacturers of Delivery Trucks « School and Adult Buses « Ambulances + Funeral Coaches 


SOME RECENTLY 
DEVELOPED 


DIVCO 


PROFIT-MAKERS 


New AlumiVan Trucks with weight 
savings up to 1000 Ibs., and amazing 
operating economy. 


New Fiat-Floor Trucks for faster, 
easier loading by dairies. Now a// milk 
cases can be stack or pallet loaded. 
Wheelhousings above floor eliminated. 


New Insulated and Refrigerated 
Trucks with latest advancements in 
several different types of cold-produc- 
ing systems. 


New Dual-Temperature Truck with 
two compartments, one for ice cream 
and other frozen products, another for 
milk and non-frozen dairy products. 


New Bantam Transit Buses, shorter, 
lower and a foot less in overall -width, 
yet comfortably seat 12 to 25 passen- 
gers. Powerful engine. Five models. 


2-2» AND STILL MORE 
IN DEVELOPMENT 


ye, 


¢ Electronic Components and Systems 









Financial 


Consolidated net sales of Amer- 
ican Enka Corp. for the first 12 
weeks of 1959 amounted to $23,742,- 
000, compared with $15,484,000 for 
the like period of 1958, an increase 
of 53 percent. 

Consolidated net income was $1,- 
399,256, compared with $364,371 for 
the corresponding period in 1958. 

* * a 


Twin Coach 


Twin Coach Co., Buffalo, first- 
quarter report, 1959 vs. 1958: Sales, 
$9,369,511 and $9,935,695; earnings, 
$396,600 and $293,000. 

* 


* * 


Johns-Manville Reports 
Improved Sales, Earnings 


Improved first-quarter sales and 
earnings have been announced by 
Johns-Manville Corp. 

Sales totalled $74,742,000, up 
about $9.8 million over the com- 
parable period in 1958, a J-M 
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Front 


spokesman said, Earnings 
amounted to 6.2 cents of each sales 
dollar, as against 3.4 cents a year 
ago, he added. 


* * * 
Paper Mill Brings Bulk 
Of NY Times Profit 


Despite the impact of the New 
York City newspaper strike and 
last year’s recession—with its at- 
tendant drop in advertising—the 
New York Times in 1958 showed a 
total net income of $1,285,359. It 
was the 6ist consecutive year that 
the Times has shown a net profit. 

Of this amount, however, only 
$166,052 was profit from the Times 
newspaper operations. The addi- 
tional $1,119,307 came from divi- 
dends of the Spruce Falls Power 
and Paper Co., Ltd., in which the 
Times has a 42 percent interest. 

The Times annual report, only 
the second one it has published, 


are WOW 
growing 
with Denver? 


Find out how well you're keeping pace in the 


nation’s 3rd fastest growing major market with 


The Denver Post's 
1959 Consumer 
Analysis 


Automotive categories 


include: 


@ SINGLE CAR OWNERSHIP 


@ MULTIPLE CAR OWNERSHIP 


@ MAKES AND MODELS OWNED 


® GASOLINE ® MOTOR OIL ® TIRES 


This helpful 150 page marketing guide 

is based on 3,340 interviews in the Denver ABC 
City Zone. Get your copy by writing on your 
business stationery to NATIONAL ADVERTISING 
MANAGER, THE DENVER POST, DENVER 1, 
COLORADO— or ask the nearest office of 
Moloney, Regan & Schmitt, Inc. 


CONSUMER 
ANALYS!I8S 


es 5 


reported gross operating revenue 
for 1958 of $85,576,162, chiefly from 
advertising and circulation sales. 
This compares with $86,844,399 in 


1957. 
* * 


Profits Sour 
At U.S. Rubber 


Net income for U. S. Rubber Co. 
was approximately $10,200,000 dur- 
ing the first quarter of 1959, com- 
pared with $3,891,000 reported for 
the year-ago period, John W, Mc- 
Govern, president, told the com- 
pany’s annual meeting. 

First-quarter sales, McGovern 
said, were approximately $249 mil- 
lion, compared with $196 million 
reported in the first qu arter of 
1958. 

First-quarter volume, he said, 
was stimulated by heavy customer 
buying in anticipation of a strike 
and profits were enhanced by the 
high volume of production which 
resulted in lower unit costs. He said 
some of this business was borrowed 
from the second quarter, and the 
company could not expect to con- 


‘People’s Car’ Reported 


In Works for Skoda 


PRAGUE, Czechoslovakia. — 
Skoda is preparing an inexpen- 
sive “people’s car” for mass pro- 
duction, according to a Prague 
newspaper. 

The paper said the car will be 
a four-passenger model and that 
initial annual production will be 
100,000. The report added that 
Skoda intends to introduce the 
car on the occasion of its 100th 
anniversary at the end of 1959, 


tinue at the first-quarter level of 


sales and production. 
* * 


Mohawk Rubber Profit 


Up 113% as Sales Rise 


Mohawk Rubber Co., Akron, re- 
ported first-quarter sales of $5.9 
million, an increase of 28 percent 
over the corresponding 1958 period, 
and earnings of $230,000, an in- 
crease of 113 percent. 

H. M. Fawcett, president, said 
1959 sales to dealers were substan- 


Av i) America’s Sreat Newspapers 
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Editor and Publisher: Palmer Hoyt : Represented nationally by Moloney, Regan & Schmitt, Inc. 
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tially higher in all divisions of the 
company, especially in the South 
and on the West Coast, He said he 
expected Mohawk “to surpass by 
considerable margin the record 
performance achieved in 1953.” 


Sales, Profits Dip 
At Stewart-Warner 


Stewart-Warner Corp. reported 
net income of $5,144,307 for 1958 on 
sales of $91,412,303, The correspond- 
ing figures for 1957 were: Earnings, 
$5,985,157; sales, $111,968,754. 

The company said net income 
was the fourth highest in the last 
29 years, being exceeded only in 
1955, 1956 and 1957. Also, a “sig. 
nificant improvement” in operations 
was noted in the second haif. 

The improvement was evidenced 
by Stewart-Warner’s fourth-quarter 
figures. Earnings were $1,588,128 
compared with $1,427,717 in 1957, 
and sales were $24,668,599, com- 
pared with $25,276,446 a year earlier, 

* * + 


General Contract’s Earnings 


Hit $340,703 in Quarter 


Earnings of General Contract 
Finance Corp, for the first quarter 
of 1959 totalled $340,703. Because 
the corporation was part of an- 
other company in 1958, comparable 
figures are not available. 

President Walter E. Burtelow re- 
ported growth in the company’s 
operations in the first quarter, 
Loan and discount volume 
amounted to $18,209,000, compared 
to $11,452,000 for the same period a 
year ago. Loan and discount out- 
standings rose to $60,248,000, 
against $56,000,000, and deferred 
income (unearned discounts) in- 
creased $650,000 over a year ago 
and now totals $4,985,000, a new 
high. 


Sales, Profit Rise 
Seen by Avisco 


A “good automobile year” could 
mean a 10 percent increase in sales 
and doubled profits for American 
Viscose Corp., William H. Brown, 
vice-president and treasurer, told 
the Los Angeles Society of Secur- 
ity Analysts. 

American Viscose had sales and 
other income of $220 million in 
1958, and profits of $6.9 million, 
Brown said. Sales in the first quar- 
ter of 1959 are “continuing at the 
high rates reached in the last quar- 
ter of 1958 when sales were $62 mil- 
lion and profits $2.8 million,” he 
added. 

Brown said his prediction was 
based on the development of the 
new Tyrex viscose tire yarn, which 
he called “the most significant 
thing that happened to our business 
in 1958.” 


Record Sales and Income 
Reported by Armstrong 


Consolidated net sales and net 
income of Armstrong Rubber Co. 
and its wholly owned subsidiaries 
reached record highs for the six 
months ended March 31, according 
to Frederick Machlin, president. 

Sales totalled $40.7 million, com- 
pared with $32,467,265 for the cor- 
responding period last year. Income 
was estimated at about $1.5 million, 
an increase of 57 percent over the 
$955,062 for a year ago, 

* * * 


IH Calls Quarter 
‘One of Our Best’ 


The second fiscal quarter, ending 
Apr. 30, may prove one of the best 
in International Harvester history, 
President Frank W. Jenks told 
shareholders at the firm’s annual 
meeting. 

He said that on Apr. 1, employ- 
ment in IH’s 20 manufacturing and 
raw-materials operations was 53,- 
760, the highest since June, 1956. 
The figure was 21 percent above 
the 44,457 on the payroll at the be- 
ginning of April, 1958. 

Jenks said he doubted that the 
high rate of second-quarter opera- 
tions could be maintained through- 
out the remainder of the 1959 fiscal 
year, but he said he expected the 
year to show improved sales and 


earnings over 1958. 
* * * 


The New Yorker 


Net profits of The New Yorker 
Magazine, Inc., reached a record 
high last year of $1,751,015, com- 


| pared to $1,604,757 in 195’ 





What America wants, America gets at America’s No. 1 dealers! 


DOLLARS DO BETTER AT A CHEVROLET 
DEALER’S...AND ’59 BUYERS KNOW IT! 


Most buyers who compare find out fast that 
Chevrolet offers more for their money than any 
other car in its class. They recognize Chevy’s 
thoroughly new and fresh style, its authentic 
look of luxury and finished craftsmanship. 
Quality counts high, convincing more and more 
Americans that Chevrolet is 1959’s best buy! 


It’s a new kind of buyer who’s making Chevrolet 
America’s most popular car this year. Now as 
never before, he displays a vital concern with the 


manner in which his car is crafted. So he’s giving 
this 59 Chevrolet a careful going-over—and he 
likes what he sees. 

For Chevrolet backs up its graceful styling and 
eager performance with the kind of workmanship 
that results in a car uniquely enduring in its 
fitness for service. New-car buyers see it in every 
Chevy seam, in every meeting of metal. They 
know their money is buying thoroughgoing quality 
—which is just what they’re looking for. What 
America wants, America gets at America’s No. 1! 
dealers! ... Chevrolet Division of General Motors, : 
Detroit 2, Michigan. 
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Are You Selling 
SAFE 


Auto Seat Belts? 


Make SURE that the Auto Seat Belts 
YOU sell have been “Laboratory 
Tested” to meet S.A.E. (Society of 
Automotive Engineers) standards. 
Avoid confusion and doubt—buy and 
sell ONLY auto seat belts that bear 
this black and gold “Seal of Ap- 
proval” 






























































































APPROVED 


RECOMMENDED 





ONLY auto seat belts of these com- 
panies bear this Automobile Safety 
Belt Institute “Seal of Approval.” 
Ask for it—look for it, when you buy. 


HASTINGS MFG. CO. 
Hastings, Michigan 
THE GREENFIELD CO. 
4417 West Rice Street 
Chicago, Illinois 
BEAM'S MFG. CO. 
13th & North Robinson Streets 
Oklahoma City, Oklahoma 
RUPERT PARACHUTE CO., INC. 
Wheeling, Illinois 
JEFFREY ALLAN INDUSTRIES, INC. 
3249 South Morgan Street 
Chicago, Illinois 
For further information 
contact these members or 
AUTOMOBILE SAFETY BELT 
INSTITUTE—Dept. A 
111 West Washington Street 
Chicago, Illinois 
OH: PIII) 





















Your own newspaper for less 
than a letter and envelope. 
(8 pages, tabloid size.) 

This paper mails for only 1% cents. 
Excellent for direct customer contact. Un- 
usually fine for product display and HARD 
SELLING! 
A terrific merchandising medium. A pow- | 
erful Public Relations tool, Loaded with 
interest appeal! 

Sells Used Cars Better than 
Local Newspaper and for Less! 
New low cost includes everything: Edi- | 
torial, photographic, printing and mailing 

services. 

















Exclusive purchase rights 
FARRAND PUBLICATIONS INC. 
103 West Fifth Street 
Royal Oak, Michigan 










STOP TRAFFIC 
with 


PENNANTS 


There is nothing else you can buy for 
any price that will attract as much atten- 
tion as beautiful, colorful, pennants and 
yet you can buy them for as little as 3c 
per foot. Write for our catalog. 


MYRLO CO. 


Dept. N, 1231 Mein Ave. 
Cleveland 13, Ohie 
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Harry E. Foulkrod has been ap- 
pointed executive vice-president of 
Fruehauf Trailer Co., Detroit. 
Foulkrod for- 
merly was sales 
manager and 
Southwest re- 
gional manager 
for Fruehauf, 

Before joining 
Fruehauf, Foulk- 
rod was assistant 
to the sales vice- 
president of 
Packard Motor 

Mv ; Co. and a sales 
H. E. Foulkrod consultant to Lin- 
coln. In addition, Foulkrod has 
owned and operated automotive, 
truck and transport equipment bus- 
inesses at Kansas City, Dallas, 
Houston and Cleveland. 

* * Ed 


Chrysler Names Flaherty 


Research-Planning Director 


William C, Flaherty has been ap- 
pointed director of Chrysler Corp.’s 
newly created 
business research 
and market plan- 
ning staff. He for- 
merly was busi- 
ness research di- 
rector for the 
corporation. 

The new group 
is part of the 
corporate plan- 
ning staff, It con- 
solidates the busi- 
ness research 
functions of the corporate finance 
staff and the market planning func- 
tions of the corporate planning 
staff. 





W. C, Flaherty 


* 
Fruehauf Appoints Baker 


General Sales Manager 


The appointment of John J. 
Baker as general 
sales Manager 
has been an- 
nounced by Frue- 
hauf Trailer Co., 
Detroit. 

Baker joined 
the Fruehauf or- 
ganization il 
years ago. He has 
been sales man- 
ager and branch 
manager of the 
Fruehauf St. 


* * 





Louis Branch. 
* 


* * 


Reynolds Appoints Shircliff 


Regional Sales Manager 


Appointment of J. Donald Shir- 
cliff as regional automotive sales 
manager in De- 
troit has been 
announced by 
ee Metals 


f 


With Reynolds 
since 1943, Shir- 
cliff, 36, was pre- 
viously sales 
manager, indus- 
trial division, for 
Northeastern 
Ohio and part 
of Pennsylvania. J. D. Shireliff 

Before that he was assistant gen- 
eral manager of the Reynolds 











fabricating division in Louisville. 
* * ed 


Budd Appoints Richards 


Automotive Sales Chief 


Budd Co. announced that Gilbert 
F. Richards has assumed direction 
of all automotive sales and has 
been appointed a 
vice-president of 
the automotive 
division, He will 
make his head- 
quarters at 
Budd’s Charle- 
voix plant in De- 
troit. 

Richards joined 
Budd last July 
P as sales Manager, 

id air-frame sec- 

G. F. Richards tion, defense di- 

vision, following two years as sales 

vice-president, Sharples Corp., 
Philadelphia. 

+ 


* * 


Fetherolf and Washburn 


Promoted by Goodyear 


George L. Fetherolf has been 
named manager of automotive 
pliotrim sales, engineered products 








*| ments, 








Auto Personnel 





department, Goodyear Tire & Rub- 
ber Co. and John M, Washburn 
has been appointed manager of 
airfoam sales. 

Formerly in charge of automo- 
tive crash-pad sales, Fetherolf 
joined Goodyear in 1947. Washburn 
joined the company in 1950 and 
most recently was in airspring 
sales, 

+ 


Dodge Appoints James 
Portland Regional Manager 


Promotion of J. W. James to 
Dodge Portland 
(Ore.) regional 
sales manager 
has been an- 
nounced by J. F. 


* * 


Hansen, Western 
area sales man- 
ager. 


James previ- 
ously served as 
Chrysler Los An- 
geles assistant 

3 regional manager. 
J. W. James The Portland re- 
gion includes Oregon, Washington, 
Montana and part of Idaho. 


* * * 
Eaton Mfg. Directors 


Elect Shakley, Arnold 


Directors of Eaton Mfg. Co., 
Cleveland, have elected two new 
officers. 


Glenn H. Shakley was elected 








New Deal Keeps 


Service Lanes 


Clear of Traffic 


PASADENA, Tex.—A service de- 
partment designed to keep its 
center lanes clear of traffic and 
easily accessible is one of the many 
features built into Boyd Mullen 
Chevrolet Co.’s new $500,000 plant 
here. 

According to John C, Davis, deal- 
ership vice-president, all moving 
traffic in the 80 by 165-foot service 
department will be routed at the 
end of the service space, under 
cover, and will in no way “clutter 
up” the center lanes. 

The new dealership will be lo- 
eated on a 4%-acre site, and will 
have 85,000 square feet of floor 
space under one roof, The plant, 
housing all departments including 
new and used-car storage and 
showrooms, will be ready for 
occupancy in June. 

A special feature will be a con- 
ference and recreation room which 
will be made available to the public 
for club meetings and other ac- 
tivities. This room will have fa- 
cilities for serving light refresh- 
and the firm will serve 
coffee to such groups as a courtesy, 
according to Boyd Mullen, pres- 


: i ident. 


Other features include a con- 


j cealed lighting system with both 


fluorescent and incandescent lights, 
a builtin snack bar in the custo- 
mer’s lounge; a cantilever stairway 
over a rock garden, and plenty of 


parking space for the customers, 
* * 

















assistant treasurer. He will con- 
tinue as credit manager. Melvin C. 
Arnold, associate counsel, was 
elected assistant secretary. 

* * * 


Secretary Busch Named 


Stewart-Warner Secretary 


Alfred H. Busch, secretary of 
Stewart-Warner Corp. since 1953, 
has been named to the additional 
post of treasurer, succeeding Fred 
P. Kirch, who retired after 45 
years’ service. 

Busch joined Stewart-Warner in 
1947 as a member of the legal de- 
partment. 

* * * 


Cadillac Ups Chynoweth, 
Heaphy, Brewer in Sales 


Three promotions in the Cad- 
illac sales organization have been 
announced by Frederic H, Mur- 
ray, general sales manager. They 
are: 

James E. Heaphy, manager of 
the New York retail branch; W. 
Verne Brewer, manager of the 
Detroit retail branch; Charles 
Chynoweth, manager of the New 
York zone. 

* 


IH Promotes Metz 


Anton L. Metz has been appointed 
manager of the Buffalo motor truck 
district for International Harvester. 
Metz, assistant district manager 
since 1952, succeeds Donald H. 
Gummerson, now Pittsburgh dis- 
trict manager. 

* 


* * 


* * 


Walker Promotes Curry 


To Sales Engineer 


Rex L. Curry, formerly in charge 
of major original equipment sales 
for DeLuxe Products Corp., has 
been promoted to 
sales engineer 
with the original 
equipment divi- 
sion of Walker 
Mfg. Co. of Wis- 
consin, Racine, 
Wis. 

Curry, who re- 
places R. I. Stan- 
ley, will head- 

quarter at the 

A. Walker Original 

R. L. Curry Equipment sales 

office at Detroit. Curry joined De- 
Luxe in 1955. 

- 





* * 


IH Promotes Kaine 


J. P. Kaine has been appointed 
assistant manager of International 
Harvester’s Memphis truck sales 
district. He formerly was manager 
of IH’s Lamar St. branch in Dallas. 


* * * 


Zatkoff Named Rep 


Appointment of the newly or- 
ganized Roger Zatkoff Co., 9624 
Winston, as a distributor for 
Parker o-rings, industrial Gask-O- 
Seals and Stat-O-Seals was an- 
nounced by Parker Seal Co., Culver 
City, Calif.. and Cleveland, a divi- 
sion of Parker-Hannifin Corp. The 
firm is headed by Roger Zatkoff, 
former professional football player. 

7” * * 


Enka Picks Herzog to Head 


Marketing-Technical Unit 

O. E. Herzog has been appointed 
manager of the newly created 
marketing technical department of 





Mullen Chevrolet Builds New Home— 
This is the architect's drawing of Boyd Mullen Chevrolet Co.'s new headquarters 


now being built in Pasadena, Tex., at a 


cost of $500,000. The plant, housing all 


departments including the new and used-car storage and showrooms, will be ready 


for occupancy in June. 
Davis is vice-president. 


Boyd Mullen is president of the dealership, and John C. 





American Enka Corp. The depart. 
|ment’s activities will be concep. 
| trated in the product development 
|} and technical service areas. 

| Since 1957, Herzog has been an 
assistant to the marketing vice. 
president. Prior to that, he was 
assistant director of research jp 
charge of textile research at the 
Enka (N. C.) plant. 


* * * 


NHUC Names McCarthy 


| Midwest Representative 


Daniel J. McCarthy has been ap. 
pointed regional representative of 
the National Highway Users Con. 
ference in Illinois, Wisconsin and 
Iowa. 


He formerly was Ohio editor of 
Construction Digest magazine. Mc. 
Carthy will operate from NHUC’s 
Chicago regional office at 30 N, 
La Salle St. 


* * * 


Dodge Truck Ups Maddock 


To Sales Promotion Chief 


Donald S, Maddock, former Cin- 
cinnati regional manager, has been 
named Dodge truck sales promotion 
manager. 

Joining Dodge 
in 1945, Maddock 
held various posi- 
tions at the com- 
pany’s Detroit 
plant before be- 
coming Detroit 
district manager 
in 1950. He as- 
sumed duties as 
a ‘ Toledo district 

% manager the 

D. S. Maddock same year, re- 
turning to Detroit as city manager 
in 1953. He was made Detroit re- 
gion new-car and truck manager 








in 1956, and 10 months later be- 
came assistant regional manager. 
ok * * 


Arvin Appoints Jones 
Assistant Ad Manager 





The appointment of Theodore 
Jones as assistant advertising and 
sales promotion manager has been 
announced by Arvin Industries, 
Inc., Columbus, Ind. 

Jones has been with Arvin seven 
years and most recently has been 
sales promotion manager of the 
firm’s Furniture and Housewares 
division. 

7 


Towmotor Ups Miller, 


Boehm, Quere, Wentz, Cirillo 


Galen Miller, former vice-presi- 
dent and treasurer, has been 
elected executive vice-president of 
Towmotor Corp. Other executive 
changes are: 

Harold E. Boehm, from control- 
ler to treasurer; Dave Quere, as- 
sistant controller to controller; 
Richard S. Wentz, vice-president, 
and Lee Cirillo, director of new- 
product research. 

* * * 


Sandberg, 61, Retires 


As Ford Truck Aide 


F, Emil Sandberg, 61, executive 
engineer, truck product engineer- 
ing of Ford division, has retired 
after nearly 34 years of service 
with the company. 

After joining Ford in May, 1925 
as a machinist at the Highland 
Park plant, he worked his way up 
to chief truck engineer in July, 
1953 and was named executive 
engineer, commercial vehicles 
office, in October, 1953. He served 
in that post until being named to 
the truck product post in October, 
1956. 


* * 


* * * 


Champion Spark Plug 


Ups 12 in Sales, Service 


Champion Spark Plug Co, has 
announced 12 promotions in the 
sales and ,service departments. 
They are: 

Max M. Mayer, Western district 
sales manager; Claude P. Frame, 
Los Angeles territory representa- 
tive; Eugene Manley, Northern 
Iowa and Northern Illinois repre- 
sentative; B. R, Hutton, Northeast- 
ern Texas; John A, Kline, Kansas 
and Oklahoma; Thomas F. Burke, 
Kentucky and Southern Indiana; 
Howard F. Schuman, Cleveland; J. 
Herschel Morris, Miami; Lawrence 
Koles, Northeastern states service 
representative; Charles Crawford, 
Midwest service representative; 
Richard J, Gail, assistant to service 
manager; William D, Dilday, To- 
ledo service school director. 














Your biggest automobile buyers are the young 
householders with growing and active families to 
transport. 3 


In Chicago and suburbs the Sun-Times reaches more 
young men and women up to 35* than any other 
Chicago newspaper. 


You’re sure to reach this prime audience when you 
run your advertising in the Sun-Times— 
full color or black and white. 


*Source: Publication Research Service Study No. 5 


Young families 
are the big buyers 
of cars 
in Chicago 


Young families 
read the 


CHICAGO SUN-TIMES 


...more than any other paper 





COPYHOLDER—A copyholder for secre- 
taries and typists has been announced by 
Remington Rand Division, Sperry Rand 
Corp., 315 Fourth Ave., New York 10, 
N. Y. The unit has a low construction 
and extends only inches above the type- 
writer, When not in use it folds over 
the machine and can be tucked into the 
desk at night. Called the Foldamatic 
Line-a-Time Copyholder, it feeds and 
handles single sheets of paper as well 
as typist's notebooks, cards, or large ac- 
counting statements. Its Transvue Line 
Guide allows the secretary to see several 
lines ahead as well as underscoring the 
line she is typing. Available in either a 
16 or 25-inch size, it comes in six colors, 
matching and harmonizing with type- 
writer colors: French Gray, Desert Sage, 
Honey Beige, Mist Green, Lim e-Light, 
White Sand. 


aa * 
Transmission Fluid 


Flare “Liqui-matic” automatic 
transmission fluid is being distrib- 
uted by Bell Co., Inc., 411 N, Wol- 
cott Ave., Chicago 22, Ill. 

ed * + 


Card Holder 


A file- for business cards, with 
alphabetical guides, is offered in 
two sizes by Hahn Co., Box 64532, 
Los Angeles 64, Calif. 

* * 


Electric Impactool 


A %-inch drive heavy duty elec- 
tric Impactool has been announced 
by Ingersoll-Rand, 11 Broadway, 
New York 4, N, Y. Known as the 
Size 5U-HD Impactool, it is said to 
deliver 25 percent more power than 
standard duty %-inch drive tools. 

* * * 


Duro Plastic Mender 


Duro Plastic Mender, a household 
cement for repairing vinyl] plastic 
products, has been introduced by 
Woodhill Chemical Co., 1390 E. 
Thirty-fourth St., Cleveland, O. The 
company said the product also ad- 
heres to wood, metal, leather, china- 
ware, rubber, paper and cloth, 

* * 


For Windshield Towels 


A Klere-Vue dispenser for wind- 
shield towels is offered by Indus- 
trial Wiping Cloth Co., Inc., 29-28 
Forty-first Ave., Long Island City 
1, N. Y. The dispenser is 10 inches 
by 10 inches by 18 inches and has 
a weatherproof white finish. 

+. * . 


REFRIGERATOR — Using gasoline from 
the fuel line, the Strata Freeze under- 
the-dash refrigerator is said to offer mo- 
forists convenient cooling of food, bever- 
ages, medicines and other items. After 
passing through the cooling coils, the gas 
flows into the car engine for use as fuel. 
Manufactured by Pol-Air, Inc., Morgan 
City, La., the unit can be installed in 
any car, and also is suitable for use in 
boats and aircraft, it is said. With no 
moving parts and negligible operating 
cost, the Strata Freeze refrigerator can 
reach below-freezing temperatures if de- 
sired, it is claimed. | Z 


Spinner Hanger Cabinets 
Offered by Wheelabrator 


Versatility and adaptability are 
claimed for Spinner Hanger airless 
blast cleaning cabinets produced by 
Wheelabrator Corp., Mishawaka, 
Ind. 

The Spinner Hanger cabinets are 
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designed to meet the cleaning needs 
of users whose production rates 
outstrip the capacity of standard 
blast equipment but are not suffi- 
ciently large to warrant installation 
of high production equipment such 
as monorail blast cabinets, 


CRANE—Auto Specialties Co., St. Jo- 
seph, Mich., has introduced a 2-ton 
hydraulic shop crane designated No. 
D-8700. Easily movable on two fixed 


wheels and two ball-bearing casters, the | 


Ausco crane can be placed at any spot 
in the shop or on the loading platform, 
it is said. Maximum height of the ex- 
tended boom on the %-ton model is 100 
inches—minimum height is 11 inches. Two 
larger Ausco crane models are the D-8800 
three-quarter ton model and the D-8900 
one-ton model. 


REVOLVING LIGHT— Combination of 
magnet and vacuum holds the Magna- 
Vac revolving light to roof, fender and 
front or rear window desk. Revolving 
parabolic mirror flashes 60 times a min- 
ute. The Magna-Vac stands over seven 
inches high, is nearly six inches in 
diameter and weighs two pounds. Trippe 
Mfg. Co., 133 N. Jefferson St., Chicago 
6, il. 


FRAME-TYPE LIFT—Cast aluminum pick- 
up pads, adjustable to three heights, fea- 
ture a frame-type auto lift with a swing- 
ing arm superstructure developed by Ro- 
tary Lift Co., 1054 Kansas, Memphis 6, 
Tenn. At their extreme outboard position, 
the arms of the Rotary FP-45 frame lift 
have a reach of 87 inches and a spread 
of 92 inches. The arms swing on special 
lubricated bearings. Pin-type construction, 
without bolts, permits easy removal of 
the arms from the yoke for cleaning. 
Height above floor of the pickup pads in 
the lowered position used for most ve- 
hicles is 43%4 inches. Heights of 63%, and 
9% inches are provided for lifting pickup 
trucks or to give clearance for muffler 
replacement and similar undercar work, 
it is said, 


COIL SPRING ACCESSORY—Spring-O- 
Lators are said to stop dangerous sag- 
ging, bottoming and gives greater com- 
fort and safety for all cars with coil 
springs. In addition, it is said to correct 
misalignment, saves shock absorbers and 
provides longer tire life. Spring-O-Lators 
are made of premium spring steel and 
packaged eight to a set. Superior Indus- 
tries, Inc., 7260 Atoll Ave., North Holly- 
wood, Calif. 


* «* 


Grease Stain Remover 


The chemical and research divi- 
sion of Chemco, Box 5021, Philadel- 
phia 11, Pa., has introduced GH31, 
a preparation for removing oil and 
grease stains from rough, porous 
surfaces, The company said it is a 
combination cleaning and drawing 
compound that removes the stains 
from within. 

cd oa 7 


Automotive Additives 


Pyroil Co., Inc., La Crosse, Wis., 
has announced three products as 
additions to its line of lubricants 
and automotive additives. They are 
Pyroil RX-1 for sluggish motors, 
RX-2 for worn motors and RX-3 
for ailing transmissions. 

od a * 
Masking Tapes 

Shuford Mills, Inc., Hickory, N. 
C., has announced its line of Shur- 
tape pressure-sensitive tapes. The 
line includes viny] electrical tapes, 
strapping tape with mylar lamin- 
ated to woven glass reinforced 
backing, and printable tapes. 

< +” x 


Universal Joint Servicer 


Neapco Universal Joints, Potts- 
town, Pa., has introduced a basic 
stock package of eight universal 
joint items that are said to service 
90 percent of all calls, A bright 
metal sign identifying the station 
as a safety-check station is fur- 
nished with the initial order. 

oe +. = 


PARTS CLEANER—Permatex Cold Parts 
Cleaner is now available in a handy 
bench-size container. The gallon-and-a- 
half container holds a gallon of this 
water-sealed, immersion-type parts 
cleaner. A metal basket is provided to 
hold the parts to be cleaned in the solu- 
tion and to permit easy draining and 
recovery of the parts. Permatex Co., Inc., 
300 Broadway, Huntington, N. Y., also 
markets the cleaner in a six-gallon con- 
tainer, holding four gallons of cleaner 
and a reusable basket; in a six-gallon 
container without basket, and in larger 
sizes. A 55-gallon drum, containing 40 
gallons of Cold Parts Cleaner for use 
as a dipping tank, and a full 53-gallon 
drum are also marketed through the Per- 
matex network of jobbers. 


°59 Injecta-Flo Easier 
To Install, Says Dynarex 


Dynarex Corp., 6218 Clayton Ave., 
St. Louis 10, Mo., has announced 
that redesigned 1959 Injecta-Flo 
pressure contro] units allow faster, 
| easier installation on all models of 





cars and trucks. 
The units are installed in the 


fuel line near the carburetor and 
will fit either “%- or %-inch lines, 
the firm said, with all-purpose 
clamp-on hose connections simpli- 
fying installation. 

ca * * 


DISPLAY RACK—A metal display rack, 
available with any of four different dis- 
play assortments of hydraulic brake lines, 
has been announced by O.E.M. Products 
Co., 2342 N. Cicero Ave., Chicago 39, 
Ill, Measuring 12 by 12 inches, this wall- 
hanger model displays and stocks up to 
48 cut-to-length lines ready for immediate 
installation. The four assortments avail- 
able are: No. 3400 with 24 3/16-inch 
lines and 241%4-inch lines; No. 3000 with 
24 3/16-inch lines; No. 4000 with 24%- 
inch lines; No. 5000 with 24 5/16-inch 
lines. 

+.» 
Oil Stabilizer 

An oil-soluble polymer called 
Scott’s Oil Stabilizer has been in- 
troduced by Scott’s Auto Products, 
17 W. Sixtieth St. New York 23, 
N. Y. It will blend with the crank- 
case oil to stop oil burning and 
excessive exhaust smoking, the firm 
said. 


* * 7 
Six Speed-Kote Sprays 
Six Speed-Kote spray-can prod- 
ucts for autos have been announced 
by Speedex Mfg. Co., 418 S. Wyman 
St., Rockford, Ill, The line consists 
of upholstery and leather cleaner, 
auto wax, penetrating oil, battery- 
terminal spray, waterproofing spray 
and white-sidewall spray. 
* * * 


Vacuum Cleaner 


A heavy-duty vacuum cleaner 
that is said to combine high vac- 
uum power with quiet operation, 
has been introduced by Black & 
Decker Mfg. Co., Towson, Md. The 
“No. 35” unit includes a rubber- 
mounted Black & Decker motor 
(one horsepower maximum), sound- 
absorbing felt baffles, and a dif- 
fused air-exhaust through the mo- 
tor drome to assure quieter 
operation. 


FLOOR LIFT—Branick Mfg. Co., Fargo, 
N. D., has announced an air-operated 
floor lift. The 55% inch diameter cylinder 
lifts 3,000 pounds on 125 pounds of air 
line pressure. The piston has an overall 
stroke of 28 inches. Two models are avail- 
able, the Regular and the Wash Rack 
model. The economy of this lift unit en- 
ables more work stalls to handle heavy 
peak load periods, it is said. Lifts front 
or rear of car. Lifts entire car using jack 
stands. A permanent installation. 


VAPOR DEGREASER—Phillips Mfg. Co,, 
3475 Touhy Ave., Chicago 45, Ill., has 
expanded its line of vapor degreasers, 
Designed to handle cleaning jobs for. 
merly restricted because of cost, the 
Phillips “Scotsman” will clean up to 300 
pounds of steel per hour. It is all electric 
and requires no installation. It may be 
connected to any 220-volt outlet for in- 
stantaneous use. Incorporated in the 
design is a heavy duty vapor control and 
high temperature shut-off to eliminate fire 
hazard, it is said. The zinc coated steel 
tank has a solvent capacity of six gallons. J 


Solder in Tubes 


Hercules Chemical Co., Inc., 416 
Broadway, New York 13, N. Y., has 
announced that the 1% ounze tube 
of its Swif solder, the solder in 
paste form, is now available in- 
dividually packed on colorful 
“bubble” display cards. The tube 
contains 50/50 tin-lead solder com- 
bined with an all-purpose flux 
making it ideal for all metal-to- 


metal soldering. 
* ok ad 


Wire Wheels, Brushes 


Oxwall Tool Co., Ltd., 928 Broad- 
way, New York 10, N. Y., has in- 
troduced a line of wire wheels 
and cup brushes for power tools. 
The imported wheels are available 
in coarse and fine grades with 
quarter-inch arbor in sizes of 1%- 
inch diameter to 3%-inch diameter; 
with half-inch bore, no arbor, from 
three-inch to six-inch diameter and 
cup brushes with quarter-inch 
arbor in two-inch diameter. 


* * * 
Magnaflo Offers Cleaner 


A chrome cleaner that is said to 
restore the lustre and brilliance of 
automobile chrome trim is offered 
by Magnaflo Company, Inc., 4132 
Market St., Youngstown 12, O. 

* * * 


ELEVATING TRAILER—This 1-ton self- 
lowering, self-lifting trailer introduced by 
Trailevator Division, Magline Inc., 1900 
Mercer St., Pinconning, Mich., has been 
developed to handle a wide range of 
loading and hauling requirements. Equip- 
ped with a hydraulic-mechanical system, 
the unit lowers to ground level for quick 
easy loading and is hydraulically elevated 
to riding height by means of a hand 
lever. All-steel box body measures 48 by 
72 inches. It features an all-steel tubular 
frame. Load capacity: 1,000 pounds. 


SOLDERING IRON HOLDER—The 1959 
line of Wilder soldering iron holders, 
marketed by Wilder Mfg. Co., Port Jervis, 
N. Y., is said to fit most every type and 
size of iron, and moreover each holder 
can be mounted in any of three ways so 
as to adapt to every job and every work- 
ing space. Typical is the model 55, above, 
for irons with heating element casing di- 
ameters up to 1'%%-inches. As with all 
models in the Wilder line, model 55 is 
equipped with lead-in cone at front, and 
removable back plate to facilitate clean- 
out of solder dripping. 
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m THOUSANDS OF ROLLS OF CONGOLEUM 
SOLD—AND AN INDUSTRY AWARD 
@ FOR “BEST DEALER INCENTIVE”! 


Benrus Creative Premium Planning gives you all the tools for 
a successful incentive program—a prestige premium... plus 
creative packaging... plus creative promotion service by 
experts. Here’s how Benrus Creative Premium Planning moved 


thousands of rolls of Congoleum: 


The Right Watch: From 3 full lines of Benrus Watches, Con- 
goleum: Nairn selected two watches—one for men and one 
for ladies, so that dealers might win a watch for their wives as 
well as for themselves. As an added value, Benrus made these 


two styles available to Congoleum Nairn on an exclusive basis. 


The Right Package: The selected watches were packaged in 
twin gray and gold, satin-lined gift boxes, with an outer wrap- 


ping in red and black. 


The Right Merchandising Service: Congoleum Nairn called 


upon the expert services of the Benrus Premium and Sales 


/ 


m SELLING FLOOR-COVERING 
DEALERS LARGE QUANTITIES 
@ OF GOLD SEAL CONGOLEUM 







eBENRUS CREATIVE 
ePREMIUM PLANNING 





Incentive Division—who helped select the correct premium, 
and provided ideas and advice for the preparation of the 


promotion announcement broadside and related materials. 


The Benrus solution proved just right. Proof is the amount 
of Gold Seal Congoleum moved, and in the special award for 


“Best Dealer Incentive” given to Congoleum Nairn. 


Whatever Your Incentive Problem—Benrus Creative Premium 
Planning Can Solve It! Phone MU 2-2700. Learn how Benrus 
can handle your incentive program, whether it’s a loading 
deal, display or merchandise contest, new product drive, or 


consumer incentive. 
PREMIUM AND SALES INCENTIVE DIVISION 


BENRUS 


WATCH COMPANY, INC. 
50 WEST 44 ST., NEWYORK 36, N.Y. MU 2-2700 



































BOY’S MIDGET CAR 


Amazing NEW Tool For 


TRAFFIC BUILDING 
SALES CLINCHING 


Here’s a powerful new way to stim- 
ulate sales — just set one of these 
midget cars on your showroom floor 
and watch the results! 

Use for traffic-building promo- 
tions, contests, drawings, etc., or 
as a sales clincher by offering the 
little car free (or at your low, low 
cost) when he buys a big one. 

Other benefits too— when the 
whole family comes shopping the 
midget car should keep Junior(s) 
out of harm’s way...leave you a 
clear field for selling. 


Dealers & Distributors: 
Write for details today — 


ARNOLD-DAIN CORP. 


Box 93, Mahopac, N. Y. 








A PORTABLE ALL-STEEL 


ofi:t BUILDING 
for your 
CAR 
~ LOT 


DELIVERED FULLY ASSEMBLED and EQUIPPED 


Here’s an attractive, all-stee! building that 
we deliver to your lot and set on. your 
prepared foundation. Attach utilities and 

"re in business. Simple to move to new 
location as business shifts. Includes heat- 
ing and air conditioning; available in 
several sizes. Write for complete details. 


VALENTINE MFG., INC. 
P. ©. BOX 667-N WICHITA, KANSAS 


Valentine Buildings Are Seen Evewwhere 

















Sewite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers assures better serv- 
fice relations . builds 
repeat business . 
creases sales volume. 
Typical sampie, complete 
details on request. 


- $temac INC. 


Division of C. A. Norgren Co. 


5434 So, Delaware, Littleton, Colo. 





WHAT | 

IS A 
DEALER'S 
REAL 


AUTOMOBILE 





by Martin H. Bury. 
has been acclaimed the “bible” of its 
field. If, after 10 s, you are not 


day 
convinced that this book merits being 
@ worthwhile, permanent reference, re- 
turn it and your money will be re- 
funded. Send for your copy now. 


PHILPENN PUBLISHING COMPANY 
1750 N.. Broad St., Philadelphia 21, Pa. 


Send_____copy (copies) of the new book, 
“The Automobile Dealer" 


(0 Check enclosed for books at $5.20 ea. 
(J Send books C.0.D., plus postage 
Name 
| SS in seatiatibtehaining 

City —_____Zono___Sfate. 
L 
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Used-Car Auction Prices 





(Continued from Page 30) 


conv., $1,070* (ps); Special Riviera 

2-dr., $985*, $935*. 

’55 Century Riviera 2-dr., $850* (ps), 
$575*; conv., $785* (ps); Special Riv- 
iera 2-dr., $760*. 

’54 Super Riviera 2-dr., $625*, $570*, 
$550*; Century Riviera 2-dr., $610*; 
RM conv., $600* (ps); Special Riviera 
2-dr., $585*, $475*; 2-dr., $585*. 

’53 RM 4-dr., $400* (ps); Riviera 2-dr., 
$275* (ps); conv., $195* (ps); Super 
4-dr., $280*; Riviera 2-dr., $260* (ps). 

’52 Special Riviera 2-dr:, $150. 


CADILLAC—’58 (62) sedan de Ville, $3,- 
675* (ps). 

"57 El Dorado Seville, $3,340* (ps); 
(62) conv., $3,150* (ps), $3,100* (ps), 
$2,950* (ps); coupe de Ville, $3,005* 
(ps); (60) Special 4-dr., $3,095* (ps), 
$3,085* (ps), $3,020* (ps). 

"56 (62) coupe de Ville, $2,490* (ps), 
$2,340* (ps), $2,230* (ps); conv., $2,- 


235* (ps), $2,075* (ps). 
’5S (60) Special 4-dr., $1,835* (ps); (62) 


coupe de Ville, $1,700* (ps). 

°54 (62) sedan de Ville, $1,240* (ps); 
(60) Special 4-dr., $1,025* (ps). 

"53 (62) sedan de Ville, $930* (ps); 


coupe de Ville, $515* (ps). 

*52 (62) sedan de Ville, $575* (ps); 

‘ Special 4-dr., $245* (ps). 

’51 conv., $395*. 

*50 (62) sedan de Ville, $235*; 
cial 4-dr., $415*; (61) 4-dr., 

"49 (62) sedan de Ville, $200*. 

CHEVROLET—'59 Impala (8) conv., $2,- 
750* (ps), $2,650* (ps); Hardtop 2- 
dr., $2,675* (ps), $2,650* (ps); Hard- 
top 4-dr., $2,650* (ps), $2.550* (ps). 

*58 Corvette, $2,925*, $2,795; Impala (8) 
Hardtop 2-dr., $2,250* (ps); conv., 
$2,155* (ps), $2,100* (ps), 
(ps); Bel Air (8) Hardtop 4-dr., $1,- 
890* (ps); Biscayne (8) 4-dr., $1,880* 
(ps), $1,795* (ps), $1,720*%, $1,670*, 
$1,640, $1,635*, $1,615*. 

'57 Corvette, $2,300; Bel Air (8) 
$1,740* (ps), $1,620* (ps); 
2-dr., $1,675*; Two-ten (8) 
man, $1,735* (ps), $1,710*, $1,675*; 
Hardtop 2-dr., $1,555*; 2-dr., $1,410*; 
4-dr., $1,285*, $1,280*; Two-ten (6) 
Handyman, $1,395; One-fifty (8) 2-dr., 
$1,275, $1,115; 4-dr., $1,095*. 

"56 Bel Air (8) Hardtop 2-dr., 
$1,225*; Two-ten (8) Townsman, 
020. 

’55 Bel 
2-dr., 
dr... 
$950; 
$790*. 

'54 Two-ten 2-dr.. 


(60) 


(60) Spe- 
$135". 


conv., 
Hardtop 
Towns- 


$1,285", 
$1,- 


Air (8) 
S975*; 
$975* 
4-dr., 


Hardtop 2-dr., $1,070*; 
Bel Air (6) Hardtop 2- 
Two-ten (6) Handyman, 


$630; Two-ten (8) 4-dr., 


$500; Bel Air 4-dr., 
$490*, $475*; One-fifty 4-dr., $290. 

"53 Bel Air 4-dr., $435* (ps); conv., 
“$360* (ps); One-fifty 4-dr., $350, $310, 
$275; Two-ten 4-dr., $315* 





"52 Deluxe 2-dr., $280*; Special 4-dr., 
$150 

CONTINENTAL — ’'58 Mark III, $3,850* 
(ps). 

CHRYSLER—’'57 NY 4-dr., $1,760* (ps). 

"53 NY 4-dr., $450* (ps); club coupe, 
$350* (ps). 

DeSOTO — '57 Fireflite Sportsman 2-dr., 
$1,850* (ps); Sportsman 4-dr., $1,785* 
(ps); conv., $1,750* (ps). 

‘55 Firedome Sportsman 2-dr., $1,015* 
(ps). 

53 Firedome 4-dr., $285*, $225* (ps); 
2-dr., $200*. 

’52 Firedome club coupe, $110* (ps). 

DODGE—’58 Sierra (8), $2,225* (ps). 

'54 Coronet (8) 2-dr., £340; 4-dr., $170. 

"53 Meadowbrook (6) station wagon, 
$330*; Coronet (8) 4-dr., $305, $110*. 

EDSEL—’5S8 Ranger 2-dr., $1,485*. 

FORD—'59 Thunderbird, $4,400* (ps), $4,- 
390* (ps), $3,850* (ps), $3,810* (ps); 
Fairlane (8) 500 Victoria 2-dr., $2,- 
515* (ps), $2,330* (ps); 4-dr., $2,205* 
(ps), $2,150* (ps); 2-dr., $2,190* (ps); 
Fairlane (8) 4-dr., $2.090* (ps); Cus- 
tom (8) 300 4-dr., $2,000* (ps); Cus- 
tom (6) 300 4-dr., $1,750. 

"58 Thunderbird, $3,640* (ps), $3,625* 
(ps), $3,400* (ps), $3,375* (ps), $3.- 
240* (ps); Ranch wagon (8), $1,875*; 
Fairlane (8) 500 4-dr., $1,830* (ps), 
$1,640* 

57 Thunderbird, $2,800, $2,735* (ps), 
$2.700* (ps); Country sedan (8), $1,- 
730* (ps), $1,645* (ps), $1,600* (ps), 
$1,550*, $1,525*; Fairlane (8) 500 Vic- 
toria 2-dr., $1,605* (ps), $1,585*, $1,- 
580* (ps), $1,310*; Victoria 4-dr., $1,- 
480* (ps); 2-dr., $1,420*; conv., 2 at 
$1,400* (ps); Del Rio (8) Ranch wag- 
on, $1,430*; Custom (8) 300 4-dr., $1,- | 
160*, $1,100*, $1,060*, $1,045*, $980*; | 
Custom (8) Business coupe, $1,005*; 
2-dr., $800*. 

’56 Thunderbird, $2,010*, $1,885*; Coun- | 
try sedan (8), $1,265*, $1,235* (ps), | 
$995*; Fairlane (8) Victoria 2-dr., $1,- 
165* (ps), $1,100* (ps), $785*, $990*; 
4-dr., $975* (ps); Custom (8) 4-dr., 
795". 


’55 Thunderbird, $1,680*; Country sedan 
(8), $1,025*; Fairlane (8) Crown Vic- 
toria, $985* (ps); Victoria 2-dr., $915*. 
$785*, $765*; conv., $760*; 4-dr., 
$715*; Main (8) Ranch wagon, $695*; 
Main (6) 2-dr., $500. 

°54 Custom (8) club coupe, $485*; 2-dr., 
$430*; Crest (8) 4-dr., $445*; Custom 
(6) 4-dr., $355*; Main (8) 2-dr., $340; 
business coupe, $325. 
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$2,075* | 


el 
dr., $835*; Custom (8) 2-dr., $819 





’56 Coronet (8) 4-dr., $785. 







’55 Royal (8) Hardtop, $840*; Coronet ’54 (8) station wagon, $760*, $655. 
(8) Hardtop 2-dr., $820*, $685*, 2 at Crest (8) Victoria, $685*; Custom (8) 
$605*. 2-dr., $595*, $550, $510*; 4-dr., gaps 

FORD—’58 Thunderbird (8), $3,050* (ps), ’53 Crest (8) Victoria, $610"; station 
$3,030* (ps), $2,825*, $2,195* (ps); wagon, $460*. 
Custom (8) 300 country sedan, $1,815* ’52 station wagon, $420*; Custom 8) 
(ps); Custom (6) 300 country sedan, 4-dr., $260*. 


$1,655*; Fairlane (8) 4-dr., $1,575*,| MERCURY — ’56 Custom Hardtop 2, 


$1,365. $1,150. 
’57 Thunderbird (8), $2,400* (ps), $2,- ’55 Montclair Hardtop 2-dr., $1,109 
$265*, $155*; Monterey coupe, $130. 380* (ps); Fairlane (8) 500 Victoria, (ps); Monterey Hardtop 2-c\r., $729. 
’51 Custom 4-dr., $155*. $1,460*, $1,415* (ps), $1,410*, $1,255* 2-dr., $720*. P 


’47 club coupe, $125. (ps); 2-dr., $1,230; 4-dr., $1,225*; Cus- ’54 Hardtop 2-dr., $690*. 


























*53 Main (8) Ranch wagon, 2 at $385*; 
2-dr., $250; Crest (8) conv., $340*; 
Victoria 2-dr., $325*; Custom (8) 4- 
dr., $290*; club coupe, $280*; Main 
(6) 2-dr., $185. 

HUDSON— 54 Hornet (6) Hollywood, $370* 
(ps). 

IMPERIAL — ’'57 Lebaron 4-dr., $2,620* 
(ps); Crown Imperial 4-dr., $2,455* 


(ps); Southampton 4-dr., $2,270* (ps). 


LINCOLN—'59 Premiere Landau, $4,205* 
(ps). 
’5T Premiere Landau, $2,400* (ps), $2,- 
060* (ps). 
’55 Capri 4-dr., $785* (ps). 
MERCURY—’58 Commuter, $2,100* (ps); 


Monterey 2-dr., $1,745*, $1,580. 

’57 Montclair coupe, $1,850* (ps); cony., 
$1,650* (ps); Monterey Phaeton 4-dr., 
$1,455* (ps). 


56 Montclair 4-dr., $1,000*; Monterey 
4-dr., $775". 
’55 Custom station wagon, $1,030*; 


Montclair coupe, $900* 
dr., $710". 

’54 Monterey 4-dr., 
$465* (ps); coupe, $465*, $305*. 

’53 Monterey station wagon, $475*; 
dr., $395*. 

‘52 Custom 4-dr., $335*; Hardtop 2-dr., 


(ps), $890*; 4- 
$530*; Sun Valley, 
4- 


OLDSMOBILE—’57 (88) Super Holiday 4- tom (8): country sedan, $1,375*; 4-dr., 51 4-dr., $220, $145*. 
dr., $1,895* (ps), $1,785* (ps); Holi- $1,155* (ps), $1,050*; Custom (6) 2-| NASH—’57 Ambassador (8) Hardtop 2.¢p 
day 2-dr., $1,645* (ps); (98) 4-dr., dr., $850; Fairlane (8) Victoria, $1,- $1,565* (ps). . 
$1,765* (ps); (88) 2-dr., $1,360*. 205*; Custom (8) 300 2-dr., $1,150; ’55 Ambassador (8) 4-dr., $775*, $799» 
"Senne? Holiday owas aod af Custom (6) 300 4-dr., $995*; Ranch (ps). 
875*; (88) Super Holiday 2-dr., $1,- wagon (6), $945. OLDSMOBILE—’59 (88) Super Holiday 9. 
050* (ps); (98) conv., $1,050* (ps). ’56 Fairlane (8) Victoria 4-dr., $1,150*; dr., $2,850* (ps). “" 
’55 (88) Super Holiday 2-dr., $985* (ps). Victoria 2-dr., $845*; 4-dr., $1,000*, ’*58 (98) Holiday 2-dr., $2,455* (ps); 
’54 (98) Holiday 2-dr., $685* (ps); (88) $990*, $925*, $870* (ps); 2-dr., $800*; Holiday 4-dr., $2,230* (ps). r 
Holiday 2-dr., $600*, $550*; 4-dr., Country sedan (8), $910. ’57 (88) Super Holiday 2-dr., $1,g99 
: $600". 55 Country sedan (8), $1,050*; Fair- (ps). 
53 (88) Super 4-dr., $500* (ps); (88) lane (8) Victoria, $810*, $805*, $775, °56 (88) Holiday 4-dr., $1,380* (pg). 
. 4-dr., $380*. $740; 2-dr., $605*; Custom (8) 2-dr., Holiday 2-dr., $1,350* (ps) ; 
52 (88) Super 4-dr., $165*. $795; 4-dr., $580*. ’55 (98) Holiday 4-dr., $1,265*, $1,205 
tee, conn Gaia (88) ae 2-dr., ’54 Ranch wagon (8), $595; Custom (8) (ps); Holiday 2-dr., $1,245* (ps); (gg) 
25*; (98) Oliday 2-dr., 05*. 2-dr., $435. Super Holiday 4-dr., $1,260* (ps), 
PACKARD ’53 Clipper club sedan, $150*. | IMPERIAL—’57 Imperial Hardtop, $2,110* ‘54 (98) Holiday 2-dr., $875* (ps), 
PLYMOU TH—’58 Belvedere (8) conv., $1,- (ps). 563 (88) 4-dr., $375* (ps), $340", 
940* (ps); Hardtop 4-dr., $1,865* (ps), | LINCOLN—’58 Continental Mark III conv., *52 (98) 4-dr., $325* (ps); (88) Super 
$1,800* (ps); Hardtop 2-dr., $1,725*, $3,700* (ps); Premiere Hardtop 4-dr., 4-dr., $205* (ps). 
; $1,675* (ps). $3,040* (ps). | PLYMOUTH—’ 57 Suburban (6), $1,260, 
57 Belvedere (8) Hardtop 2-dr., $1,500*; ’57 Premiere sedan, $2,200* (ps); conv., ’56 Belvedere (8) Hardtop 2-dr., $1,009: 
conv., $1,335* (ps); Savoy (8) Hard- $1,800* (ps). Plaza (8) 4-dr., $865. F 
oo. a a ae os agro $1,185*; ’56 Premiere Hardtop 2-dr., $1,225* ’55 Belvedere (8) station wagon, $1,109" 
-dr., ,150* (ps), ,070*; Custom (ps). $1,075*; Belvedere (6) station wagon, 
be (8) Suburban, $1,270. MERCURY—’58 Montclair Hardtop, §$2,- $895; Plaza (6) 4-dr., $395. ; 
'56 eae 14 a $875*. 9 130* (ps); Monterey conv., $1,955 ’54 Savoy (6) 2-dr., $550*; 4-dr., $509, 
55 Belvedere (8) station wagon, $900*; (ps). ’53 station wagon, $425. 
conv., $810* (ps); Belvedere (6) 4-dr., ‘57 Montclair Hardtop, $1,500* (ps); 4-| PONTIAC—’59 Bonneville Hardtop 2-dr,, 
=a aie . ie in dr., $1,375*; Monterey .conv., $1,260* $3,250* (ps). 
53 Cambridge (6) club sedan, $210, | (ps). | °58 Chieftain station wagon, $1,895*, 
$175. | | °56 Montclair Hardtop 4-dr., $1,110* 57 Chieftain Catalina 4-dr., $1,570° 
PONTIAC—’57 Star Chief Catalina 2-dr., (ps). (ps). 
$1,635* | (ps), $1,475*; conv., $1,405* ’55 Monterey Hardtop, $790*; $715*; 4- "56 Star Chief Catalina 4-dr., $1,260 
ref PS): Cc hieftain Catalina 2-dr., $1,435. dr., S785*, $710*; Montclair Sun (ps) 
= Chieftain Catalina 2-dr., $850*, Valley, $775* (ps). '55 Chieftain Catalina 2-dr., $915*, 
ye a0"; 4-dr., $675*. | NASH—’56 Ambassador (8), $775*. '54 Chieftain 4-dr., $595*, $485*. 
"54 Star Chief (8) Catalina, $575*. | °55 Ambassador (8) 4-dr., $755; Hard-| °53 Chieftain conv., $525". 
53 Chieftain (8) Catalina, $330*, $265*; | top, $640*; Statesman (6) 4-dr., $570*. | "52 Chieftain (8) 4-dr., $245 Catalina 
Soa $305*, $300* (ps), $210; conv., | OLI OBILE — ’'59 (98) Holiday 4-dr., | 2-dr., $200*. 
$200*. $3,100* (ps). | RAMBLER—’58 4-dr., $2,015*. 
"52 Chieftain (8) 2-dr., $200*. | '58 (98) conv., $2.575* (ps); (88) 4-dr., | ’52 Hardtop, $280*. 

RAMBLER 58 ‘Su re el Count $2,255* (ps); Holiday, 2 at $2,150*| STUDEBAKER—’57 2-dr., $1,395* 
MBLER—: uper (6) Cross Country, (ps). | °56 Sky Hawk (8) Hardtop 2-dr., $1- 
yee 905". : ’57 (88) Super conv., $1,880* (ps); | 265* (ps). 

56 Super (6) Cross Country, $1,245*; | Holiday 2-dr., $1,830* (ps), $1,700*| ‘54 Champion (6) 2-dr., $325* 

,_ Custom (6) 4-dr., $800". | (ps); (98) Holiday 4-dr., $1,800* (ps), | WILLYS—’53 Lark (6) 2-dr., $270*. 

"55 Custom (6) Cross Country, $940. | $1,775* (ps), $1,765* (ps), $1,590* | MISCELLANEOUS—’59 Ford pickup, $1,- 
oa bere Club, Ny (ps); 4-dr., $1,470* (ps); (88) 2-dr., | 706 

emo Station wagon, $215. $1,400* (ps); $1,385*. | "55 Chevrolet %-ton pickup, $800; Dodge 

STU DEBAKER- 57 Golden Hawk (8) 2- | "56 (98) conv., $1,445* (ps); Holiday, | \%-ton pickup, $570 
wnal?.. $1,715° (ps), $1,650* (ps). $1,320* (ps); (88) Holiday 4-dr., $1,-| ‘53 Chevrolet %-ton pickup, $550; Chev- 
53 Champion (6) coupe, $325*; Cham- 310*, $1.010*: (88) Super Holiday 4- rolet %-ton pickup, $455. 

's2 Champion (6). 4-4 $180* aa meee” 

ca e , ») 4-cr., § : | °55 (88) Holiday, $1,125* (ps), $1,100* 

— (8) Starliner coupe, $145*, | (ps), $1,000*, $940* (ps); (98) Holi- DAYTONA BEACH 
en” ne - ‘ | day 4-dr., $1,020* (ps). Florida Auto Auction. Sale every Tues- 

er oe Chevrolet (6) El ’54 (88) Super Holiday, $840* (ps),| day. Prices are for sale of Apr. 28 
— $2,025; %-ton pickup, $1,-/ $830* (ps). | BUICK—’57 Super Riviera 2-dr., $1,500* 
oan a ‘ PLYMOUTH — '58 Belvedere (8S) Hardtop) (ps). 

a a > Ranchero, $1,800* (ps) 4-dr., $1,720* (ps), $1,690* (ps), $1,- ’56 Special Riviera 2-dr., $1,150* (ps); 
= a — (6) %-ton pickup, $1,050. | 685* (ps), $1,585*. | station wagon, 4-dr., $1,140*; Century 
= Fe non $77 Pickup, $900*, $785"; (6)| +57 Belvedere (8) conv., $1,480* (ps): | Riviera 4-dr., $1,150* (ps) 
so Chen Coes i : =a Hardtop, $1,405* (ps); Savoy (8) 2- ’55 Special Riviera 4-dr., $885*. 
“> — = Bd 4-ton pickup. $825; dr., $1,000*, $985*; Savoy (6) Hard- ’54 Century conv., $545* (ps). 
na ~~, = ve-ton panel, $395°. top, $905*; Plaza (8) 2-dr., $950*. ‘52 RM 4-dr., $260*. 
a. on et &-ton pickup, $635 ; Ford | ’56 Belvedere (8) Hardtop, $925*; conv., | CADILLAC—’'56 (62) 4-dr., $2,000* (ps). 
—_ “it Gib aa $850*; Suburban (8), $890*. ‘54 (62) 4-dr., $1,200* (ps). 
—-fen to '55 Savoy (8) 4-dr., $650; 2-dr., $465%;| °51 (62) 4-dr., $380*. 
oe ore ) panel, $285*. | Savoy (6) 2-dr., $495*; Belvedere (6) | CHEVROLET—’59 Impala (8) Hardtop 2- 
4-dr., $390. dr., $2,475* (ps). 
CHICAGO FON ‘58 Star Chief Catalina 4-dr.,| °58 Bel Air (8) Hardtop 2-dr., $1,875* 
2 . . aii $2,100* (ps), $2,065* (ps); Chieftain (ps), $1,845* (ps); 4-dr., $1,840* (ps), 
ee ae ers aes. | conv., $1,990* (ps). $1.665* (ps); Impala (8) conv., $1,- 
aoih aaene u 2 Apr. <5. Hain | ’57 Star Chief Safari, $1,625* (ps); 815*; Hardtop 2-dr., $1,790; Yeoman 

a Gharn care been ten nen, inate. | 4-dr., $1.500°: Catalina, $1,500°; Chief- (6) 4-dr., $1,660. 

Seba abe Caan trae ae cane | tain Satart, 61.000". '57 Bel Air (8) station wagon, $1,590*; 

BUICK sO T — a3 ley yy ye | °56 Chieftain station wagon, $1,255*. Two-ten (8) station wagon, $1,400*; 
is Genter Meme ade Wir taes ps). | °55 Star Chief Catalina, $820*; 4-dr., 4-dr., $1,230*; 2-dr., $1,190, $1,175%. 
3 ocial 2d gor F., $2,500° (ps); $800* (ps); Chieftain 4-dr., $675*. 56 Bel Air (8) Hardtop 4-dr., $1,115*; 
, oa eae * ° xene | RAMBLER—’58 Ambassador station wag- conv., $1,090*; 4-dr., $1,080; Two-ten 
eee ——* $1,610 ; ee | on, $2,275* (ps). | (8) station wagon, $1,065* (ps); 4 
ee eee ae ate’ ce’ | ST Super Cross Country, $1.080°. | —dr., $910; 2-dr., $700*; One-fifty (8) 
Setcen aa eee. Cente » $1,205; | sruDEBAKER—'58 Scotsman (6) Station station wagon, $720. 
roy $1:305°" quate ventury Riviera | wagon, $1,100 ’55 Bel Air (8) 4-dr., $765*, $750; conv., 
'56 RM conv., $1,265" (ps): Riviera 2-| o,27,President (8) 4-dr., $1,245* (ps). $750*. 

; Bee nee Rivinn “a | MISCELLANEOUS—'57 Ford (8) Ranch-| ’54 Bel Air conv., $535; Deluxe 4-dr., 
dr., $900* (ps); Super Riviera 2-dr., | ero, $925* $400*: Special 2-dr., $300 
$1,005* (ps); Special 4-dr., $875*. _—-" MEVvarne Sa Windeor 4 260° 

55 RM Riviera, $1,060* (ps): Super CHRYSLER — ’°56 Windsor 4-dr., $1,260 
Riviera, $990* (ps), $855* (ps): Spe- PORTLAND, ORE. | mesowre.- ‘55 Fireflite 4-dr., $1,065* (ps); 
cial Riviera 4-dr.. $920° (ps) ; Riviera | Portland Auto Auction, Inc. Sale every Firedome 4-dr., $610* (ps), $605* 

-dr 795 Century Riviera 4-dr | 
$910* (ps); Riviera 2-dr 720* (ps). | Tuesday Prices are for sale of Apr. 28. (ps). 
g s); a 2-dr., $72 3 oo Kee : : | omaws 9. nae 

‘54 Super Riviera, $580*; Special Rivi-| BUICK—'58 Special Riviera 2-dr., $1,950*; | °52 Custom 2-dr.. Si7oe. | aa, 
era, $410". gS ys "85 Coronet (6) 2-dr., $515. 

CADILLAC—'59 (62) 4-dr., $4,400* (ps).| °57 Special Riviera 2-dr., $1,565* (ps); |... ae ae ee ‘ 
58 (60) Special Hardtop 4-dr., $3,900: | 9-dr.. $1.550*: Riviera 4-dr., $1,4au°. | SSSR. 58 Ranger (8) Hardtop 2-dr., 
(ps); (62) sedan de Ville, $3,705*| ‘56 Century Riviera 2-dr., $1,330* (ps): | pono pa ® - 
(ps): coupe, $3.485° (ps). " Riviera 4-dr., $1,000* (ps). FORD—'58 Fairlane (8) 500 Sunliner, e- 
57 (62) conv., $2,975" (ps): coupe de| ’55 Century Riviera 2-dr., $1,195*, $830*: 035° (ps); Custom (8) 300 2 Ors ’ 
Ville, $2.675* (ps); 4-dr., $2.645* (ps);| conv. $1.065* (ps); Special Riviera| ,, 350; Custom (8) 300 2-dr.. $1200. 
coupe, $2,575* (ps). 2-dr., $890*. a Pe ag Rg Pe 
'56 Eldorado conv., $2,545* (ps); (62)| _°54 Super conv., $750* (ps). | eee te) ee ees eo 
sedan de Ville. '$2.110° (ps); coupe, | CADILLAC "56 (62) sedan de Ville, §2,-| 7. toi a oe ae 
$1,975* (ps); 4-dr., $1,695* (ps). 250* (ps). o” ag (8) oe 
’55 Eldorado conv., $1,940* (ps), $1,600*| ‘53 (62) coupe de Ville, $1,010* (ps). | 56 Ranch Wagon (8) 2-dr he ar 
(ps): (62) 4-dr., $1.450* (ps). $1,- | CHEVROLET—'59 Impala (8) Hardtop 4- (ps), $040° (ps); Mail (8) 4h 
375* (ps): coupe, $1,420* (ps); (60) dr., $2,760* (ps), $2,685* (ps), $2,565* a ¢ ae - py gens”. 
Special $1,375* (ps). (ps). ee et eee’ ; 

CHEVROLET_—'59 Impala (8) conv., $2,-| ‘58 Impala (8) Hardtop 2-dr., $2,320*| 9734 Crest (S) 2-dr.. $635". $1,660° 
700* (ps), $2.700*, $2,695* (ps); Hard- | (ps); Bel Air (8) Hardtop 2-dr., $1,-| OLDSMOBILE — °57 (88) ee ‘unt 
top 4-dr., $2,595* (ps), $2,520; Im- 880*; Hardtop 4-dr., $1,790* (ps); onlPs); (88) Super 4-dr., $1.65 = 
pala (6) 2-dr., $2,300*. Delray (6) 2-dr., $1,600. 56 (98) Holiday 4-dr.. $1.440° (ps). Si* 
’58 Impala (8) conv., $2.275* (ps), $2,-| °57 Two-ten (8) station wagon, $1,790*, we p0e, (ps); (88) Holiday 2-dr., we . 
190*, $2.175* (ps); Hardtop, $2,250°; $2,670. $1.615°; 4-dr., $1,500°,. §1.-| "85 (OS) 4dr. 2008" (pe); Holiday “tm 
Brookwood (8), $1,910* (ps); $1,850*; 380*, $1,330*, $1,320*; Bel Air (8) oma meee 
Biscayne (8) station wagon, $1.895*: Hardtop ‘2-dr., $1.775*, $1.690* (ps):| /54 (88) 4-dr., $475°. 
2-dr., $1,.605*: Biscayne (6) 2-dr., 4-dr., $1,725*; conv., $1,655*; Two- Se ee ae 2 ‘ . 
$1,575*, $1,490; Bel Air (8) Hardtop, ten (6) 4-dr., $1,625*; One-fifty (8) |PLYMOUTH—'59 Fury (8) Hardtop 2 dt, 
$1,820*, $1,625; Bel Air (6) 2-dr., $1,- 2-dr., $1,150*. $2,300° (ps); Savoy (8) 2-dr., 52.008 
655*; Delray (8) 4-dr., $1,455, $1,400. ’56 Two-ten (8) Hardtop 2-dr., $1,205*; = ate rea fe ors a 
‘57 Bel Air (8) conv., $i,775* (ps); 2-dr., $1,120*; 4-dr., $885. o-e., G0i0"; 4-dr., 9900; Baivems 
Hardtop 4-dr., $1,700* (ps), $1,530*| ’55 Bel Air (8) 4-dr., $1,050*; Two-ten| ,_(6) 4-dr., $420. 

. $1.515* ear z (8) 2-dr., $850*: 4-dr., $775* 53 Cambridge (6) 4-dr., $155. 
(ps), $1,515* (ps); 4-dr., $1,405* (ps), ) dr : r., . N 9 ae $1,- 
$1,390"; Bel Air (6) 4-dr., $1,520"; 54 station wagon, $770; Bel Air 4-dr., | PO a Super station wagon, %, 
Two-ten (8) station. wagon, $1,630*, $620; One-fifty 4-dr., $565. 4 . . : 
$1,550*; 4-dr., $1,235*; Two-ten (6)| °S3 Two-ten 2-dr., $525*, $435; Bel Air| °56 Star Chief conv., $950*; Catalina 
station wagon, $1,475*; Hardtop, $1,- 4-dr., $500*; One-fifty 2-dr., $395; 4- sme ts» $900° (ps). 
255; 2-dr., $1,190, $1,155; One-fifty dr., $345. 53 Deluxe conv., $250°. , 2 
(6) 4-dr., $1,190"; ‘station wagon, $1,-| CHRYSLER—'57 NY Hardtop 4-dr., $2,-| RAMBLER—’59 Custom (8) station waé 
185. 065* (ps); Windsor Hardtop 2-dr., $1.- ion ee. aces. 9000 

’56 Bel Air (8) station wagon, $1,365*, 040* (ps). ated a aoe : o. 
$1.290°; conv., $1,350"; d-dr., $1.295*,| "55 NY 4-dr., $1,080* (ps); Windsor 4- ee ee ee ae. 
$1,225*; Hardtop 4-dr., $1,180*; Hard- dr., ‘ ps). cen 3 y ’ . 
top 2-dr., $1,125*; 2-dr., $1,010*; Two- | DeSOTO—'57 Firesweep Hardtop 2-dr., $1,- | MISCELLANEOUS—'55 Dodge 1-ton, $575; 
ten (8) 4-dr., $1,025"; Two-ten (6) 275* (ps). Ford %-ton, $550. 
4-dr., $950*. DODGE—’56 Royal (8) Hardtop 4-dr., $1,- 
°55 Bel Air (8) Nomad, $1,135*; Hard- 245* (ps); 4-dr., $1,090* (ps). DETROIT 
top, $1,035* (ps), $845*; 4-dr., $1,020*, *55 (8) station wagon, $1,195* (ps), $1,- i 
$875*, $785* (ps); Bel Air (6) 4-dr., 155*; Coronet (8) 4-dr., $765*. Aptco Auto Auction, Sale every We: nes- 
$795; Two-ten (8) station wagon, $1,- ’54 Meadowbrook (8) 4-dr., $365*, day. Prices are for sale of Apr. 29. ; 
005*; Two-ten (6) station wagon, °53 (8) station wagon, $370*. BUICK—’57 Century conv., $1,775* ps); 
$835*; 2-dr., $740. FORD—’58 (8) station wagon, $1,670*. RM conv., $1,700* (ps); Special 2-dr., 
54 Bel Air Hardtop, $575*; 4-dr., $530*.| 57 (8) station wagon, $1,645*, $1,630%,| ,_$1,415*. so 

CHRYSLER—’57 Windsor Hardtop 2-dr., $1,625*, $1,575*, $1,355* (ps); Fair- 56 Century 2-dr., $1,065* (ps); Riviera 
$1,250* (ps). lane (8) 500 Victoria 2-dr., '$1,550* 4-dr., $1,050"; Riviera 2-dr., $530"; 
56 Windsor Hardtop, $1,150*; NY Hard- (ps); Fairlane (8) Victoria 2-dr., $1,-| ,,RM 4-dr., $940* (ps). 
top 2-dr., $1,090* (ps), $935* (ps). 500* (ps); Custom (8) 300 4-dr., $1,- 55 Special 2-dr., $475*. 

’55 Windsor 4-dr., $400*. 320*, $1,230; 2-dr., $1,195. CADILLAC—'57 (62) conv., $3,000* (ps), 
DeSOTO—'57 Firedome Hardtop, $1,555* ’56 (8) station wagon, $1,420*; Fairlane 2,810* (ps); Hardtop 2-dr., $2,810* 
(ps). (8) 4-dr., $1,125*; Victoria 2-dr., (ps); sedan de Ville, $2,460* (ps). 
56 Custom 4-dr., $910*. $955*; Custom (8) 4-dr., $935*. *56 (62) sedan de Ville, $2,155* (ps). 

DODGE—’57 Coronet (8) 4-dr., $1,310* '55 (8) station wagon, $1,095*, $9607; "55 (62) sedan de Ville, $1,365* (ps). 
(ps); Custom Royal (8) Hardtop, $1,- Fairlane (8) conv., $1,040* (ps); Vic- | CHEVROLET—’59 Impala (8) Hardtop 4- 
300°, toria 2-dr., $1,015*; 4-dr., $950*; 2- (Continued on Page 58, Col, 1) 
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THE WORLD'S FIRST TRANSISTORIZED IGNITION 
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Auto-Lite transistorized ignition. Patent applied for. 


ANOTHER REVOLUTIONARY ADVANCE 
BY AUTO-LITE RESEARCH 


The Auto-Lite transistorized ignition system is the system of the 
future . . . one of the major achievements of modern ignition engi- 
neering. It lifts voltage limitations imposed by conventional systems 
for fifty years; supplies a higher constant voltage throughout the 
entire engine speed range. And the transistorized system is unequalled 
in reliability . . . contacts last a lifetime without bluing, without 
electrical erosion. 








Advances like this come only through careful, creative research. 
At Auto-Lite, hundreds of engineers and scientists are engaged in 
programs of applied and pure research. They are moving the fron- 
tiers of science outward; turning theory into technology. And their 
developments serve many industries today . . . lay the groundwork 
for future achievements. 


Today Auto-Lite has nineteen modern laboratories devoted to 
research. Integrated teams of engineers are co-ordinated under a 


Power Plant Evaluation Laboratory . . . one of nineteen modern single authority in order to focus as much talent and experience 
Auto-Lite Laboratories devoted to creative research and engineering. as possible on every problem. 





That imaginative engineering like this benefits you is evident in 
the improved product designs, lower costs, and more efficient 


manufacturing processes offered to you by Auto-Lite. 
« THE ELECTRIC AUTO-LITE COMPANY ¢ TOLEDO 1, OHIO 
® MANUFACTURERS OF ... SPARK PLUGS + BATTERIES «+ IGNITION UNITS 


BUMPERS & GRILLES e GENERATORS ¢ WIRE & CABLE « INSTRUMENTS & GAUGES « METAL FABRICATED ASSEMBLIES « STARTING MOTORS 
LIGHTING UNITS ¢ AUTOMOTIVE FRACTIONAL MOTORS ¢ PLASTICS ¢ SCUFF PLATES « SWITCHES « SPESDOMETERS « SPEEDOMETER CABLE 
SEAT AND WINDOW MOVING MECHANISMS e WINDSHIELD WIPERS « HORNS e- GRAY IRON CASTINGS... ZINC AND ALUMINUM DIE CASTINGS 
















AUTOMOTIVE NEWS, MAY 11, 1959 


PLYMOUTH—’58 Belvedere (8) eae 
4-dr., $1,685* (ps), $1,680* (ps); Sub- 
urban (8) Custom, $1,625; Savoy (8) Model Breakdown 


Used-Car Auction Prices ‘57, Suburban. (8) Custom, $1,540*, $1,-| Of Auction Averages 


440*; $1,300*; Belvedere (6) Hardtop 
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STROMBERG 
CARBURETOR 
WINS! Sessa 


IN MOBILGAS ECONOMY RUN 


Two Dodge Coronets equipped with Stromberg* mileage than four out of six cars in the Class B 
Carburetors averaged 21.74 and 21.01 m.p.g. to 6-cylinder field. 

sweep the top two positions in Class D, the low A Stromberg-equipped Studebaker V-8 Lark 
medium-price class, during the recent Los Angeles- gave better mileage than any other 8-cylinder car 
















Kansas City Mobilgas Economy Run. in any class. 

The Stromberg-equipped winner gave better In fact, only six cars—all lighter and smaller— 
mileage than the entire lighter weight Class C_ in the entire field of 47 shaded the gasoline econ- 
field equipped with other make carburetors. omy record of these Stromberg-equipped cars. 

The Stromberg-equipped winner gave better Stromberg does give better mileage! *REG. U.S. PAT. OFF. 





Bendix-Elmira “On a 


Elmira, New York 






















56 Fairlane (8) 2-dr., $1,205, $905* 


CADILLAC—’57 (62) sedan de Ville, §2,. 


CHEVROLET — ’58 Impala (8) Haritop, 


CHRYSLER—’54 NY 4-dr., $450*. 
DeSOTO—'56 Firedome 4-dr., $1,050*, 


DODGE—’57 Royal (8) 4-dr., $1,430*. 


FORD—’'59 Fairlane (8) 4-dr., $2,170*. 


HUDSON—’55 Hornet (6) 4-dr., $525*. 
IMPERIAL—’57 Hardtop, $2,330* (ps); 4 


LINCOLN — ’56 Premiere 4-dr., $1,295* 
MERCURY—’57 Montclair Hardtop 2-dr., 


OLDSMOBILE — ’°56 (88) Holiday 4-dr., 


PLYMOUTH— 57 Savoy (8) 2-dr., $1,120*, 


PONTIAC — '53 Chieftain 2-dr., $295*; 


MISCELLANEOUS — ’57 Ford Ranchero, 


nesday. Prices are for sale of Apr. 29. 
Scarce consignment on real sharp cars. 
Prices on cars and percentage sold were 
down some from the previous week. Sold 
187 cars from 313 consignments. 


BUICK—’59 LeSabre 2-dr., $2,550*. 


CADILLAC—’58 (62) 4-dr., $3,300* (ps). 


CHEVROLET—’59 Impala (8) sport sedan, 




















































Victoria 2-dr., $1,300*, Su55* (ps)’ 
$945* (ps); 4-dr., $910*; Ranch wagon 
(8), $985, $885*, $850; Country squire 
(8), $985; Country sedan (8), $975 
$950*; Custom (8) is ar., § , 





2-dr., $1,205, $1,175*; 2-dr., $1,050*; May, 1959 Apr., March, 765, $715, $745; 2-dr., 
Savoy ta) 4-dr., '$1,050* (ps}, $1,000, | Model To Date 1960 1969 '55 Fairlane (8) 4-dr., $925, $905*, gg. 
$925; 2-dr., $940; Plaza (6) 4-dr., $2,589 $2,739 $2,610 $700; 2-dr., 2 at $855, S$810*; Vig. 
(Continued from Page 56) $900. 1,870 1,956 1,971 toria 2-dr., $925*, $835*; conv., $905, 
’56 Suburban (8), $1,075* (ps); Plaza 7 $805. 
dr., $2,620* (ps); Hardtop 2-dr., §2,- (6) 300 4-dr., $1,030. (8) 4-dr., $750. 1,354 1,352 1,334 '54 Custom (8) 2-dr., $555, $530*; dap 
590* (ps), $2,410*. ’56 Fairlane (8) conv., $1,220*; 2-dr., ’55 Plaza (8) station wagon, $700. 972 988 989 $500*, $180. . 
'58 Impala (8) conv., $2,160" (ps); 2- $990*; Country sedan (8), $1,200* | PONTIAC—’58 Star Chief Hardtop 4-dr., 738 "48 "47 ’53 Custom (8) 2-dr., $365, $290, 
dr., $2,080*; Brookwood (8) $1,825*, (ps); Parklane (8), $1,075*; Custom $2,280* (ps); Chieftain station wagon, 52 Custom (8) 2-dr., $315; conv., $395, 
$1,710*; Biscayne (8) 4-dr., $1,660; 2- (8) Victoria 2-dr., $915*; 2-dr., $795; $2,255* (ps). 464 461 461 | LINCOLN—'53 Capri 2-dr., $430*. 
r., $1,320. Custom (6) 4-dr., $770; Ranch wagon ’57 Chieftain 2-dr., $1,175*. 293 290 300 | MERCURY—’57 Voyager, $1,600; Monterey 
57 Bel Air (8) conv., $1,565* (ps); (6), $775; Main (6) 2-dr., $635. ’56 Chieftain Hardtop 2-dr., $845*. 146 194 218 4-dr., $1,355* (ps). 
Hardtop 2-dr., $1,515*; Two-ten (8) ’565 Thunderbird (8) 2-dr., $1,550; Fair- | RAMBLER—’56 Super (6) station wagon, ’55 Monterey 2-dr., $810*. 
2-dr., $1,090*, $1,070*. lane (6) conv., $745* (ps); 4-dr., $1,040. ’53 Monterey 2-dr., $465. 
’56 Bel Air (8) 4-dr., $1,025*; Two-ten $550*; Custom (6) 2-dr., $600, $590; | STUDEBAKER—’59 Lark (6) station Average $1,053 $1,091 $1, 079 | OLDSMOBILE—’58 (88) 2-dr., $2,065*, 
(8) station wagon, $1,020*; One-fifty Main (6) 2-dr., $470. wagon, $1,785. . "56 (88) 2-dr., $1,165*. 
(6) 2-dr., $490. ’53 Custom (8) 4-dr., $400. MISCELLANEOUS—’59 Ford Ranchero 55 (88) 2-dr., $1,070* (ps), $990* (pg), 
’55 Bel Air (8) conv., $875; 4-dr., $705; ’52 Ranch wagon (8), $190. pickup, $1,900*. Two-ten (6) 4dr $1,070, $1,030. $930*. $805, $775". 
2-dr., $600; Two-ten (6) 2-dr., $650°. | pincOLN—’57 Premiere conv., $2,165* ’58 Dodge (6) panel-town, $700. "58 Two-ten (8) station wagon, $1,045: ay tanaka tis ee, a 52,405°, 
CHRYSLER—'57 Saratoga Hardtop 2-dr., (ps); Hardtop 4-dr., $1,990* (ps). 2-dr., $950, $960*, $920*. "56 Belvedere (8) 2-dr. §845°. 
$1,690* (ps); Windsor Hardtop 2-dr.,| meERCURY—'58 Monterey Hardtop 4-dr., DANVILLE, VA. ‘5 Bel Air’ (8) 2-dr., $1,015, $900*,| 405 Beivedere (8) 2-dr., $70: 
° ° = *. * . . “* 
$s’ss0* Se), SA,Sre"s we — oF Gam (ps). ° s Danville Auto Auction, Sale every Wed- a aie noe’ tens $885*, $795*; Two ’54 Belvedere (6) 2-dr., $480; 4-7 
; Y Sommuter, $1,500* (ps); Montclair! nesday. Prices are for sale of Apr. 29. — “9 , $270; Plaza (6) 2-dr., $210, $145 
DeSOTO —'57 Firesweep 4-dr., $1,320*, 4-dr., $1,415*, $1,225*; Hardtop 2-dr., 54 One-fifty 4-dr., $530, $370. N Jaane? Chief 2-d 
A normal sale in all respects with high s ‘ ° PONTIAC—'56 Star ief 2-dr., $935¢ 
$1,110*; Hardtop 2-dr., $1,200* (ps). $1,325* (ps); Monterey Hardtop 2-dr., sales percentage 53 Bel Air 2-dr., $450*, $380. (ps). 
’56 Fireflite 2-dr., $1,140* (ps); Hard- $1,345". aaened : : " ’52 Deluxe 2-dr., $275, $260. 55 Chieftain 2-dr., $880* (ps), $7559. 
top 2-dr., $1,025* (ps). ’56 Custom 2-dr., $690* BUICK. '57 Special 4-d7.. $1,500". .05¢; | CHRYSLER—'58 NY 2-dr., $2,280° (ps). Star Chief 4-dr., $775* (ps). ; 
55 Fireflite 4-dr., $750* (ps); Firedome| '55 Montclair 2-dr., $820* (ps); Hard- = as he (pe), § * | DODGE—’53 Coronet (8) 4-dr., $245*. 54 Chieftain (8) Catalina, $295*, 
4-dr., $645*. top 2-dr., $690*; Monterey 4-dr., $550*. nee a r., $790*. F OR D—’59 Thunderbird 2-dr., $3,545* | RAMBLER—’58 (6) 4-dr., $1,605 
DODGE—'57 Coronet (8) conv., $1,650*| NASH—’55 Statesman (6) Hardtop 2-dr., | CADILLAC—’57 (62) coupe de Ville, $2,- (ps). ’57 Super (6) sedan, $1,180. 

(ps); 4-dr., $1,290*; Royal (8) 4-dr., $370. 755* (ps). ’58 Fairlane (8) 500 4-dr., $1,710, $1,-| WILLYS—’57 Jeep (4) 2-dr., $560. 
$1,200. OLDSMOBILE — ’59 (88) Holiday 2-dr., | CHEVROLET—’59 Impala (8) conv., $2,- 605; Country sedan (8), $1,680*. "53 Jeep (6) station wagon, $140. 
’55 Royal (8) 4-dr., $745*. $2,800* (ps); Holiday 4-dr., $2,700*. 675; 4-dr., $2,395. ’57 Country sedan (8), $1,490*; Fairlane | MISCELLANEOUS—'56 GMC 1+.-ton pick. 
FORD—'58 Fairlane (8) 4-dr., $1,550*; "58 (88) conv., $2,350* (ps). ’58 Corvette, $2,405; Bel Air (8) 4-dr., (8) 500 4-dr., $1,490* (ps), $1,365*, up, $755; Chevrolet delivery sedan 

Custom (8) 300 2-dr., $1,500*, $1,430*, 57 (88) 2-dr., $1,515*, $1,375*. $1,830* (ps), $1,780*; Biscayne (8) $1,355* (ps); 2-dr., $1,405*; Ranch $555. 
$1,400*, $1,375; 4-dr., $1,430*, "55 (88) Super Holiday 4-dr., $910*; 2-dr., $1,440, $1,365*; Biscayne (6) wagon (8), $1,435*, $1,280, $1,115; ’53 Ford pickup, $455; GMC panel, $155, 
’57 Country sedan (8), $1,405*; Fairlane 4-dr., $760* (ps); (98) 4-dr., $815* 4-dr., $1,405. Fairlane (8) 2-dr., $1,405* (ps), $1,- ’52 Chevrolet pickup, $335. 
(8) 500 Victoria 2-dr., $1,370*; Custom (ps). ’57 Bel Air (8) conv., $1,725* (ps); 4- 195; 4-dr., $1,265*; Custom (6) 300 
(8) 300 4-dr., $1,195*, $1,100; 2-dr.,|]; PAC K A R D—’55 Patrician 4-dr., $750* dr., $1,565*, $1,500, $1,375*; 2-dr., 2-dr., $955, $880; Main (8) 2-dr., MASON CITY IA. 
$1,080, $1,050, $1,045, $1,000; Custom (ps). $1,280; Two-ten (8) 2-dr., $1,280*; $915*. “ 4 9 a 


Central States Auto Auction. Sale every 


Wednesday. Prices are for sale of Apr, 2%. 
No lack of optimism for a big season 
ahead. Big percentage changing hands. 
Market strong. Sold 121 cars from 153 
consignments. 


BUICK — '57 RM Riviera 4-dr., $1,650 





(ps). 

"56 Special Riviera 4-dr., $945* 

’55 Special Riviera 2-dr., $1,000* (ps), 
"54 Super Riviera 4-dr., $410* (ps), 
53 RM Riviera 2-dr., $325* (ps). 


800* (ps). 
"55 (62) coupe, $1,250* (ps). 


$2,020* ,$2,020; Brookwood (8) 4-dr., 


$1,900*. 

’57 Bel Air (8) conv., $1,710* (ps); 
Two-ten (8) station wagon, $1,390*; 
4-dr., $1,330, $1,250*, $1,225. 

"56 Two-ten (8) 4-dr., $1,040*. 

’55 Bel Air (8) 4-dr., $965*; Two-ten 
(8) 2-dr., $780; Delray (6) 2-dr., $775. 

"54 Two-ten 2-dr., $500*. 

"49 4-dr., $100. 


‘55 Fireflite Hardtop, $900* (ps). 
’53 Firedome 4-dr., $275* (ps). 


’56 Royal (8) Suburban, $1,100*. 
’53 Coronet (8) 2-dr., $150*. 


’58 Ranch Wagon (8) 4-dr., $1,675*; 
Fairlane (8) 4-dr., $1,685*, $1,675*, 
$1,650*. 

"57 Custom (8) 4-dr., $1,010*; Custom 
(6) 300 2-dr., $1,000. 

’56 Fairlane (8) Victoria, $1,050*. 

’55 Custom (8) 4-dr., $800*, $675*. 

’54 Custom (6) 4-dr., $410. 


dr., $2,020* (ps). 
(ps). 


$1,525* (ps). 

56 Montclair Hardtop 4-dr., $1,190*, 
$1,170*. 

"52 Monterey 4-dr., $220*. 


$1,275* (ps). 
’54 (98) 4-dr., $715*; (88) 4-dr., $695*. 
"52 (88) Super Holiday 2-dr., $415*. 


$1,060*; Plaza (8) 4-dr., $820. 
’55 Plaza (6) 4-dr., $640*%; Savoy (6) 
4-dr., $620* 


conv., $240*. 
52 Deluxe Catalina, $190*. 


$1,150. 
’°55 GMC pickup, $375. 
"50 Ford %-ton pickup, $340. 


FLINT 


Flint Auto Auction Inc. Sale every Wed- 


’58 RM 2-dr., $2,550* (ps); Special 
conv., $2,325* (ps). 

’57 Special station wagon, $1,800* (ps), 
$1,790*; Riviera 2-dr., $1,650* (ps); 
Riviera 4-dr., $1,520*, $1,500* (ps); 
4-dr., $1,435*; Super Riviera 2-dr., 
$1,475* (ps). 

"56 RM Riviera 4-dr., $1,200*; Century 
Riviera 4-dr., $1,100*; Riviera 2-dr., 
$1,045*; Super Riviera 2-dr., $1,060* 
(ps); Riviera 4-dr., $990* (ps); Spe 
cial conv., $960*; Riviera 2-dr., $950*. 

’55 Special conv., $935*; Riviera 2-dr., 
$695*; 4-dr., $595*; Century Riviera 
2-dr., $835* (ps); 4-dr., $780*, $725°. 

’54 Century Riviera 2-dr., $425*; Super 
Riviera 2-dr., $285*; Deluxe Riviera 
2-dr., $255*. 

’53 Super Riviera 2-dr., $270. 

’52 Super 4-dr., $100. 


’56 (62) sedan de Ville, $2,050*. 
’54 (62) coupe de Ville, $1,400*. 
"52 (62) 4-dr., $340*. 


$2,550* (ps), $2,456*; conv. 2,170* 
(ps), $2,150*; Brookwood (8); $1,850*; 
Bel Air (6) 2-dr., $1,700*. 

’57 Bel Air (8) station wagon, $1,725° 
(ps); 2-dr., $1,380%; 4-dr., $1,050; 
Two-ten (6) station wagon, $1,435; 
Two-ten (8) 4-dr., $1,225*, $1,200*; 
2-dr., $1,215*, $1,190*, $1,180*. 

’56 Bel Air (8) 2-dr., $1,165; 4-dr., 
$955*; Two-ten (6) 4-dr., $965*, $875; 
2-dr., $745, $705; Two-ten (8) 2-dr., 
$945*; 4-dr., $885* (ps), $835*, $785*; 
One-fifty (6) 2-dr., $815, $725*; One- 
fifty (8) 2-dr., $705; 4-dr., $575. 

‘55 Bel Air (8) station wagon, $955*; 
2-dr., $935*, $845*, $810, $710*; 4-dr., 
$910*, $870*; conv., $870*%; Two-ten 
(8) station wagon, $905*, $675, $560; 


(Continued on Page 60, Col. 1) 
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Three great editorial forces in modern America have 





built these great national circulations 


U.S. CIRCULATIONS DERIVED FROM LATEST PUBLISHERS’ STATEMENTS" 


LIFE 5,802,916 
LOOK 5,459,892 
POST 5,326,212 





16,589,020 


These national circulations penetrate deeply into 
each state to provide powerful local coverage. 


In 39 of 48 states, the combined paid circulations 
of LIFE, LOOK and POST exceed that of the largest 
daily newspaper in each state. 


OF LARGEST DAILY LOOK-LIFE-POST 


IN-STATE 
CIRCULATION 
NEWSPAPER IN 
STATE EACH STATE 
Alabama 178,845 
Arizona 108,269 
Arkansas 86,184 
California 469,406 
Colorado 224,362 
Connecticut 117,799 
Delaware 65,159 
Florida 254,614 
Georgia 245,351 
Idaho 32,288 
lilinois 725,630 
Indiana 205,712 
lowa 212,605 
Kansas 101,346 
Kentucky 193,051 
Louisiana 175,795 
Maine 72,823 
Maryland 219,929 
Massachusetts | 280,180 
Michigan 456,641 
Minnesota 275,965 
Mississippi 45,274 
Missouri 324,866 
Montana 31,215 
Nebraska 108,330 
Nevada 22,101 


CIRCULATION 
BY STATE 


149,260 
111,645 
83,375 
1,691,675 
192,860 
326,987 
55,114 
463,010 
209,208 
69,263 
989,521 
489,329 
272,811 
249,443 
182,392 
152,149 
111,999 
291,590 
671,553 
757,198 
345,428 
74,089 
357,468 
93,677 
153,868 
32,159 


New Hampshire 


New Jersey 
New Mexico 
New York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 

Utah 
Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 


48-STATE TOTAL 


4@-STATE TOTAL 
PLUS 


DISTRICT OF 
COLUMBIA 


IN-STATE 
CIRCULATION 


OF LARGEST DAILY 


NEWSPAPER IN 
EACH STATE 


203,651 
83,393 
30,655 

132,441 

211,965 
69,273 

350,815 
14,056 


10,021,243 


10,173,681 


LOOK-LIFE-POST 


CIRCULATION 
BY STATE 


78,895 
638,462 
76,643 
1,758,030 
239,625 
65,060 
1,028,059 
196,747 
208,871 
1,122,631 
101,376 
95,461 
71,439 
194,832 
715,642 
82,376 
49,063 
298,499 
340,419 
130,687 
375,478 
42,480 


16,487,846 


16,589,020 











LOOK, LIFE, POST vs. LARGEST DAILY NEWSPAPERS 








a States in which LOOK, Life and Post deliver more paid circulation 
than the largest daily newspaper in each state. 39 states, account- 
ing for 88.6% of U. S. population. 


States in which the largest daily newspaper delivers more paid cir- 
culation than LOOK, Life and Post. 9 states and District of Colum- 
bia, accounting for 11.4% of U. S. population. 


2K National and state circulation figures for Look, Life and Post are based by LooK on 
U. S.-to-total and state-to-total percentage figures (in publishers’ latest single-issue 
analyses) as applied to average total circulations for second half, 1958, issues. In-state 
newspaper circulations are based on state-to-total percentage figures as adjusted in an- 
nual newspaper audits and applied to average total circulations for third quarter, 1958, 
or latest available period. Hawaii and Alaska are not included in circulation figures. 
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Used-Car Auction Prices 


(Continued from Page 58) 





2-dr., $640*, $635*, $610, $600*, $570; 56 Premiere 4-dr., $1,300*. 
4-dr., $490*, $480*; Two-ten (6) 2-dr., ’55 Capri 4-dr., $565°*. 
$625°. MERCURY — '56 Montclair 2-dr., $935* 

’54 Bel Air 2-dr., $405*. (ps); Monterey 4-dr., $700*. 

53 Two-ten 4-dr., $260°, $240, $180; ’55 Monterey 2-dr., $730*; 4-dr., $230*. 
2-dr., $260; Bel Air 4-dr., $185. ’53 Custom 4-dr., $190. 

°52 Deluxe 4-dr., $125*. NASH — ’56 Statesman Super (6) 4-dr., 

DODGE—’56 Coronet (8) 2-dr., $780*. $760. 

’55 Coronet (6) 2-dr., $515; 4-dr., $310*; | OLDSMOBILE — '59 (88) 2-dr., $2,820* 
Royal 4-dr., $500*. (ps). 

’53 Coronet (6) 2-dr., $180*. "56 (98) conv., $1,300*; 4-dr., $1,065, 

FORD—’58 Thunderbird (8) 2-dr., $3,- $1,025* (ps); (88) 2-dr., $1,025*. 
040* (ps); Fairlane (8) 500 4-dr., $1,- "55 (88) 4-dr., $800* (ps); 2-dr., $666, 
790*; Custom (8) 300 4-dr., $1,400. $600. 

’57 Fairlane (8) 500 4-dr., $1,525*, $1,- ’54 (88) Super 2-dr., $310*. 
350°, $1,155; 2-dr., $1,355*; Custom 53 (88) 4-dr., $110*. 

(8) 2-dr., $1,250*; 4-dr., $710; Cus-| PACKARD—’'55 Clipper 2-dr., $500*; Pa- 
tom (6) 2-dr., $925, $910; Custom (8) trician 4-dr., $395* (ps). 

300 2-dr., $1,110; Fairlane (8) 2-dr.,| PLYMOUTH—’58 Fury (8) 2-dr., $1,825* 
$1,105. (ps); Plaza (8) 4-dr., $1,220. 

’56 Country Sedan (8), $995, $875*; Mail ’57 Belvedere (8) 4-dr., $1,125*; Savoy 
(6) 2-dr., $790; Custom (8) station (8) 4-dr., $1,065*, $875; station wag- 
wagon, $725*; 2-dr., $440*; Fairlane on, $1,000. 

(8) 2-dr., $620. ’55 Belvedere (8) 4-dr., $425*. 

’55 Custom (8) 2-dr., $720, $550; 4-dr., ’54 Belvedere (6) 4-dr., $385*; 2-dr., 
$665*; Fairlane (8) 2-dr., $645; Fair- $180*. 
lane (8) 500 2-dr., $640*; 4-dr., | PONTIAC—’58 Chieftain 2-dr., $1,850*. 
$375; Mail (6) 2-dr., $300. ’57 Chieftain 2-dr., $1,505*, $1,370*; 

’54 Country Squire (6), $465 (ps); Cus- Super 2-dr., $1,355*. 
tom (8) 4-dr., $360*. "56 Star Chief Catalina, $1,065* (ps); 

’53 Custom (8) 2-dr., $235. Chieftain 2-dr., $825*; 4-dr., $705*. 

’52 Custom (8) 2-dr., $280. ’55 Chieftain 4-dr., $580*; 2-dr., $280. 

HUDSON—’56 Wasp 4-dr., $520°*. "53 Deluxe (8) 2-dr., $335; Deluxe (6) 
IMPERIAL—’57 Crown 4-dr., $2,265* (ps). 4-dr., $260. 
LINCOLN—’57 Capri 4-dr., $2,080* (ps), | RAMBLER—Station wagon (8), $2,070. 
$2,000* (ps). ’57 station wagon (8), $1,500*, $1,370*; 
Super (8) 4-dr., $1,200. 
*53 Super (6) 2-dr., $215. 
’52 station wagon (6) 2-dr., $200. 


—— Commander (8) 4-dr., 
975. 


K.C. Auto Auction 


’55 Commander (8) conv., $655*. 
Has New Home MISCELLANEOUS—’55 Ford %-ton pick- 
, $400. 
KANSAS CITY.—The 18-year-old} “™ * 
Kansas City Auto Auction Co, has CHICAGO 
moved into a new 8,400-square-toot Greater Chicago Auto Auction. Sale 


headquarters on a four-acre tract 
at 1100 Elmwood Ave. 


The firm’s previous quarters at 


every Thursday. Prices are for sale of 
Apr. 30. Sold 389 cars from 608 consign- 
ments. 


BUICK—’59 Invicta 4-dr., $2,935* (ps): 
1900 Truman Rd. were abandoned 2-dr., $2,920*. - 
to make way for a highway project.| [58 Special 2-dr., $1,720*. 
y Bg ¥ proj ’57 RM conv., $1,585* (ps); Special Ri- 
The firm was founded in 1941 by viera 4-dr., $1,490*; Riviera 2-dr., $1,- 
the late R. L. Hamilton and J, E. “oh aa ee oie. tener 2 
: : ol entury viera 2-dr., ’ Ps); 
Colvin and now is owned by Ham Super Riviera 2-dr., $1,055* (ps), $1,- 
ilton’s brother, Ira. He purchased 000* (ps), $910* (ps); RM Riviera 4- 
Colvin’s interest in 1954, The firm okt $1.005° —:. gese*, seen 
® uper viera -ar., ’ 
handles about 500 cars each Wed (ps), $815*; 4-dr., $775* (ps). $405* 
nesday. Special Riviera 2-dr., $885*; 2- 


(ps); 


Feecoqnition 


Recognition of the 


NADA 
USED CAR GUIDE 


as the authority in the used 
car market is well known... 
and with good reason 














FIRST IT’S LOCAL—published in 8 re- 
gional editions, to give the complete 
picture of conditions in your own 
trading area. 


IT’S CURRENT—published every 
thirty days, to give you the facts and 
figures you need in your business 
every day. 


IT’S COMPLETE—gives you the 


average wholesale value, average 
retail value and (in most areas) the 
average loan value. 


Frecoqnition 


® New scale drawings of most imported cars 
makes recognition easier than ever before. This 
is in addition to visual identification features 
of domestic (1953-1959) makes and models. 


WITH ALL ITS 
SPECIAL FEATURES 


SECOND 


THIRD 


Quantity Prices on Request 





NATIONAL AUTOMOBILE DEALERS 
Usep Car Guipe Co. 


a Washington 6 








OO K Street va | 2 RR & 












AUTOMOTIVE NEWS, MAY 11, 1959 


dr., $460*; Century Riviera 2-dr., 
$675*. 

’54 Special conv., $625* (ps); 4-dr., 
$460*; Century Riviera 2-dr., $475* 
(ps). 

’53 Super 4-dr., $235*. 


CADILLAC—’58 (62) coupe de Ville, $3,- 
650* (ps). 

57 (60)° Special 4-dr., $2,840* (ps); 

(62) sedan de Ville, $2,650* (ps), $2,- 


605* (ps); coupe de Ville, $2,640* 
(ps), $2,540* (ps); conv., $2,600* 
(ps). 

56 Eldorado Seville, $2,180* (ps); (60) 


Special 4-dr., $1,800* (ps). 

’55 (60) Special 4-dr., $1,600* (ps); 
sedan de Ville, $1,455* (ps). 

"54 (62) sedan de Ville, $1,225* (ps). 

"53 (62) sedan de Ville, $570* (ps). 

CHEVROLET—’59 Bel Air (8) 4-dr., 

175*; Brookwood (6) 4-dr., $2,175. 

59 Impala (8) coupe, $2, 235° (ps), 
100*, $2,000*; conv., $2,195* 
$2,145* (ps), $2,130* (ps), 
(ps); Brookwood (8), $1,850* 
Bel Air (6) Hardtop 4-dr., 
(ps); conv., $1,670*; Bel Air (8) 
Hardtop 2-dr., $1,800* (ps), $1,705*, 
$1,660*; Hardtop 4-dr., $1,750* (ps), 
$1,730* (ps); 4-dr., $1,710*; Biscayne 
(8) 4-dr., $1,750* (ps), $1,700*, $1,- 
595* (ps), $1,450, $1,420, $1,410* (ps); 
Biscayne (6) 4-dr., $1,490, $1,485. 

’57 Bel Air (8) Hardtop 4-dr., $1,605*, 
$1,500*, $1,340*, $1,100*; Hardtop 2- 
dr., $1,425*; 2-dr., $1,175*; Bel Air 
(6) Hardtop 2-dr., $1,350; Two-ten (8) 


(62) 


$2,- 


$2,- 
(ps), 
$2,100* 
(ps); 
$1,830* 


Hardtop 4-dr., $1,290*; Hardtop 2-dr., 
$1,290*. 

’56 Bel Air (8) 4-dr., $1,225*; Hardtop 
4-dr., $1,200, $800*; Hardtop 2-dr., 
$1,200* (ps), $1,070*; One-fifty (6) 
2-dr., $755. 

55 Bel Air (8) station wagon, $1,195*, 
$1,050**; conv., $975*, $925*; 4-dr., 
$865*, $860*; Hardtop 2-dr., $710*; 
Bel Air (6) Hardtop 2-dr., $960; Two- 
ten (8) 4-dr., $725*; Two-ten (6) 
4-dr., $465. 

’54 Bel Air 2-dr., $585*; Two-ten 4-dr., | 
$315*. 

’53 Two-ten 2-dr., $305. 

CONTINENTAL —'54 Mark VII 4-dr., 
$630. 

CHRYSLER—’57 NY Hardtop 4-dr., $1,- 
590* (ps); Windsor Hardtop 2-dr., 
$1,430* (ps). 

*55 NY Deluxe St. Regis, $1,000* (ps); 
Windsor 4-dr., $725* (ps), $425*. 


DeSOTO—’57 Firedome Sportsman 2-dr., 


$1,530* (ps); Sportsman 4-dr., $1,- 
460* (ps). 

’56 Fireflite Sportsman 4-dr., $1,200* 
(ps). 

DODGE—’58 Coronet (8) 4-dr., $1,775* 
(ps); Lancer 2-dr., $1,685* (ps), $1,- 
600* (ps); Suburban (8) 2-dr., $1,- 
750*; Custom Royal (8) 4-dr., $1,700* 
(ps). 

"57 Custom Royal (8) Lancer, $1,520* 
(ps); Coronet (8) Lancer 4-dr., $1,- 
125°. 

*56 Royal (8) 4-dr., $745*. 

"6565 Royal (8) 4-dr., $830*; Coronet (6) 
4-dr., $710, $475*. 

EDSEL—’ 58 Citation Hardtop 4-dr., $1,- 
750° (ps). 

FORD — '59 Galaxie (8) Victoria 2-dr., 
$2,420* (ps). 

"58 Thunderbird, $3,550* (ps), $3,400* 
(ps), $3,065* (ps); Fairlane (8) 500 
Retractable, $2,140* (ps), $1,890* 
(ps); Victoria 4-dr., $1,630* (ps), $1,- 
550°, $1,495* (ps); 2-dr., $1,470*; 
Custom (8) 4-dr., $1,080* 


57 Fairlane (8) 500 Retractable, $1,715* 


(ps); conv., $1,605*; Victoria 4-dr., 
$1,350*, $1,300*; Victoria 2-dr., $1,- 
325*, $1,220* (ps), $1,050* (ps); Fair- 
lane (8) Victoria 2-dr., $1,350* (ps); 
4-dr., $1,220*; 2-dr., $1,210*; Ranch 
wagon (8), $1,125; Custom (8) 300 
2-dr., $1,100*, $1,060*, $940, $915, 
$900, $800*; Custom (8) 4-dr., $900*, 
$845*. 

’56 Fairlane (8) conv., $1,250* (ps); 
Victoria 2-dr., $1,025*, $940*, $855°, 
$835; Ranch wagon (6), $1,000; Coun- 
try sedan (8) 4-dr., $940*; Fairlane 
(6) 4-dr., $900*, $725*; Custom (6) 
2-dr., $700*, $695 (ps); Custom (8) 
4-dr., $595. 

55 Country sedan (8) 4-dr., $700*; 
Fairlane (8) 4-dr., $605*; Country 
Squire (8), $630; Custom (6) 2-dr., 
$510. 

"54 Crest (8) Victoria, $460*; 4-dr., 
$380*; Custom (6) 2-dr., $275. 

’53 Crest (8) Victoria, $525°, $405; Cus- 
tom (6) 2-dr., $390; Custom (8) 2-dr., 
$350*; 4-dr.. $260. 

HUDSON—’55 Wasp (6) Hollywood, $335*; 
Hornet (8). 4-dr., $315*. 

IMPERIAL—’57 Southampton 2-dr., $2,- 
280* (ps). 

LINCOLN—’57 Premiere Landau, $2,000* 
(ps). 

"56 Premiere 4-dr., $1,550* (ps); Capri 
coupe, $1,205* (ps); 4-dr., $1,200°. 
MERCURY — ‘'58 Colony Park, $2,335*; 
Turnpike Cruiser, $2,250* (ps); Com- 

muter, $2,175* (ps). 

"57 Commuter, $1,850* (ps), $1,750*; 
Montclair coupe, $1,585* (ps); Mon- 
terey 4-dr., $1,450*. 

’56 Custom station wagon, $1,200*, 
$900*; Hardtop 4-dr., $880*; 2-dr., 
= Monterey coupe, $715*, $690* 
ps). 

"54 Monterey 4-dr., $500*; Custom 2-dr., 
$460*; 4-dr., $275. 

NASH—’55 Ambassador (6) 4-dr., $560; 
Country club, $550*; Statesman (6) 
4-dr., $470, $350*. 

OLDSMOBILE—'57 (88) Super conv., $1,- 
740* (ps); Holiday 4-dr., $1,490*; (98) 
Holiday 2-dr., $1,720* (ps), $1,710* 
(ps), $1,700* (ps); Holiday 4-dr., $1,- 
540° (ps); (88) 4-dr., $1,455*. 

"56 (98) Holiday 2-dr., $1,350* (ps); 
4-dr., $1,095* (ps); (88) Holiday 4- 
dr., $1,185*; Holiday 2-dr., $1,045*. 

"55 (98) Holiday 4-dr., $1,095* (ps), 
$900* (ps); Holiday 2-dr., $915* (ps); 
(88) Holiday 4-dr., $1,070* (ps); Holi- 
day 2-dr., $955* (ps), $925* (ps); 
4-dr., $855*; (88) Super 4-dr., $995* 
(ps). 

’54 (88) Super Holiday 2-dr., $885; 4- 
dr., $870*, $715* (ps), $715*; (88) 
4-dr., $510*, $465*; 2-dr., $330*. 

Se Suburban (6) 2-dr., $1,- 
430. 


*57 Belvedere (6) Hardtop 4-dr., $1,255*; 
Belvedere (8) Hardtop 2-dr., $1,170* 
(ps); Savoy (8) 4-dr., $990*; Plaza 
(8) 4-dr., $800; Plaza (6) 2-dr., $775. 

"56 Savoy (8) 4-dr., $800*; Belvedere 
(8) Hardtop 2-dr., $720*; Plaza (6) 
4-dr., $610, $590. 

’55 Savoy (8) station wagon, $690*; 4- 
dr., $500; Belvedere (8) Hardtop 2- ‘dr., 
$500* (ps); Plaza (6) 2-dr., $390. 

*54 Plaza station wagon, $400. 

PONTIAC—’58 Chieftain Safari, $2,295* 
(ps); 4-dr., $1,600*; Star Chief sta- 
tion eae $2,180" (ps), $2,155*, 


$2,1 
"57 mer Chief Catalina 2-dr., $1,605* 











(ps), $1,395* (ps); Catalina 4-dr., 
$1,570* (ps); Chieftain Catalina 4-dr., 
$1,435*, $1,340*%, $1,275*; 2-dr., $1,- 
240°. 

’56 Chieftain Catalina 2-dr., $880* (ps), 
$795*; 2-dr., $685*, $600*; 4-dr., 
$550*; Star Chief Catalina 2-dr., $810* 
(ps). 

’54 Star Chief Catalina - $505°, 
$325*; Chieftain 4-dr., $450 

’53 Chieftain Catalina 2- z=: $345*, 
$290*. 

RAMBLER—’58 Super Cross Country, $1,- 
625*; 4-dr., $1,460*. 

’57 Ambassador (8) Country Club, $1,- 
215°. 

’55 Custom (6) Cross Country, $710, 
$550, $535. 

STUDEBAKER — ‘56 Silver Hawk (8), 
$935*. 

’53 Champion (6) 4-dr., $200. 

DYER, IND. 


Len Pollak’s Dyer Auto Auction. Sale 
every Friday. Prices are for sale of May 1. 
Nicest day of the year and the buyers 
had spring fever. Sold 241 cars out of 380 
consignments. 


BUICK—’56 Century Riviera sedan, $1,- 
105* (ps); Super 4-dr., $895* (ps). 
55 Special 4-dr., $755*, $600*; Super 
4-dr., $735* (ps). 

54 Super 4-dr., $390*; Special Riviera 
sedan, $315*, $300*; Special 4-dr., 
$200*. 


Used Imported 
Cars 


Albany 


Fiat—’57 station wagon, $740. 


Goliath—’58 4-dr., $760. 
Metropolitan—’58 Hardtop 2-dr., $1,150. 
Opel—’56 Kaptine 4-dr., $650. 
Renault—’57 Dauphine 4-dr., $730. 
Volkswagen—’58 sunroof 2-dr., $1,300. 


Atlanta 


Volkswagen—'59 2-dr., $1,720. 
’57 2-dr., $1,300, $1,290. 


Bordentown, N. J. 


Austin—’56 2-dr., $1,550. 

DKW—’59 Hardtop, $1,450. 

Metropolitan—’'54 Hardtop, $485. 

Morris—'50 Minor 4-dr., $165. 

Renault—’'57 4-dr., $835*. 

Volkswagen—'57 2-dr., $1,175, $1,100, $1,- 
075. 


Chicago 
Jaguar—’55 XK140 Roadster, 
*54 Mark VII, $630. 
Volkswagen—’58 2-dr., $1,350. 
"56 2-dr., $955. 


Danville, Va. 


Volvo—’'58 2-dr., $1,415. 


Detroit 


(English)—’58 Zephyr 4-dr., $1,220. 
$610. 


$1,695. 


Ford 

Metropolitan—'54 2-dr., 

Skoda—'57 2-dr., $775. 

Volkswagen—’58 2-dr., $1,270. 
'57 2-dr., $1,360. 


Dyer, Ind. 


Borgward—'58, $1,575. 
Fiat—’58 4-dr., $1,000. 
Morris—’57 Minor, $775. 
Volkswagen—’'58, $1,530. 


Ebensburg, Pa. 
Metropolitan—’57 2-dr., $800. 
Flint 
Metropolitan—’58 2-dr., $1,160. 


Florida 


Borgward—’59 2-dr., $1,585. 
Ford (English)—'58 Prefect 4-dr., $1,025; 
Squire 2-dr., $925. 


Kansas City 


Metropolitan—'55 2-dr., $455. 
"52 van, $235. 
Los Angeles 


Austin—’59 Healey, $1,660. 
’55 Healey Roadster, $1,235. 
Citroen—’58 DS-19, $1,485. 
Fiat—'57 4-dr., $965. 
Hillman—’'57 Minx 4-dr., $970. 
MG—’58 MGA Roadster, $1,655. 
"52 MGA Roadster, $525. 
Metropolitan—’'55, $575. 
Renault—’58 Dauphine 4-dr., 
’57 Dauphine 4-dr., $860. 
"55 4-dr., $385. 
Simea—’57, $1,020. 
Thames—’57 van, $555. 
Triumph—’55 TR2 roadster, $1,100. 
Vauxhall—’58 4-dr., $1,235. 
Volkswagen—'59 Karmann-Ghia, $2,600; 
2-dr., $1,725. 
*58 Sunroof 2-dr., $1,330; 2-dr., $1,295; 
Kombi bus, $1,100. 
’56 Sunroof 2-dr., $1,200; 2-dr., $1,150, 
$1,050. 
’53 2-dr., $500. 


Mason City, Ia. 


$1,175. 


Volkswagen — '57 delivery van, $1,100; 
sedan, $1,050. 
Nashville 


MG—’58 conv., $1,695. 
Volkswagen—’58, $1,445. 


New York City 


Ford (English)—’'54 Zephyr 2-dr., $385. 


Portland, Ore. 


BMW—’'59 2-dr., $1,025. 
Goliath—’'59 2-dr., $1,190. 
Volkswagen—’57 Karmann-Ghia, 


Seattle 


Austin—’56 4-dr., $360. 

Hillman—’53 4-dr., $374. 

Jaguar—’'52 4-dr., $380. 

Metropolitan—’54 hardtop, $575. 

Volkswagen—’58 Karmann-Ghia, $2,175. 
*57 Karmann-Ghia, $2,735; 2-dr., $1,335. 
"56 2-dr., $1,360, $1,245. 
"55 2-dr., $850. 


$1,695. 








’53 Super Riviera sedan, $2609 
(ps), $255* (ps); Super 4-dr., $2390 
$200, $160*, $145°, 2 at $130°. 
ADILLAC—'59 (62) coupe, $4,750* ( ), 

One (62) Hardtop 4-dr., $2,665* (pg), 

’55 (62) coupe, $1,400* (ps). 

’54 (62) conv., $1,200* (ps) 

CHEVROLET—’58 Impala (8) coupe, $2,. 
250* (ps); Bel Air (8) conv. $2,209¢ 
(ps); Delray (8) 2-dr., $1, 365, 

"57 Corvette, $2,305; Bei Air (8) 4-dr,, 


$265*, 


$1,100* (ps); Two-ten (8) 2-dr., $990, 
$970. 

56 Bel Air (6) 2-dr., $870"; Two-ten 
(8) 2-dr., $855, $650. 

’55 Bel Air (6) 2-dr., $755*, $580*; By 
Air (8) 4-dr., $600*; Two-ten’ (6) 
4-dr., $695*, $650; station wagon, 
$600; One-fifty (8) 2-dr., $400. 

’54 Bel Air 4-dr., $570*; One-fifty 4-dr,, 


$530*. 

CHRYSLER—’56 NY coupe, $1,075*. 

DeSOTO—’'56 Firedome coupe, $965* (pg), 

DODGE—’57 Coronet (8) coupe, $1,309 
(ps). 

’56 Royal 4-dr., $605". 

EDSEL—’58 Ranger 2-dr., $1,250. 

FORD—’57 Fairlane (8) 500 Victoria 4. -dr,, 
$1,345*, $1,300* (ps); Fairlane (8) 599 
4-dr., $1,250*%; Fairlane (8) 4.dr, 


$900*; Custom (6) station wagon, $1,. 
025; Custom (6) 300 2-dr., $1,000. 
"56 Thunderbird, $1,925* (ps); Custom 
(6) station wagon, $900* (ps); Pair. 
lane (8) 2-dr., $755*; conv., $625*. 

55 Ranch Wagon (6), $675; Fairlane 

(8) Victoria sedan, $670*; Crown Vic. 
toria sedan, $655*; Custom (8) 4-dr, 
$535, $495, $390. 

’54 Custom (8) 4-dr., $500, $405, $230; 

Main (8) 2-dr., $260. 
IMPERIAL—’57 conv., $2,350* (ps). 
MERCURY — ’57 Monterey coupe, $1,399* 

(ps), $1,290*; conv., $1,190* (ps). 

’56 Montclair coupe, $1,010*, $745*, 

$705*; Custom 2-dr., $540. 

55 Custom station wagon, $905*; Mon- 

terey 4-dr., $550*. 

’54 Custom 2-dr., $270. 

NASH—’53 coupe, $250. 
OLDSMOBILE — '58 (88) Holiday sedan, 
$2,195*. 

’57 (88) Holiday sedan, $1,650* (ps). 

"56 (98) conv., $1,600* (ps) 

’55 (88) Holiday sedan, $520* 

’54 (88) Holiday sedan, $405* (ps). 
PACKARD—'55 400 coupe, $600* (ps) 
PLYMOUTH—’ 57 Savoy (6) 4-dr., $785*. 

'56 Plaza (6) 4-dr., $420. 

’55 Savoy (6) 2-dr., $250*, $250 


’54 Belvedere (6) 4-dr., 
2-dr., $240. 
PONTIAC—’56 Star Chief Catalina 4-dr., 
$1,135* (ps). 
’56 Star Chief 
4-dr., $585*. 
’55 Chieftain coupe, 
on. $490°*. 
STUDEBAKER—'59 Lark 2-dr., 
'57 Commander 2-dr., $995. 
WILLYS—’'53 Jeep, $420. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Apr. 30 
Many models are in demand, mostly 53-56 
Ford, Chevrolet, Plymouth. Ford 6-cylinder 


$345; Savoy (6) 


2-dr., $660; Chieftain 


$695*; station wag- 


$1,525. 


with automatic are hard to find, and 
selling well. 57 Fords moving well. Sold 
65 cars from 83 consignments. 
BUICK—’57 Super 4-dr., $1,475* (ps). 
'56 Special Riviera 4-dr., $1,005. 
’55 Super Riviera 2-dr., $775* (ps). 
’54 Super Riviera 2-dr., $425*. ; 
CHEVROLET—’57 Bel Air (8) Hardtop 
4-dr., $1,335*%; Two-ten (6) 4-dr., 
$705. 
'55 Two-ten (6) Hardtop 2-dr., $770; 
One-fifty (6) 4-dr., $505. 
’54 Bel Air 4-dr., $450. 
CHRYSLER—’56 NY Hardtop 2-dr., $1,- 
020* (ps). 
’55 Imperial 4-dr., $890* (ps); NY 
Hardtop, $775* (ps). 
DeSOTO—'54 Firedome (8) 4-dr., $290*, 


$170°. 
DODGE—’ 57 Coronet (8) Hardtop, $1,215*. 
EDSEL—’58 station wagon (8), $1,480*. 
FORD-—~'57 Custom (8) 300 4-dr., $1,060; 
2-dr., $1,000. 
‘56 Fairlane (8) 500 4-dr., $900* 
1) 


(Continued on Page 62, Col. 


(ps); 





MASKING TAPE 


FRESH STOCK 
¥%” x 60 YARDS 


F.0.B. $ 80 Per C 
DETROIT 1 6 (48 Rolls) 


CHECK WITH ORDER 
Sample Roll 40c 


UNIVERSAL 
SURPLUS CORP. 


7600 E. 7 Mile Road 
DETROIT 34, MICHIGAN 


[Need sates LIFT? | 
i I 


Try the—Hard Sell— 


CHISHOLM SYSTEM 
of HOT Prospecting 


%& It gives management the tools 
to develop and train profit produc- 
ing salesmen—shows how to get 
prospects. 


%& Gives positive control of owner 
contacting. 


%& Used by successful auto dealers 
of all sizes for 23 years! 


For Free Details Write 
CHISHOLM SYSTEMS 
Box 1352, Palo Alto, Calif. 
% Sas 2 SMe Rie a 






































































latest test data 
proves again: 
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Lots of contradictory claims 
have been made about this, that and the other tire cord. To clarify the situ- 
ation, a recent series of exhaustive tests pitted nylon tire cord and the other 
tire cord against the major causes of tire failure. The results of these tests 
can be duplicated and documented by anyone who also seeks the facts, 
and the facts only. Fact 1: Nylon cord tires have twice the resistance of 
the other tire cord to failure from impact damage. Fact 2: At equal speeds, 
the other tire cord builds up higher temperatures than nylon cord. What’s 
more, the other tire cord will fail from heat damage at a lower temperature 
than nylon. Fact 3: Nylon has twice the strength of the other tire. cord 
when subjected to temperatures generated by 60 mph turnpike speeds. 
Fact 4: When wet, nylon is 86% stronger than the other tire cord. Fact 5: 
A nylon carcass will roll up 25% more mileage than the other tire cord 
before failing from fatigue. The facts speak for themselves. What they 
clearly say is that in durability, strength, blowout-resistance... the 
safest cord made is nylon. Profit from the facts: Dush nylon cord tires. 


CH EMSTRAND NYLON § 


Chemstrand makes only the yarn; America’s finest mills and manufacturers do the re 


THE CHEMSTRAND CORPORATION - GENERAL SALES Conte: a rere AVENUE, aay YORK 1, N.Y. 
DISTRICT SALES OFFICES: 350 Fifth Ave., New York 1; 344 Overwood Rd., n, Ohio First A Needham Heights, Mass.; 129 West Trade St., Charlotte, N. C.; California Office: 707 
South Hill St., Los Angeles 14. Canadien Agency: Senet ,34 High Park Blvd. — aiatin a + PLANTS: CHEMSTRAND® NYLON—Pensacola, Fla.; ACRILAN® ACRYLIC FIBER_- Decatur, Als. 
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Used-Car Auction Prices 


(Continued from Page 60) 


Custom (6) 2-dr., $600. 
’55 Custom (8) 2-dr., $635. 
’54 Crest (8) Victoria 2-dr., $575*. 
’53 Crest (8) Victoria 2-dr., $275*; Mail 
(8) 2-dr., $140. 
’52 Mail (6) bus. coupe, $155. 
MERCURY—’'56 Monterey 4-dr., $975*. 
’53 Monterey Hardtop 2-dr., $275. 
OLDSMOBILE—’57 (88) Super 4-dr., $1,- 
550* (ps). 
’54 (88) 2-dr., $450, $405. 
’53 (88) 4-dr., $185°*. 
PACKARD—’56 Clipper Hardtop, $720. 
PLYMOUTH—’57 Savoy (8) 2-dr., $975*. 
56 Belvedere (8) 4-dr., $750*; Savoy 
(6) 4-dr., $410. 
’54 Savoy 4-dr., $450. 
PONTIAC—’56 Star Chief coupe, $1,000*. 
MISCELLANEOUS — ’'58 Chevrolet %-ton 
pickup, $1,240. 
’57 Ford %-ton pickup, $925. 
’50 Ford %-ton, $230. 


KANSAS CITY, MO. 


K. C. Automobile Auction Co., Inc, Sale 
every Wednesday. Prices are for sale of 
Apr. 29. 

BUICK—’57 Special 4-dr., $1,410*; Riviera 
2-dr., $1,387*, $1,125*; 2-dr., $1,120*. 

’56 Special Riviera 2-dr., $1,285*, $1,- 

157*, $1,080; RM Riviera 4-dr., $1,- 
252* (ps); Super Riviera 4-dr., $1,160* 


2-dr., $575*; Super 4-dr., $752* (ps). 
’54 Super Riviera 2-dr., $452*. 

’53 Super 4-dr., $242*. 
CADILLAC—’58 (62) coupe de Ville, 
745* (ps); conv., $3,640* (ps). 
’57 (62) sedan de Ville, $2,490* 
"55 (62) sedan de Ville, $1,560* 

$1,500* (ps). 
’53 (62) coupe de Ville, $750*. 
"52 (62) coupe de Ville, $400*. 
"51 (62) sedan de Ville, $125*. 
’49 (62) sedan de Ville, $300*, 


CHEVROLET — ’'59 Impala (8) 
$2,470*. 

"658 Impala (8) conv., 
$1,977, $1,817*; Bel 
4-dr., $1,855*; 4-dr., $1,717, $1,700*; 
Biscayne (8) 4-dr., $1,675* (ps), $1,- 
640*, $1,595*; Biscayne (6) 4-dr., $1,- 
477, $1,325*; Delray (8) 2-dr., $1,477*, 
$1,200* (ps); 4-dr., $1,345* (ps); Del- 
ray (6) 2-dr., $1,352. 

’57 Bel Air (8) Hardtop 4-dr., 
$1,500* (ps); 4-dr., $1,500*%, $1,420*, 
$1,400*; 2-dr., $1,325*; Two-ten (8) 
4-dr., 2 at $1,295*, $1,267*, $1,140, 
$1,185; 2-dr., $1,277*, $985; station 
wagon, $1,295; Two-ten (6) 2-dr., $1,- 
210, $1,207*. . 

’56 Bel Air (8) Hardtop, $1,265*, $1,- 
217*; 4-dr., $1,182*; Two-ten (6) 4- 
dr., $1,075*; Two-ten (8) 2-dr., $1,- 
060*, $1,005*, $982; 4-dr., $797. 

2-dr., 
sta- 


$3,- 


(ps). 
(ps), 


$127*. 
Hardtop, 


$2,107*; Hardtop, 
Air (8) Hardtop 


$1,695*, 





’55 Bel Air (8) Hardtop, $997*; 


(ps). 
'55 Special Riviera 4-dr., $1,010*, $675*; $885*; One-fifty (6) 2-dr., $882; 





tion wagon, $805; Two-ten (6) 4-dr., 
$777, $482. 

°54 Bel Air Hardtop, $750*; 4-dr., $572; 
station wagon, $570. 

’53 Bel Air conv., $440*; station wagon, 


$415. 
’52 Deluxe 4-dr., $307; 2-dr., $115. 
’50 Deluxe 2-dr., $147. 
CHRYSLER—’57 Windsor Hardtop, $1,- 
560* (ps); 2-dr., $1,537* ¢ps). 

"55 NY (8) 4-dr., $830° (ps); Windsor 
Hardtop, $625* (ps). 

"53 Windsor (6) 4-dr., $310*. 

DeSOTO—’57 Firedome 4-dr., $1,480* (ps). 

’56 Firedome 4-dr., $872*. 

’55 Firedome 4-dr., $780*. 

’53 Firedome 4-dr., $152*. 

DODGE—’57 Coronet (8) 4-dr., $1,260*. 

"55 Royal (8) 4-dr., $995* (ps); Hard- 
top, $717*. 

’52 Coronet (6) 2-dr., $120. 

FORD—’59 Thunderbird, $3,755* (ps), $3,- 
640* (ps); Fairlane (8) 4-dr., $2,175*. 

’58 Fairlane (8) 500 Victoria 2-dr., $1,- 
750* (ps), $1,675*; Victoria 4-dr., $1,- 
602* (ps), $1,515*; Country sedan (8), 
$1,340*. 

’57 Fairlane (8) conv., $1,525* (ps); 4- 
dr., $1,270* (ps); Fairlane (8) 500 
4-dr., $1,502*, $955*; 2-dr., $1,332*; 
conv., $1,210*; Custom (8) 300 2-dr., 
$1,197, $1,075*; 4-dr., $1,147; Ranch 
wagon (6), $1,192; Custom (8) 4-dr., 
$1,135: Main (6) 2-dr., $1,025. 

’56 Fairlane (8) Victoria 4-dr., $1,195*; 
4-dr., $1,075*, $847*; conv., $977*; 
Victoria 2-dr., $600*; Custom (8) 4- 
dr., $1,020*; 2-dr., $765. 

’55 Fairlane (8) Victoria 2-dr., 
4-dr., $715*, $705*; 
$815*, $795*. 

’54 Ranch wagon Crest (8) 
Victoria, $570, 4-dr., $557*, 
$440*. 

’53 Custom (8) 2-dr., $470*; 4-dr., $350* 

’52 Custom (8) 4-dr., $347; 2-dr., $205. 


$1,032*; 
Custom (8) 4-dr., 


(6), $585*; 
$450*; 


it helps keep owners 


ANCHORED TO YOU 


Less Owner Drift when you feature Quality 


KENDALL SuperB MOTOR OIL 


Blended especially for modern high compression 
engines. Prevents combustion chamber deposit 
“ping” and detonation. Eliminates hydraulic 
valve lifter failure. Minimizes valve train and 
camshaft wear. Owners get extended “new car” 
performance with SAE 10W-30 Kendall SuperB. 


KENLUBE B-S21 
MULTI-PURPOSE GREASE 
Proven exceptionally effective in silencing ball 
joint squeaks and squawks. Recommended for 
chassis fittings as well as wheel bearings, universal 
joints, etc. Features unique resistance to shock, 
heat, water corrosion and oxidation. 


KENDALL REFINING COMPANY, BRADFORD, PENNA. 


"51 Crest (8) 
$135; conv., $135; 
$237*, $105. 

LINCOLN — '57 Premiere Hardtop 4-dr., 
$2,290° (ps). 

’53 Cosmopolitan 4-dr., $432*. 

MERCURY—’57 Montclair conv., $1,557°; 
Turnpike Cruiser Hardtop 4-dr., $1,- 
580* (ps). 

’56 Custom station wagon, $1,050*; 4- 
dr., $817*; Montclair 4-dr., $990* (ps). 

’55 Monterey 4-dr., $785*; Custom 2-dr., 
$655*. 

’54 Monterey 4-dr., $575*, $532* 
$512*; Hardtop, $525*. 

OLDSMOBILE—’59 (88) Holiday 2-dr., $2,- 
810* (ps). 

’57 (88) 4-dr., $1,477* (ps). 

°56 (88) Holiday 2-dr., $1,100*, $1,015*. 

55 (98) Holiday 4-dr., $1,070* (ps); 
4-dr., $847*; (88) Holiday 2-dr., $1,- 
050* (ps), $1,010*. 

*54 (88) Holiday 2-dr., $810* (ps), $652°; 
4-dr., $520*. 

’53 (98) 4-dr., $370*. 

"52 (88) 4-dr., $225*. 

PACKARD—’57 4-dr., $1,235* (ps). 

’54 4-dr., $515* (ps). 

’53 2-dr., $150. 

PLYMOUTH—’58 Plaza (8) 4-dr., $1,242*. 

’57 Savoy (8) 4-dr., $1,100*; Savoy (6) 
2-dr., $877. 

’55 Belvedere (6) 4-dr., $630*%; Plaza 
(6) 2-dr., $365*. 

’53 Cranbrook 2-dr., $210, $132. 

PONTIAC—’57 Chieftain 
$1,790* (ps). 

"56 Star Chief Catalina 4-dr., 
(ps). 

’55 Star Chief Catalina 2-dr., $1,025*; 
Chieftain station wagon, $775*. 

’54 Chieftain 4-dr., $560*; 2-dr., 

’53 Chieftain Catalina, $322*. 

’51 Chieftain Catalina, $105*. 

RAMBLER—’59 4-dr., $2,030*. 

’58 American 2-dr., $1,282. 


Victoria, $265*, $235°*, 


(ps), 


$1,167* 


Custom (8) 2-dr., 


station wagon, | 


STUDEBAKER—’56 2-dr., $895", 
53 Champion (6) 2-dr., $260 
WILLYS—’ 54 station wagon, . 
MISCELLANEOUS ’58 Chevrolet ¥ «ton 
pickup, $1,320. 

’57 Ford 2-ton, $1,425; %-ton Pickup 
$1,025; GMC 2-ton, $1,500 

*56 Chevrolet %-ton pickup, $777 

’55 Chevrolet %-ton pickup, $740, 
$635; Ford %-ton pickup, $550; Iy 
national %-ton pickup, $420 

54 Chevrolet 1%-ton dumr 
ton, $727; Ford 2-ton, $5 
pickup, $425. 

’53 Chevrolet %-ton pickup, $397, 
Dodge 1%-ton, $650; GMC ' 
up, $337, $300. 

"51 Chevrolet %-ton pickup 

*50 Chevrolet i-ton pickup, 
pickup, $300. 

’49 Chevrolet 1-ton, $320; + 
$300; Dodge %-ton pickup 
\%-ton pickup, $220. 

°48 Chevrolet %-ton pickup 
¥%-ton pickup, $210. 


SALT LAKE CITY 


Salt Lake Auto Auction. Sale ey 
| Thursday. Prices are for sale of Apr, 9% 
| BUICK-~'57 Century Riviera 4-cr., $1,499 
| (ps); Riviera 2-dr., $1,345 

| °56 Special Riviera 2-dr., $1,070*, $870" 

(ps). 
55 Super 4-dr., Special 4 
$740*. 
$735* (ps) 


dr., $785* (ps); 
"54 Super Riviera, 
*51 Super Riviera, $150*; conv., $145* 

CADILLAC—'59 (62) coupe de Ville, $5,- 

355* (ps). ; 
’58 (62) coupe de Ville, $4,900* 
$3,900* (ps); sedan de Ville, 
(ps): Eldorado conv $3,900* 
’57 (62) 4-dr., $3,000* (ps). 
56 (62) Hardtop 2-dr., 
4-dr., $1,945* (ps); Ville, 
$1,870* (ps). 

| °55 (62) coupe de Ville, $1,845* (ps), 

| °54 (62) coupe de Ville, $1,440* (ps), 

| CHEVROLET—'59 Impala $2,655: 

sport sedan, $2,495* (ps); Bel Air (8) 
4-dr., $2,335* (ps). 

*58 Bel Air (8) 4-dr., $1,890* (ps), $1. 
815* (ps), $1,810* (ps). $1,760* (pq): 
Biscayne (8) 2-dr., $1,650*, $1,380: 
Two-ten (6), $1,425 ‘ 

’57 station wagon (8), $1,650*, $1,535; 
Bel Air (8) conv., $1,645*; 4-dr., $1. 
315* (ps); Two-ten (8) station wagon, 
$1,625*; 2-dr., $1,350*%, SS65*; 4-dr, 
$1,345*, $1,290, $1,220, $1.195, $1,190", 
$1.130, $1,030; Two-ten (6) 4-dr., $1. 
005. 

"56 station wagon 
(8) 


$500 


$925; 
0; % 


»-ton p 


$410, 
$510; Ke 


ton pick 
$347; 


$225; Ford 


$925 (ps); 


2-dr., 


$2,030" 


(ps); 
sedan de 


(8) 





(6). $ 5*; Bel Air 

Hardtop 4-dr., $1,1 ; 4-dr., $1. 
o70* (ps). $1,020*, $1,000", $990°: 
Bel Air (6) 4-dr., $840; Two-ten (8) 
4-dr., $950*, $810; Two-ten (6) 2-dr. 
$685. 

’55 Bel Air (8) 4-dr., 
Bel Air (6) 4-dr., 
2-dr., $655, $625 

53 Bel Air Hardtop, 
dr., $235; 2-dr., 
$205. 

| CHRYSLER—’57 300 

300°; NY 4-dr., 

*51 Windsor 4-dr., 

DeSOTO 

385°. 

"56 Firedome 4-dr., $1,010* 
flite 4-dr., $910* (ps). 

DODGE—’53 Coronet (8) 4-dr 

onet (6) 2-dr., $255. 

FORD—'59 Fairlane (8) 500 4-dr 
"58 Thunderbird (8), $3,400* 

275* (ps); Country sedan 
$1,880; Fairlane (8) 500 Victoria + 
dr., $1,880* (ps); 4-dr., $1,765* (ps); 
Custom (6) 300 2-dr., $1,605* 

’57 Country sedan (8), $1,650* (ps), $1 
645*, $1,550°, $1,475*, $1,450°; Fair- 
lane (8) 500 2-dr., $1,490*, $1,375; 
Victoria 2-dr., $1,470*; Victoria 4-dr 
$1,155*; 4-dr., $1,155*; Fairlane (8) 
2-dr., $1,305*; Ranch wagon (8), $1- 
235, $1,225*; Custom (8) 300, $1,125* 

"56 Thunderbird (8), $2,200* (ps); Fair- 
lane (8) Victoria 4-dr., $1,100; Vic- 
toria 2-dr., $1,100*, $1,080*; 4-dr., 
$990*, $930*, $920°; 2-dr., $945; Cus 
tom (8) 4-dr., $835, $830; 2-dr., $800; 
Custom (6) 4-dr., 2 at $525 

"55 Country sedan (6), $945; 
4-dr., $760, $665; Fairlane 
$700. 

’54 Ranch wagon (6), $570 

°53 Ranch wagon (8), $290 

"52 Main (8) 2-dr., $140; 
dr., $115. 

LINCOLN —’'58 Premiere coupe, $3,160* 

(ps); Hardtop 4-dr., $2,800* (ps). 

’57 Premiere coupe, $2,215* (ps); 
4-dr., $1,905* (ps). 

"56 Premiere Hardtop  2-dr., 
(ps); 2-dr., $1,185* (ps). 

MERCURY—’59 Monterey Hardtop, $2,475" 

(ps). 

58 Voyager, $2,210*; 
4-dr., $1,950. 

’57 Montclair 4-dr., $1,470* (ps), $1,420° 


$935*: 


$795; 


2-dr., $725; 
Two-ten (6) 


$450: Two-ten 4 
$230; One-fifty 2-dr., 


Hardtop 
$1,850* 
$325°* 
—57 Firedome Hardtop 4-dr., $1 


2-dr., $2, 
(ps) 


(ps); Fire 
. $275*; Cor- 
$2,400° 


(ps), $3- 
(8), $1,910, 


Custom (8) 
(8) 4-dr., 


Main (6) & 
Capri 
$1,710° 


Monterey Hardtop 





Service and Kendall 


Lubricants 


Such typical Kendall quality lubricants as Kendall SuperB 
Motor Oil and Kenlube B-521 Multi-Purpose Grease keep 
pace with new model requirements . . . keep cars operat- 
ing at their best . . . keep customers coming back to you 


for all their needs. 


Look to your Kendall 
Distributor for new 
lubricant requirements 
and service traffic 
stimulators. 


Lubrication Specialists since 1881 


KENDALL 


UE SULT RS 


(ps). 

’55 Montclair 4-dr., $885* (ps); 
2-dr., $850. 

’54 Monterey 4-dr., 
$345*. 

"53 Monterey Hardtop, $420*. 

N AS H—’58 Ambassador 4-dr., 

(ps). 
’54 Ambassador custom 4-dr., $375. 

OLDSMOBILE—’57 (88) Holiday 4-dr., $1- 

350°. 

56 (98) Holiday 4-dr., 
(88) Holiday, $1,165*. 
"55 (98) 4-dr., $1,135* (ps). 
"53 (98) conv., $255* (ps); 

$150*. 

’50 (98) 2-dr., $155*. 
PLYMOUTH—’'5S station wagon ( 
110* (ps). 

"55 station wagon 
(6) 2-dr., $665. 
’53 Cranbrook (6) 4-dr., $315. 
PONTIAC—’' 54 station wagon 4-dr., 
(ps), $615* (ps). 
’53 Chieftain (6) 2-dr., $185. 
"52 Chieftain (8) 4-dr., $225*. 
RAMBLER—’58 Rebel station wagon, $1- 
870, $1,850. 
’57 Super station wagon, $1,500. 

MISCELLANEOUS—’59 Chevrolet Fleetside 
pickup, $1,865, $1,750. 

’57 GMC pickup, $1,135, $1,105; Ford %- 
ton pickup, $1,000, $735; International 
%-ton pickup, $950; %-ton pickup, 
$775. 

’56 Chevrolet %-ton pickup, $850, $795; 
Ford %-ton pickup, $800, $770; pickup, 
$775; Dodge %-ton pickup, $750. 

"55 Dodge town panel, $700. 

54 GMC pickup, $610; Ford *-ton, 
$510; Studebaker %-ton pickup, $465; 
Chevrolet %-ton pickup, $400. 

’53 Ford 1-ton, $650. 

*51 GMC pickup, $255. 

’50 Ford dump, $400; GMC 2-ton, $210. 


(Continued on Page 64, Col. 3) 


Monterey 


$400; Custom 4-dr., 


$2,030° 


$1,375* (ps): 


(88) 2-dr., 


8), $2 


(8), $750; Belvedere 


$645° 





CAR HE’LL BUY... 


..will be a sports car, imported sedan or a domestic compact car. 


This is the reason an increasing number of automotive advertisers 
use SCI. In one year, SCI gained 87.5 pages of advertising (1958 vs. 1957) 


..the second highest gain for any monthly magazine .* 


To sell him your car, place your advertising in... 


SPORTS 
CA FS uustmaren 


the magazine your most likely customer reads. 
CIRCULATION: 147,928—ABC Dec. 31, 1958 


% As derived from the page and linage listing in Advertising Age ‘Dec. 22, 1958). 
a > 
Ziff-Davis Publishing Company, One Park Avenue, New York 16, New York. ORegon 9-7200 x 
Room 412, 215 West 7th Street, Los Angeles 14, California. MAdison 7-8043 * 4 Old Burlington Street, London W.1, England \% BPRS 
















P & A Managers Cited— 


High spot of the recent three-day na- 
tional convention of the Chevrolet Retail 
Parts & Accessories Sales Managers Rec- 
ord Club in Detroit was an awards ban- 
quet. Here, in a representative scene, |. 
W. Thompson, left, Chevrolet assistant 
general sales manager in charge of parts 
and accessories, congratulates Paul M. 
Morgan, Indianapolis, one of 94 men hon- 
ored by the company. 


845; roadster, $4,495; roadster (overdrive), 
; roadster (automatic transmission), 


$4,745; ‘‘S’’ roadster (overdrive), $5,095. 

LANCIA — Appia — 4-dr. sed., $2,967; 
conv. (Vignale), $4,565; cpe. (Farina), 
$4,673; cpe. (Zagato), $4,873. Aurelia— 
conv. (Farina), $5,905; cpe., $5,905. 
Flaminia—4-dr. sed., $6,098. 

LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 


2-dr. 4-passenger stat. wag., $1,445; 2-dr. 
4-passenger sunroof stat. wag., $1,500; 
2-dr. 6-passenger stat. wag., $1,675; 2-dr. 
6-passenger sunroof stat. wag., $1,740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. 
MAICO — 500 — 2-dr. sed., $1,325. 700 
Sport—2-dr. sed., $1,845. (Heater standard 
on both models.) 
MERCEDES-BENZ—180—4-dr. sed., $3,- 
240. 180-D—4-dr. sed. (diesel engine), $3,- 


517. 190—4-dr. sed., $3,431. 190-D—4-dr. 
sed. (diesel engine), $3,708. 190-SL—road- 
ster, $5,020; cpe., $5,232; cpe.-roadster 


(with interchangeable hard and soft tops), 
$5,416. 219—4-dr. sed., $3,823. 220-S—4- 
dr. sed., $4,283; cpe., $7,641; conv., $7,641. 
300-D—4-dr. hardtop, $10,418. 300-SL— 
roadster, $10,928; conv., $11,106; cpe.- 
roadster (with interchangeable hard and 
soft tops), $11,375. (Heater standard on 
all models.) Power brakes standard on all 
models except 180, 180-D, 190 and 190-D. 
Automatic transmisston standard on 300-D 
hardtop.) 
METROPOLITAN — 2-dr. $1,- 
672.60; conv., $1,696.60. 
(disk wheels), $2,462: 
$2,546; coupe (disk 


MG—MGA—conv. 
| wheels), $2,695; coupe (wire wheels), $2,- 


hardtop, 


conv. (wire wheels), 








INTRODUCES 


FASTEST 





Mew | 
and 


' COMBINATION UNIT 







ATE 


From Ice Cold to Sizzling Hot in 10 Seconds 


NO HOT WATER 


Reverse cycle heat pump principle. No waiting for water to get hot, Just flick a switch, 


gives instant heat. 


THERMOSTAT CONTROL 


Both heating and cooling temperatures are 
mostat control knob. 


COOLING CAPACITY MAINTAINED 


controlled by the desired setting of the ther- 


No sacrifice in cooling efficiency. The same oversize condenser is used to eliminate heat 


from the car. 


SIMPLE CONTROLS 


A flick of switch turns unit on for cooling 


YOU SAVE MONEY 


or for heating. 


Priced ‘way below similar factory installed cooling and heating units and only slightly 


more than our regular refrigeration unit. 


AUTOMATIC CLUTCH 


Operates pump only when more refrigeration or heating is needed. 


QUICK INSTALLATIONS 


lt takes no longer to install the combination unit than it does for regular refrigeration 


units. 


AVAILABLE FOR ALL CARS 


Can be installed on American or foreign 


3922 Kalloch Drive, Dallas 





Artic-Kar Combination Cooling and Heating Units are 
products of 


CAPITOL REFRIGERATION, INC. 


cars. Underdash units only. 





16, Texas Phone FR 1-3471 





MORE PEOPLE 


READ 


THE HOUSTON POST 


DAILY 


THAN ANY OTHER 


HOUSTON 


NEWSPAPER 


The Houston Post Leads 
the Houston Chronicle 7,537 
in total daily circulation 


POST: 200,551 


CHRONICLE: 193,014 


For basis of comparison see Audit Bureau 
Circulation report for year ending Sept. 30, 1958. 


W. P. HOBBY 
Chairman 


OVETA CULP HOBBY 
President and Editor 


MEMBER 


Represented nationally by Moloney, Regan & Schmitt 


Port-of-Entry Prices 
On Imported Cars 
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785. MGA-DOHC—conv., $3,320; coupe, 
$3,640. Magnette Mark IlI—4-dr. sed., $2,- 
695. (Heater standard on Magnette.) 


MORETTI — 750 Coupe, $2,495; Super 
Panoramica Sedan, $2,495; four or five- 
passenger station wagon, $2,580; six or 


seven-passenger station wagon, $2,664; 1200 
Spider conv., $4,348. 
MORGAN—‘‘Plus Four’’ cpe., $2,855. 


"49 GMC %-ton, $315; Studebaker pick- 


up, $310; Chevrolet %-ton pickup, 
$305; 2-ton, $230. 
NEW YORK 


Skyline Auto Auction. Sale every Tues- 
day. Prices are for sale of Apr. 28, Eighty 
percent of all entries changed hands here 
this week, as used-car market continues 
to be strong. Rough cars finding very 
selective bidding. Sold 86 cars out of 115 
consignments. 

BUICK—’57 RM 4-dr., $1,570* (ps); Super 
4-dr., $1,425* (ps), $1,345* (ps); Spe- 
cial 4-dr., $1,355* (ps). 

’54 Super Hardtop 2-dr., $565*, $550*. 

’53 conv., $260* (ps). 

’52 Special 2-dr., $220*. 

*50 Special 2-dr., $100*. 
| CHEVROLET—’'58 Biscayne (8) 4-dr., $1,- 


580* (ps), $1,545*, 2 at $1,450; 2-dr., 
$1,385. 

’5T Two-ten (8) 2-dr., $1,125; 4-dr., $1,- 
120, $1,050. 

55 One-fifty (6) station wagon, $430*; 
Two-ten (6) sedan, $405. 

’54 Bel Air Hardtop 2-dr., $425; 2-dr., 
$340; Two-ten 4-dr., $400, $355*; 2- 
dr., $350*; station wagon, $305. 

"53 Bel Air 4-dr., $330*%; 2-dr., $290; 
Two-ten 4-dr., $225; One-fifty 2-dr., 
$120. 

CHRYSLER—’57 Saratoga Hardtop 2-dr., 
$1,425* (ps). 

DODGE — ’'56 Coronet (8) Hardtop 2-dr., 
$585*. 


’53 Coronet (8) 4-dr., $200, $100; Subur- 
ban station wagon, $135. 
FORD—’58 Custom (8) 300 4-dr., $1,300*. 
’57 Custom (8) 300 4-dr., $1,115; Coun- 
try sedan (6) station wagon, $1,100*. 
’56 Ford (8) Victoria coupe, $885* (ps); 
Ranch wagon (6) station wagon, $720* 
(ps). 
55 Ranch wagon (6) 
$600, $525; Main (8) 
"54 Custom (8) 4-dr., $400. 
’53 Custom (8) 4-dr., $240*. 
’51 Hardtop 2-dr., $140*. 
MERCURY—’56 Montclair 4-dr., $1,075*. 
’54 Monterey Hardtop 2-dr., $400*; conv., 
$370*. 
OLDSMOBILE—’58 (88) 4-dr., $1,720*. 
"56 (88) 4-dr., $1,010* (ps); 2-dr., $905*; 


station wagon, 
2-dr., $525. 


(88) Super Hardtop 4-dr., $1,000* 
(ps); (88) Holiday .Hardtop 4-dr., 
$900*. 

55 (88) 2-dr., $650* (ps), $640* (ps). 

’54 (88) Holiday Hardtop 2-dr., $570* 
(ps); (88) 4-dr., $440*%; 2-dr., $400* 
(ps); (98) Hardtop 2-dr., $525* (ps). 

53 (88) Hardtop 2-dr., $350* (ps); 4- 
dr., $195*; (88) Super 4-dr., $220*. 


*52 (88) Super 4-dr., $200* (ps). 





| Reisterstown Rd., Baltimore, 


PLYMOUTH—’ 57 Savoy (8) 4-dr., $1,070*. 

’54 Savoy (6) 2-dr., $280. 
PONTIAC — '56 Chieftain Catalina 2-dr., 

$895* (ps). 

’55 Chieftain 4-dr., $470. 

’52 Chieftain Catalina 2-dr., $210*. 
WILLYS—’54 Aero Ace 2-dr., $190. 
MISCELLANEOUS — '55 Chevrolet %-ton 

panel truck, $275. 


— Auctions in Brief — 
ATLANTA, GA, 


Dixie Auto Auctions, Sale every Tuesday 
(Apr. 28). Today saw the market bounce 
back rather strong as more sharp units 
showed for sale. Percentage selling was 
way above the 75 percent mark with de- 
mand at a peak. Retail seems to have 
loosened somewhat from the winter lull and 
the dealers are wanting those units. 

* * * 


BIRMINGHAM, ALA, 


Dixie Auto Auctions. Sale every Monday 
(Apr. 27). Consignment was. up somewhat 
today as dealers bought some of the 
nicest, cleanest units you ever saw. 

* * * 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday (Apr. 29). Every year 


Hawati Dealers 


Elect Thornally 


HONOLULU, Hawaii. — George 
Thornally, George Motors: (Stude- 
baker-Hillman), has been elected 
president of. the recently organized 
Hawaii Automobile Dealers Assn. 
The group has replaced the Hono- 
lulu Motor Car Dealers Assn, 

Other officers are: George W. 
Murphy, Aloha Motors (Chevrolet), 
vice-president; James Zukerhorn, 
Kapiolani Motors (Pontiac), treas- 
urer, and Stanley Himeno, Ha- 
waiian' Motors (Dodge-DeSoto), 
secretary. 


Moyer Adds Edsel Line 


Moyer Motor Co. (Mercury), 5401 
has 
taken on Edsel, according to J. 
Frank Moyer, president. 

















MORRIS—“‘‘1000’’—Standard—4-dr. sed., 
$1,678; 2-dr. sed., $1,495; conv., $1,574; 
2-dr. stat. wag., $1,798. Deluxe—4-dr. sed., 
$1,718; 2-dr. sed., $1,599; conv., $1,636; 
2-dr, stat. wag., $1,825. 

NSU PRINZ—2-dr. sed., $1,398; sunroof 
sed., $1,487. NSU Prinz 30—2-dr. sed., 
$1,458; sunroof sed., $1,547. (All are 5- 
passenger models.) NSU Sport: Prinz—cpe., 


$2,245. (Heater standard on all models.) 
OPEL—Rekord — 2-dr. sed:., $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 


(Heater standard on both models.) 


PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
995; Dyna Deluxe Super 4-dr. sed., $2,065. 


PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250. 

PORSCHE—1600 Series —conv., $3,581; 
Super conv., $3,981; cpe., $3,700; Super 
cpe., $4,150; Carrera cpe., $5,700; hardtop, 
$3,865; Super hardtop, $4,315; Carrera, 
hardtop, $5,865; cabriolet, $3,950; Super 


cabriolet, $4,400; Carrera cabriolet, $5,950. 
RENAULT 4CV 4-dr. sed., $1,345; 


Used-Car Auction Prices 





(Continued from Page 62) 


and model sold well as indicated by the 
highest percentage of sales in several 
weeks. Clean, sharp cars are still bringing 
premium prices. Sold 84 percent of 432 
cars consigned. 

* * * 


DETROIT 


Motor City Auto Auction. Sale every 


Monday and Thursday (Apr. 23 and 27). 
Sold 228 cars from 406 consignments. 
* * * 


NASHVILLE, TENN. 
Nashville Auto Auction, Sale every Wed- 
nesday (Apr. 29). We had a very good 
sale, prices remained high with the ex- 
ception of '58 models which dropped a few 
dollars. The weather was perfect. Sold 143 
cars from 208 consignments. 
* * * 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
nesday (Apr. 29). Market was good, Sold 
70 cars from 86 consignments. 
* * * 


VALDOSTA, GA. 

Tom Hewitt Auto Auction. Sale every 
Friday (May 1). We had a ‘‘red hot’’ 
sale today. Plenty of clean cars here that 
brought top prices. Weather was real nice. 
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(Heater stand. 
















Dauphine 4-dr. sed., $1,645. 








ard on both models.) 

RILEY—1.5 4-dr. sed., $2,316, Heater 
standard.) , 

ROVER—90—4-dr. Deluxe secian, $3,395, , 
105—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. (Heater standard on both mod. 
els.) 

ROLLS-ROYCE—Silver Cloud —Standarg 
Steel Saloon, $13,995. (Automatic 
mission, power steering, power by 
standard.) Other models are custom-built 
and vary considerably in price. 

SAAB—‘‘93B’’—2-dr. sed., $1,895; 9. 
sed. (automatic clutch), $1,995: 2-d3, a aid 
roof sed., $2,019; 2-dr. sunroof sed, (auto. 
matic clutch), $2,119. Granturismo 7 9_§ to 88Te 
2-dr. sed., $2,568. (Heater standard on ay gaid th 
models. ) t-ar 

SIMCA—Aronde—Deluxe 4-dr. sed., $.. “Tt w 
698; Super deluxe 4-dr. sed., $1,799. 
Chatelaine 2-dr. stat. wag., $1,963; Piei,™ sooner 
Ciel 2-dr. hardtop, $2,947; Oceane cony ing aw 
$3,167. Ariane (4-cylinder) — 4-dr, seq” ] 
$1,998. Ariane V-8 —4-dr. sed., ‘$2.09 § D8 
Vedette V-8—Beaulieu 4-dr. sed., $2,293 wouldn 

SINGER — Gazelle — 4-dr. sed., $2,095. after ‘ 
conv., $2,349; 4-dr. stat. wag., $2,425. ‘Bf dealer 

SKODA—S-440 2-dr. sed., $1,687; §.445 He a 
sed., $1,787; 2-dr. stat. wag., $1,995; g. 
450 conv., $2,395. ers to 

SUNBEAM—Rapler—2-dr. hardtop, g2.§ with : 
499; conv., $2,649. "'E force. 

TAUNUS — Standard — 4-dr. sed., 2. 

120.50; 2-dr. sed., $2,028.50; Combi-wagon, 
$2,237. Deluxe—4-dr. sed., $2,266.50; 2. 
dr. sed., $2,174.50; Combi-wagon, $2,383, 

TEMPO — Matador — 3-passenger stat, Ame 
wag., $2,482.75; 6-passenger stat. wag, bigges 
$2,514.65; 9-passenger stat. wag. $2 if 
546.55; 12-passenger stat. wag., $2,712.59, der 

TOYOPET — Crown 4-dr. sed., $1,999: | fast—t 
Crown Custom 4-dr. sed., $2,329. Will 

TRIUMPH—4-dr. sed., $1,699; 4-dr. stat, 1 
wag., $1,899; TR-3 (sports cars)—soft top Green 
$2,675; hardtop, $2,835. of the 

TURNER —Standard 950 Sports roadster, § .—— 


$2,245; Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climayeg 
III roadster, $3,370. 


VAUXHALL — Victor — 4-dr. sed., $1, 
957.50; 4-dr. 2-seat stat. wag., $2,262.69, 
(Heater standard on both models.) 

VOLKSWAGEN—2-dr. sed., $1,545; 2 
dr. sunroof, $1,625; conv., $2,045; Kombi 
(8-pass.), $2,020; stat. wag., $2,120; de 
luxe stat. wag., $2,576; deluxe camper, 


$2,737. Karmann Ghia—cpe., $2,445; cony., 
$2,725. (Heater standard on all models.) 
VOLVO—4-dr. sed., $2,795; 2-dr. sed. 
$2,330; 2-dr. stat. wag., $2,490. (Heater 
standard on all models.) 
WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr. stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799, 
(Heater standard on all models.) 
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537 TURK ST., SAN FRANCISCO 2, CALIF. 




















with the Staff... 





Shorter Hours 


“Boy, what a great business this 

gould be if we could get all dealers 

e on a set of closing hours,” 

the sales manager of a De- 
troit-area Pontiac dealership. 

“It would force customers to buy 
goner and closer to home by tak- 
ing away some of their extra shop- 
ping hours,” he said, “They 
wouldn’t have those extra hours 
after work to go from dealer to 
dealer looking for a better deal.” 

He also said it would permit deal- 
ers to operate their dealerships 
with a smaller and better sales 


force. 


* * * 









amMper, 
cony., 
odeis,) 
sed., 
Heater 


» $1. 
51,778; 


. sun- 
1,898; 


-» $2,- 
}2, 799, 





Growing Too Fast? 
American Motors is having its 
biggest year, but some dealers won- 
der if the family isn’t growing too 
fast—the family of dealers, that is. 
William H. Brown jr., owner of 
Greenfield Rambler and chairman 
of the advertising committee of the 


Hertz Mergers 
Violate Clayton 
Act, U.S. Says 


NEW YORK.—The Justice De- 
ent has filed a civil antitrust 
complaint alleging that a series of 
acquisitions of motor-vehicle rent- 
ing and leasing companies by Hertz 
Corp. violates Section 7 of the Clay- 





ton Act. 


Hertz denied the charge. Said 


Walter L. Jacobs, president: 


“We have done nothing to violate 


the law or hamper competition. As 
& matter of fact, competition is 
Gow greater than ever and still 


ing.” 


"During the last five years, Jus- 
tite said, Hertz has acquired the 
giock or assets of numerous com- 
Panies engaged in one or more 
. of the motor-vehicle rent- 


and leasing industry in various 


@reas of the U. S. at a cost of 
Sbout $40 million. 


Section 7 of the Clayton Act 


Makes unlawful acquisitions and 
Mergers, the effects of which may 
be substantially to lessen competi- 
tion or to tend to create a monop- 
oly in any line of commerce in any 
Section of the country. 


This suit charges that the cumu- 


lative effect of the acquisitions 
made by Hertz has been to elimi- 
nate competition between Hertz 
and the acquired companies in 
automobile renting and leasing 
throughout the U. S. and automo- 
bile and truck renting and leasing 
in New England, New York City 
and Florida. 


The suit also charges that as a 


Tesult of the acquisitions Hertz’ 
competitive advantage over other 
renting and leasing companies has 
been enhanced to the detriment of 


actual and potential competition. 


self of the allegedly unlawfully ac- 
quired companies and to prevent 
it from acquiring additional com- 
panies, 


Import Dealers 
Rally to Carry 
Gripes to the Top 


complaints against factories and 
distributors held the spotlight at 
the first 1959 meeting of the Na- 
tional Imported Car Dealers Assn. 


general counsel, told the 15 dealers 
Present that he has been “piecing 
together” the legitimate gripes of 
dealers and believes that the time]? 
is right to seek redress. 


The suit seeks, among other 
gs, to force Hertz to divest it- 


CENTERPORT, N. Y.— Dealer 


Richard Hull, the organization’s 


“Going at these manufacturers 


and distributors one at a time can 
never be as effective as a united 
effort,” Hull said. 


Louis Comito, president, noted 


that when the organization was 








formed in 1955 it had more than 
150 members. 


“We have sadly relaxed these 


last few years,” Comito said. “Now, 
we See the pressing need and are 
Tolling up our sleeves to become a 
1,500-to-2,000-member grou Pp with 
lots of activity.” 











Traveling Along Automobile Row 


Greater Detroit Rambler Dealers, 
points out that since shortly before 
the Rambler boom a year ago, AMC 
has added about 13 outlets in the 
metropolitan area for a present 
total of 28. 

Brown says he expects to sell 
more cars this year, but adds he’s 
not counting on making the same 
profit per unit as he did last year 
when there were fewer Rambler 
outlets. 

“We’re competing among our- 
selves now,” he said. “We’ve got 
to give a little more to make a 
sale. And some of the advertis- 
ing placed by some Rambler deal- 
ers isn’t helping the situation any. 

“I’ve seen prices advertised that 
just can’t be met,” Brown contin- 
ued. “Three of every five persons 
who come into our showroom are 
shoppers quoting prices from other 
dealers that are ridiculous.” 

He said his committee is trying | 
to impress on Rambler dealers that | 
false and misleading advertising is| 
hurting the reputation of all AMC 
dealers in the area. 

“We're trying to get our dealers| 
to drop the price angle from their 
ads,” said Brown, who received an 
AMC President’s Club Award for 
sales achievement between October, 
1956, and October, 1957. 

But in spite of his gripes, 





Brown is convinced that the 
Rambler will continue to be a 
“best seller.” 

He sees no threat in Ford Motor 


350 GM Experts 
On Packaging See 


Latest Containers 


DETROIT. — More than 350 GM 
packaging experts from all over 
the world attended a two-day 
“Packaging Round-Up” last week. 

Thirty GM divisions displayed 
new and cost-saving packages and 
package equipment, ranging from 
a one-inch square cardboard carton 
for a roller-and-peg assembly to the 
air-conditioned “garbage can” 
package for the Air Force’s Thor 
ballistic missile guidance system. 

The cardboard cartons are used 
by Detroit Diesel and the missile 
containers by AC Spark Plug. 

To better aid dealers in servicing 
customers and to help make as- 
sembly-plant operations more effi- 
cient, it was said, GM uses more 
than 200 million unit packages a 
year, They are purchased from 
several hundred suppliers, most of 
whom are small local businesses. 

The packaging conference is 
sponsored by the Service Parts 
Packaging Committee, which rep- 
resents all GM divisions. William F. 
Hufstader, distribution staff vice- 
president, spoke at the closing 
dinner session. 
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Co.’s announcement that it will 
enter the small-car field in the 1960 
model year. 


“It won’t hurt us,” Brown said. 
“In fact it’ll help us. Ford is just 
admitting that Americah Motors 
has been building the kind of car 
that people want.” 

Discussing buyer preferences, 
Brown said the six-cylinder model 
is tops in demand. 

The smaller Rambler American 
accounts for about 10 percent of 
his sales, he added. 

“We might to able to do better 
with the American if the styling 
were more up to date. Don’t for- 
get, that’s really a 1955 model 
we're selling.” 

Brown said his sales goal for the | 
59 model is 450 units, compared 
with about 400 for the ’58 model. 


© 











amin! 


About 25 years ago, one Eng- 
lish car featured a door in its 
top. As the side door opened, a 
section of the top tilted upward 
to make entrance or exit easier. 





It Takes Hard Work, Too... 


Cash In on 


SPRINGFIELD, Mo.—Did you 
ever wonder whether cold calls on 
the telephone were worth the time? 


Ivan Ellingsworth, sales manager | 
for Gale Cable, Inc, (DeSoto-Plym-| 
outh-Rambler), said one of his new) 
salesmen started calling a list of| 
names, one after the other. About 
50 names later he got an interested 
reply and it ended up with the sale 
of a luxury unit complete with air) 
conditioning. | 


Main point of selling success, | 
according to Ellingsworth is 
plain, old-fashioned hard work. | 
He points to such feats as calling | 
500 names on the telephone and 
then working out all the prospects | 
obtained and staying with these | 
prospects until they buy from | 


somebody. | 


Ellingsworth thinks enthusiasm 
for the car business is next in im- 
portance. 


“Some people like one thing, some 
| 


Tax Plan Called | 
‘Death Blow’ to 


Wisconsin Dealers 


MADISON, Wis.—A proposal to 
tax auto dealers $5 for each new) 


Cold Calls 


another,” said Ellingsworth, “but a 
highly developed enthusiasm and 
love for the car business is neces- 
sary to outstanding success as a 
salesman. Having been in it for 
more than 13 years, I personally 
like the business with all its prob- 
lems. Every deal is different and 
every person has a different per- 
sonality. 


“Not long ago a customer came in 
and talked to one of our salesmen 
but he wanted to deal with me be- 
cause I had sold him years before. 
When I finished this deal I dis- 
covered that I had sold this man 
five cars.” 


Ellingsworth admonishes his sales 
staff to make the second sale at 
the time the first one is made. 

“If you don’t make the right 
impression then you'll never make 
the second sale,” Ellingsworth 
said. “We require the salesman 
who makes the sale to call on the 
customer within three days to 
find out if everything is all right. 

“If he has any small complaints 
they can be corrected immediately. 
This makes the customer realize 
that we are interested not only in 
making the sale but in keeping him 
happy in the future.” 

A sales meeting is held every 
morning at Gale Cable’s and work 
and calls are outlined. 

The automobile business is the 
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N. C. Again Puts 
Kibosh on Plan 
To Inspect Cars 


RALEIGH, N. C.—A bill to re- 
quire mechanical inspection of mo- 
tor vehicles was killed by the 
House roads committee of the 
North Carolina state legislature. 


The committee voted overwhelm- 
ingly to give an unfavorable report 
to the measure despite a plea by 
State Motor Vehicles Commissioner 
Ed Scheidt, who told the group that 
other states which have enacted 
such legislation have seen a “dra- 
matic decrease” in highway acci- 
dents, Gov. Luther H. Hodges also 
had endorsed the proposed legisla- 
tion. 

The bill would have established a 
mandatory inspection system to be 
conducted by licensed garages. 

In this respect it differed from 
an inspection law passed by the 
Legislature in 1947, which forced 
motorists to wait in long lines to 
get their cars checked by state- 
operated inspection stations. The 
old law caused such a howl from 
inconvenienced car owners that it 
was repealed in 1949 and repeated 
efforts to get a similar law passed 
since then have met with defeat. 

Rep. Carroll Holmes, Perquimans, 
| who introduced the bill at the 
request of the motor vehicles de- 
partment, said the 1957 law was 
“the most badly and ineptly admin- 
|istered law I have ever seen in my 
life” and that his measure was in 
no way similar in that it provided 
for inspections by private garages 
licensed for that purpose by the 
vehicles department, 

Rep. Wayland Spruill, Bertie, re- 
plied by stating that “the 1947 law 
probably saved a few lives, but it 
killed about 100 politicians.” He 
and other members of the commit- 
tee said people in their areas were 
unalterably opposed to an inspec- 
tion law. 


‘Live Better’ Sales 
Rise 38 Percent 


In Indianapolis 


INDIANAPOLIS.—New-car sales 
rose 38 percent during the 13-day 
“Live Better By Far With a Brand 
New Car” campaign conducted by 
local newspapers and the Indian- 
apolis Automobile Trade Assn. 

The association reported sales 
from Apr. 6-18 totalled 1,334 units. 
Registrations during the compar- 
able period a year ago amounted 
to 961. 

The association said that the fig- 
ures were compiled from the re- 
ports of 40 new-car dealers, but it 
pointed out that the full impact of 
the concentrated sales campaign 





vehicle they sell and $2.50 for each| best business in the world, Ellings-| will not be felt for 30 or 60 days. 


used unit would “just about be the 
death blow” to several hundred 
Wisconsin dealers, a Senate com- 
mittee was told. 


Speaking against the measure 
was Louis Milan, executive vice- 
president, Wisconsin Automotive 
Trades Assn. He said the tax prob- 
ably would be passed on to the 
buyer and declared that it was un- 
ethical and unfair to tax the public 
through the dealer. 

Milan urged that action be de- 
ferred until completion of Gov. 
Gaylord A. Nelson’s tax-impact 
study. 

He added that the 1931 Legisla- 
ture knew what it was doing when 
it exempted motor-vehicle inven- 
tories from personal property tax 
in exchange for a gasoline-tax hike. 
He said the State had profited 
more in the long run. 





Defending the bill was Ed John-| i 
son, executive secretary, League of || 


Wisconsin Municipalities, the group 
which requested introduction of 
this bill and another measure call- 


i jing for a 2 percent municipal tax 


Dealer Aids Bond Drive— 


Dealer Harold Bohnenstiehl, Great 
Lakes Rambler, River Rouge, Mich., ex- 
tended a neighborly hand to Great Lakes 
Steel Corp. during its two-week U.S. Sav- 
ings Bond drive. A Rambler served as the 
“bondwagon,"” and Sales Manager Elmer 
Johnson, president of American Motors 
Honor Club and top Rambler salesman in 
the nation, is-shown above doing his bit 
by giving some expert sales advice to 
bond drive cowgirls Sandra Williams (left), 
and Janet LeClair. 


which vehicle owners must pay 
before they can buy license plates. 

Johnson said the sole purpose of 
the dealer tax was to relieve the 
burden now carried by local prop- 
erty taxpayers. 


Dealers Display Cars 


SAN LEANDRO, Calif.—San Le- 
andro dealers displayed their wares 
at the first annual car dealers 
night for the Trade Club of South- 
ern Alameda County. The autos 
were shown in the parking lot ad- 
joining the meeting place. 





worth said, “but a lot of young 
people just entering the business in 
the sales end do not realize what 


earnings are and become easily dis- 
couraged.” 


Five dealers did not report. 
Members of the campaign com- 
mittee were W. A. Grawemeyer, 


| their opportunities and potential| president of Indianapolis Rambler, 


Inc.; Robert P. Dellen, president of 
Ogle-Dellen Buick, Inc.; David N. 


Dealers need to encourage their| Johnson, vice-president of Johnson 


younger salesmen and help them 
with a few deals now and then 


Chevrolet Co.; Homer L. Archer, 
president of the Harry A. Sharp Co. 


until they earn enough to become} (Ford) and head of the association, 
and Thomas E, Hanika, association 
executive vice-president. 


enthusiastic, according to Ellings- 
worth. 
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Dodge Dealer Promotion— 





AWPENCE WELK 


pac A Smt NM 


oie i a 
T AREA OBDEE. HEALERS 


Jim Mason, from left, president, Hodges Auto Sales, Inc., Ferndale, Mich.; W. C. 
Moore, Dodge advertising and sales promotion director; Alice Lon and Rocky Rockwell, 
members of the Lawrence Welk band, and Pol Raynal, president, Greater Detroit 


Dodge Assn., meet at the Dodge display 


at Willow Run Airport as the Welk band 


came to Detroit for a concert sponsored by the Dodge dealers. The dealers presented 
Welk and his band before 15,971 guests in Detroit Olympia Stadium. Tickets were 


distributed by Dodge dealers. 
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Call It Threat to Free Economy... 


Makers Fight Price-Notice Bill 


(Continued from Page 1) 


tions worth $10 million, or those 
sharing 50 percent of the market, 
with eight or fewer others, to give 
30 days notice of a price increase 
and undergo public hearings before 
the Federal Trade Commission on 
the theory that the light of public 
opinion would deter a company 
from unnecessarily raising prices. 

The widely heralded hearings re- 
ceived scant press attention except 
for the donnybrook between Board 
Chairman Roger Blough of U.S. 
Steel and O’Mahoney over Com- 
munist economy and capitalist 
economy. 

* * * 

ANCELLATION of the appear- 

ance of Frederic G. Donner, 
GM chairman, and UAW Presi- 
dent Walter P. Reuther may have 
contributed to the apathy, but the 
scope and substance of the bill 
were still sufficient to draw a tele- 
gram from AMC’s President George 
Romney four days after GM filed 
its statement and to cause Chrysler 
to file for the record during the last 
minutes of the hearings, which 
could be reopened later. 

AMC’s “strong opposition” rests 
on the Dbill’s “incompatibility” 
with a free competitive economy. 

In this argument and in believing 
it would not make for greater com- 
petition or deter the wage-price 
spiral, AMC took the same position 
as that of U.S. Steel, GM and 
Ralph J. Cordiner, chairman of 
General Electric. 

Romney referred to AMC’s testi- 
mony in February, 1958, and stated: 
“The real solution to the wage- 
price spiral is the elimination of 
the present conflict in our national 
economic policy affecting employ- 
ers and unions and the strengthen- 
ing of the antitrust laws.” 

+ + a 


HHRYSLER’S position, while 








of other big corporations, differs 
somewhat in emphasis, Referring 


ito the fact that the FTC would 


have subpena power over company 
records, Chrysler states: 

“The bill could grant to the 
unions ... a demand they have 
long campaigned for at the bar- 
gaining table—a direct method of 
prying into basic cost and other 
private information that should 
and must remain confidential if 


AMC Hikes Output 
After Peak Month; 
Steel No Problem 


DETROIT—American Motors 
announced that it is increasing 
Rambler output 10 percent over pre- 
vious schedules for May, June and 
July. In April, the company built 
40,235 cars, including 9,272 Ameri- 
cans, for a one-month record. 

Also, President George Romney 
said the company has enough steel 
to carry it at least through the 
fourth fiscal quarter which ends 
Sept. 30. Production will stop for 
two weeks in August for model 
changeover. 

Romney said earnings for the 
third fiscal quarter (which ends 
June 30) will be “up importantly” 
from the $12,463,993 earned in the 
quarter ended March 31. 

He added that second-half oper- 
ations for fiscal 1959 probably 
would be more profitable than the 
first six months when the com- 
pany earned $33,516,161 on sales of 
$422,509,704. 

Rambler sales are running at an 
annual rate of 350,000, about 100,- 
000 over the company’s projection 
last September. Romney said sales 
for. the quarter ending June 30 are 





| expected to top 120,000 units, com- 


pared with 73,138 in the preceding 


agreeing in the main with that! three months. 











capital investment... 





micks. . . no extras. 
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NEW PROFITS for 
NEW CAR DEALERS 


@ Cars Unlimited is the only plan that offers the dealer 
the opportunity to lease single cars to individuals, 


@ Go into the car leasing business tomorrow .. . 
no franchise or initiation fees 
. no additional overhead. Immediate profits. 


@ Become a franchised dealer of the Cars Unlimited Long- 
Term Car Leasing plan .. 





@ The only plan of its kind... 
chase, no-capital-investment, complete long-term leasing 
plan ... geared to the needs of small or large-scale deal- 
ers, on local or national basis. 


Cars Unlimited offers a complete insurance plan and full 
maintenance. We also offer a plan which enables the 
dealer to own the leased vehicle. Choose either plan... 
no change in rate structure for either plan. . 


Offers at no extra cost to you advice based on long ex- 
perience for setting up or expanding your C.U.C, Plan. 
We supply the necessary forms, documents, suggestions, 
and sales-provoking promotional merchandising aids. 


To find out if you qualify for this unique plan 
CALL, WRITE OR WIRE TODAY 
for complete details and figures 


ars BSS re. 





SOrporat'!? 


If you now own a fleet or leasing company .. . 
ask for details about our special plan available 
to qualified dealers for the purpose of expansion 
or refinancing equities. 






























with no 





. at no cost to you. 





non-recourse, non-repur- 


- no gim- 


CARS UNLIMITED 
CORPORATION 
108 S. Franklin Ave., 
Valley Stream, N. Y. 
LOCUST 1-2299 


competition, which is essential to 
the public interest, is to survive,” 

An auto maker’s expenses for re- 
search and advance product devel- 
opment would necessarily be dis- 
closed at a public hearing. This 
would “seriously handicap a com- 
pany such as Chrysler, which his- 
torically has scored its greatest 
successes by taking its competitors 
by surprise with advanced styling 
and product innovations,” the firm 
argues. 

Having to “go on trial,” Chrysler 
said, could mean restricting prod- 
uct improvement and innovation, 
could prevent a company from re- 
ducing prices since it would have 
to justify raising them again, and 
could have a retarding effect on all 
of management’s decision-making, 
some of which would be “conducted 


under the constant threat of hostile | 


or uninformed criticism.” 
af * aa 


G™ OPPOSES the bill as being | 
“fundamentally in conflict with | 


the competitive enterprise system 
of the country,” as being “harmful 


to the best interests of the consum- | 


ing public,” and as likely to retard | 
economic growth. 

The whole thesis of O’Ma- | 
honey’s bill—that “administered | 

prices” cause inflation — is a 

“superficial and untenable diag- 
nosis of the causes of inflation,” 
GM claims. 

GM’s explanation, in brief, is 
found in an excess of demand over | 
the supply of goods and services. | 
This has been helped by expansion | 
of money and credit resulting from | 
the Government's fiscal policies and | 
reinforced by substantial increases | 
in labor costs. 

As for competition within the | 
auto industry, GM points out that | 
it does indeed exist — not only in| 


terms of price, but also in design, | 


performance, size, and quality be- 
tween competing manufacturers, 
with imported cars and with used 
cars. 

If the price notification bill were 
passed, GM claims, there would be 
less incentive to reduce costs or to 
improve a product. Moreover, it 
would “importantly affect wage 
negotiations.” 

oJ * * 
Frcs OPPOSITION to the bill 
rests mostly on the “enormity 
of the administrative task that 
would be required, with particular 
reference to the time limits im- 
posed.” 

The commission, Chairman 
John Gwynne believes, could not 
even assemble information within 
the 30-day period, much less hold 
a hearing. In short, the heavy 
burden and the tremendous addi- 
tional expense would require an 
agency “substantially greater in 
size.” 

An observation “particularly per- 
tinent” to the auto industry, which 
has new models at least every year, 
was made by Judge Gwynne. 

“In many industries the products 
or commodities are changed from 
time to time so that the distribu- 
tion of new and improved products 
at prices higher than the previous 
products would not constitute 
higher prices for the products in 
question,” he said. 

x * + 
os Justice Department’s stand, 

stated by 32-year-old. Robert A. 
Bicks (who has been acting anti- 
trust chief since Judge Victor Han- 
sen’s retirement), is again one of 
opposition. 

Substituting Government _in- 
quiry for the traditional ideal of 
prices being set by free-market 
inquiry is objected to in principle. 
Even disregarding the principle, 
Bicks doubts that the bill would 
curb price increases and con- 
cludes that it would do just the 
opposite. 

Businesses would be reluctant to 
cut prices knowing what they 
would have to go through if they 
wanted to raise them again, says 
Bicks. Price rises also would prob- 
ably be larger on the theory that 
going through the mill once is 
easier than doing it several times 
for a series of smaller rises, he 
adds. 

The bill would so slow down 
price changes as to eliminate what- 
ever flexibility exists (and is 
needed) in a concentrated market, 
but still leave the producer (at 





Training Future Drivers— 


Chevrolet dealers of metropolitan Los 
Angeles recently cooperated in a driving 
demonstration staged by law enforcement 


agencies to indoctrinate 700 Explorer 
Scouts in safe driving habits. Although 
many of the youngsters were below 
| license age minimum, community leaders 
| hailed the event as supplying groundwork 
for future drivers. Using classrooms as 
well as an outdoor testing area, the Road- 
| Day-O taught scouts that mental atti- 
tudes as well as quick reflexes are in- 
volved in proper auto control. 





which the bill is aimed) quite un- 
touched, Binks declares. 


* * * 
INALLY, the definitions in the 
bill are such as to include 
|“more than one-half of this coun- 
try’s commerce” and its “mal- 
effects” would be felt throughout 
the economy, Bicks says. 

He admits that the antitrust 
law, as written by Congress and 
interpreted by the courts, has 
some limitations, but he feels 
that effective enforcement can 
and has aided in controlling price 
rises. 

Opposition to S 215 far out- 
weighed testimony by proponents. 
Blough’s statement for U. S. Steel 
minces no words in flaying the bill 
for its un-American theory and its 
administrative difficulties. 
The measure would kill profits | 
and the profit incentive, Blough | 
contends—profit which is not “like | 
a diseased appendix in the body | 
politic” but the “beating heart of | 
|our whole industrial society.” 
| He goes on to lambast the theory | 
|that rising prices cause inflation. 
They measure it, he says, but do 











CLEVELAND. — The collapse of 
N. J. Popovic, Inc. (Chrysler-Impe- 
rial-Plymouth) now appears to in- 
volve about $150,000 in title fraud 
and more than 50 new automobiles. 
|Some used-car buyers also are 
affected. 

Attempting to seize the cars is 
Mutual Finance Co., which says 
it holds a chattel mortgage and 
@ manufacturer’s certificate of 
title on each vehicle. 

The dealership, headed by Nich- 
olas J. Popovic, did not deliver 
titles or manufacturer’s certificates 
to purchasers as required by law. 
Buyers of 18 cars face the loss of 
their vehicles even though the 
Popovic firm was paid in full for 
them, 

The dealership was forced into 
bankruptcy Apr, 23 when three 
creditors petitioned Federal Bank- 
ruptcy Court to name a receiver. 

The same day, Mutual Finance 
filed recovery actions against own- 
ers of 21 cars sold in recent 
mionths. All the cars have since 
been released to the owners on 
orders of Common Pleas court. 

Attorneys and parties involved in 
these 21 suits met with Common 
Pleas Judge John V. Corrigan last 
week. The judge called the meeting 
“in the interest of protecting the 
innocent victims.” 

As of last week, six Imperials, 
13 Chryslers and 32 Plymouths—all 
59 models—had been named in 
lawsuits or title registrations filed 
by Mutual Finance. 

The finance company reposses- 





Ad Group Reelects Byers 


BERKELEY, Calif—tbLyle A. 
Byers, Berkeley Motors, has been 
reelected president of the Mercury- 
Edsel-Lincoln Dealers Advertising 
Assn. of the Western Region. 


‘Popovic No-Title Scheme 
Involves 50 Cars, $150,000 





is 
not cause it “any more than a 
clinical thermometer can be gaig 
to cause a patient’s fever. Freez. 
ing the thermometer—immobilizing 
prices—wil]l not help.” 
= * * 
S FOR “administered prices» 
Blough blasts the term ag 
“semantic device” used 20 years 
to blame corporations for deflation 
and now used to blame them for 
inflation. 

The only “administered prices” 
he sees are those of “labor, ag 
fixed by the unions” and of “goy. 
ernment as established by Con. 
gress and the various state and 
local authorities.” 

The strongest case for Passage 
of S 215, came from Leonard Wood. 
cock, UAW vice-president. The 

UAW was the only union to sup- 
port the measure. (David J. Me. 
Donald, Steelworkers president, en. 
dorses the principles of the bill, but 
suggests waiting for certain eco. 
nomic studies to be completed. He 
says he fears the machinery setup 
might have a “stifling effect” on 
collective bargaining.) 


* * * 


a accuses GM of be- 
having “as though ‘freedom 
from fact’ were one of the Four 
Freedoms and an inalienable right 
of giant corporations.” 


He says Donner’s telegram to 
the committee saying he would 
not be available to testify in per- 
son is “the latest example of 
their (GM) arrogance.” 

The UAW spokesman also at- 
tacks the “two faces of Mr. (Theo- 
dore O.) Yntema” of Ford Motor 
Co. and the “blindness” of Ray- 
mond Saulnier, of the Council of 
Economic Advisers. 


Even proponents of the bill 
—Woodcock included — suggest 
changes in scope and procedure in 
apparent recognition of the cum- 
bersomeness of administering the 
bill. 

Some economists testified in 
favor of the bill, as did Angus Mc- 


|Donald of the National Farmers 


Union and Dr. Colston Warne of 
Consumers Union. 

All witnesses, of course, oppose 
inflation but there is little or no 
agreement as to its causes or 


|whether the price-notification bill 


would be effective in curbing rising 
prices. 
—WituiuaMmM ULLMAN 


sed all Popovic’s unsold cars 4 
week before the bankruptcy ac- 
tion, according to papers filed 
with the local auto title bureau. 


(In Detroit last week, Chrysler 


|Corp. said it has received a letter 


from Popovic resigning his fran- 
chises. The letter was dated Apr. 
17, the day Mutual Finance repos- 
sessed Popovic’s unsold cars.) 


Purchasers caught in the no-title 
scheme said they were stalled off 
when they tried to obtain titles 
from Popovic, Some were issued 
1959 license plates for their new 
cars on the titles of the cars they 
traded in. 

The plates were obtained from 4 
deputy registrar’s office on a used- 
car lot next to the Popovic dealer- 
ship. It was, of course, illegal to 
place such plates on the ’59 cars. 

Some of the buyers paid cash for 
the cars which they now must fight 
to keep. One said his current car, 
an Imperial, is the eighth he has 
bought from Popovic. 

This buyer said Popovic put 
the ’59 plates from his ’57 tradein 
on the new car and said he had 
had them transferred. The buyer 
has since discovered that the 
transfer never was made, 

Popovic opened his dealership in 
the summer of 1953. The quarters 
formerly were occupied by 4 
Kaiser-Frazer dealer who was in- 
dicted by a county grand jury for 
failing to give titles with new cars. 

Just as in the Popovic case, the 
titles were held by a finance com- 
pany. The K-F dealer rais 
enough money to pay off the fi- 


nance company and get titles for 
his buyers. When the case went to 
court, he was freed on the basis of 


the restitution. 
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Held Dealer Problem 


pINEHURST, N. C.—“Fear of 
Government persecution” has been 
cited by H. L, Galles jr., National 
Automobile Dealers Assn, president, 
as one of the serious problems fac- 
ing dealers. 

Speaking at the annual conven- 
tion of the North Carolina Automo- 
pile Dealers Assn., he mentioned 
several practices of the Internal 
Revenue Service detrimental to 
dealers, and the fines recently 
jevied against dealers in New York 
and Washington for price fixing, 

“It is impossible to fix prices 
in our business” because of its 
trading nature, he declared, and 
the government's action in bring- 
ing criminal indictments against 
dealers is “highly unjust.” 

Galles also commended manufac- 
turers for doing everything possible 
to hold down the price of automo- 
biles in the face of serious problems 
of rising costs. 

Some 600 persons attended the 
annual meeting, devoted to the 
theme “Profit: The Reason For 
Business.” 

Although he was not a speaker, 
Studebaker-Packard President 
Harold E. Churchill joined Sales 
Vice-President Sydney Skillman to 
visit with the North Carolinians 
the final day of the convention. 


The Tar Heels elected C. 
Odell Sapp (Chevrolet), of Salis- 
bury as their new president and 
went on record as opposing a 
proposed increase in the state 
sales tax on automobiles and 
trucks. 

Conventioners awarded “50-year 
awards” to four pioneer automobile 
dealers in the state who have 
rounded out a half century in the 
industry and heard Benson Ford 
urge businessmen to face up to 
their personal ‘bogeyman’—fear of 
politics—or lose their proportionate 
share in shaping the nation’s eco- 
nomic and social destiny.” 

Sapp served as vice-president of 
NCADA during the year just ended 
and succeeds Joe A. Watkins, of 
Oxford. Elected to serve with him 
during the next 12 months were: 
Clarence W. Wickham (Ford-Mer- 
cury), Tarboro, vice-president; 
Frank E. Woods (Pontiac-Willys), 
Charlotte, secretary, and J. W. 
Morton (Rambler), New Bern, 
treasurer. 

In expressing opposition to two 
bills before the Legislature which 
would increase the sales tax on 
automobiles and trucks, the as- 
sociation said the automobile in- 
dustry is in no condition to stand 
any tax increases. 

The 50-year awards, presented 
by the association for the first 
time, went to Howard L. Rose, of 
Rocky Mount; Guy L. Cline, of 
Lincolnton, and Lee A, Folger 
and G. C. Thomas, both of Char- 
lotte. 


Rose, formerly in the blacksmith, 
wagon and carriage business, sold 
the first Buick in Rock Mount in 
1999 and now heads Rose Buick 
Co. Cline began selling Fords in 
1909 and later. changed his fran- 
chise and now is a Buick-Pontiac 
dealer. 

Folger opened his first Buick 
dealership in Greensboro, N. C. in 
1907, and later moved to Charlotte 
where he now heads the Buick 
dealership there which bears his 
name. Thomas entered the auto in- 
dustry from the bicycle business, 
opening his first Cadillac agency in 
Winston-Salem, N. C., in 1906. He 
now heads Thomas-Thomas Cad- 
illac-Olds, Inc., in Charlotte. 
Another speaker, J, Dewy Dorsett, 








Pryor Heads 
Memphis Dealers 


MEMPHIS, Tenn.—The Memphis 
New Car Dealers Assn, has re- 
elected Downing Pryor, of Pryor 
Oldsmobile Co., as president. 

The association announced plans 
sor an automobile show to be 
Staged at Ellis Auditorium next 
Jan. 9-17, Pryor said it will be the 
Second auto show the Memphis 


@ealers have staged in 21 years. 


general manager of the Assn, of 
Casualty and Surety Companies, 
told the convention that motorists 
could halve their automobile insur- 
ance costs if they would duplicate 
the “vigorous” accident prevention 
efforts of automotive dealers. 
Praising North Carolina new 
car and truck dealers for hold- 
ing down on-the-job accidents, he 
said safety has been good busi- 
ness for dealers and cited insur- 
ance savings they earned through 


accident prevention, He said | © 


workmen’s compensation premium 
charges to automobile dealers are 
lower than the average rate for 
all classifications, and that deal- 
ers “now pay 6 percent less for 
the same coverage” than they did 
in 1948. 


Dorsett asked dealers to help} 
mold proper attitudes toward traffic | 
safety. The day of high automobile 
accident rates will be numbered, 
he said, when the public is aroused 
to the real cost of accidents in lives, 
suffering and economic waste. 


During the convention, North 
Carolina Commissioner of Labor 
Frank Crane presented awards to 
80 dealers who had perfect records 
of no disabling injuries during par- 
ticipation in the association’s 1958 
dealer safety program. 


A panel discussion was devoted 
to leasing and the sales and service 
of imported cars. 

Paul E. Herzog, NADA research 
director, said studies of both fields 
made by NADA showed that neither 
were get-rich-quick propositions, 
and advised dealers to learn as 
much as possible about both before 
entering them ill advisedly, 

Thomas C. Todd, Yarnall Chev- 
rolet, Chicago, said he had found 
it is better to enter leasing on a 
small scale and gradually build up 
the operation. He warned of the 
necessity to select leasing custo- 
mers carefully. 

“You can’t gamble on making 
a profit on a leasing customer, 
the profit must be assured from 
the start,” he said. 

Paul R. Lauritzen, Lauritzen Mo- 
tor, Inc., Richmond, Va., who han- 
dies six imported lines, declared 
that it is necessary to get full gross 
on the sales of foreign-manufac- 
tured cars. He said so little serv- 
icing is needed on imports that a 
dealer can not depend on making 
up any trading loss on a sale 
through servicing the vehicle later. 

He said imported car salesmen 
can not use the same approach as 
American-made car salesmen and 
that they must learn to cater to a 
special type of customer, 

The 25th annual convention of 
NCADA also will be held in Pine- 
hurst, with tentative dates of May 
5-7, 1960. 


New Gains Noted 
In Sales, Orders 


By Manufacturers 


Evidence of continued gains in 
manufacturing highlighted news of 
business last week. 

After being one of the chief vic- 
tims of the recession, the manufac- 
turing segment of the economy had 
sales of $30.5 billion in March, the 
Commerce Department reported. 
This compares with $27.5_billion in 
February and $25.8 billion in March 
of 1958. 

Manufacturers’ new orders in 
March totalled $31.5 billion, com- 
pared to $28.9 billion in February 
and $25.4 billion in March of last 
year. In addition, manufacturers in- 
creased their inventories by $400 
million during March. 

The Treasury announced plans to 
sell $5.3 billion in relatively short- 
term notes in May to complete bor- 
rowing for the fiscal year which 
ends June 30. 

Meanwhile, there were reports of 
increased prices on textiles and 
lumber and the American Truck- 
ing Assns. said intercity truck 
freight tonnage in the most recent 
week reported was 19.6 percent 
above the total in the like week of 
1958. 
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Conway Cadillac, Cleveland, reports exceptional owner response to a “Spring 


| Cleanup Package" that it is featuring along with its regular Blue Coral polish pro- 


gram. The package includes chrome polish, interior trim cleaning and painting of the 


engine. A comparison display showing a 
frim cleaned and one side of the engin 
according to O. P. Peterson, Conway ser 
featured in the display are snapped up 
the car will be reconditioned." 





used car with one side Blue Coraled and 
e painted sells service customers on sight, 
vice manager. Peterson said the used cars 
by car buyers “when they see how well 





First Quarter a Good One 


For All Auto Producers 


By Kenneth C. Kelley Jr. 
Staff Writer 


free first quarter of 1959 was a 
good one for the auto producers, 
any way you cut it. The combined 
first-quarter report of the five 
manufacturers includes these 
points: 

1. All producers made a profit 
for the second successive quarter, 
after years in which at least one 
producer was in the red every 
quarter. 

2. The five had a profit of $463.3 
million, a whopping 136.62 percent 
above the $195.8 million earned in 
the like period of 1958. 

3. Sales in dollar terms reached 
$5,716,100,000, a gain of 25.59 per- 
cent above the comparable 1958 
total. 

4. Unit sales of cars and trucks 
increased 27.68 percent to 2,070,198. 

Unit sales figures represent cars 
and trucks sold to dealers by Gen- 
eral Motors, Ford and Chrysler and 
production by American Motors and 
Studebaker-Packard. Although the 
two classes of figures are not 
exactly comparable, they are not 
significantly different. 

* * * 


A§ IS customary, General Motors 
dominates the individual re- 
ports of the auto producers with 
sales and profits well above the 
results of its four competitors, The 
company may be headed for an- 
other billion-dollar-profit year, 

However, the business pickup so 
far this year enabled Ford, Stude- 
baker-Packard and American Mo- 
tors to report record results. 

A glass strike which cut Chrysler 
production, put records out of the 
reach of Chrysler but the company 
was able to overcome the produc- 
tion trouble to turn last year’s loss 
of $15 million into a $15 million 
profit this year. 

A comparison of the percent of 
net profit that each producer ob- 
tains from each dollar of sales 
shows GM in first place at 9.139 
percent with Ford a very close 
second at 9.137 percent, 

S-P is the surprise in the net- 


* * 


How They Fared Financially .. . 


Auto Makers’ 


profit-on-sales comparison, The fig- 
ure for S-P is 6.75 percent and 
earned the company third place. 
AMC was fourth at 4.59 percent 
and Chrysler was fifth with 2.20 
percent. 


5 Makers Back 
Research Study 
Of Tire Conduct 


ANN ARBOR.—Improved per- 
formance of automobile tires is the 
objective of a fundamental re- 
search program by the college of 
engineering at the University of 
Michigan, The program is sup- 
ported by five major tire manufac- 
turers. 

The University will conduct a 
basic study leading to an under- 
standing of the dynamics of auto- 
mobile tires and suspension 
systems, while the sponsoring com- 
panies will supply physical data 
from applied research and road 
tests. The ultimate result of this 
program could provide safer and 
more comfortable vehicles, it is 
believed. 

The companies which have con- 
tributed $31,000 for the first year’s 
research are Firestone, General, 
B. F. Goodrich, Goodyear and U. S. 
Rubber. 

Samuel K. Clark, U of M associ- 
ate professor of engineering me- 
chanics, who will direct the project, 
said particular attention will be 
directed to vibration and acoustical 
performance of tires. Other prob- 
lems concerning tires and suspen- 
sion systems to which additional 
basic research may be directed are 
those dealing with the mechanism 
of rolling resistance, skidding, the 
relative motion of the tire, road- 
and-tire strength and flexibility. 

A liaison committee from indus- 
try has been appointed to the pro- 
gram. They are James J. Robson 
and M. George Brush, Firestone; 
Rollin H. Spelman, General; Frank 
Herzegh, B. F. Goodrich; Malcolm 
G. Anderson, Goodyear, and Dr. 
Arthur W. Bull, U.S. Rubber. 


Sales, Profits 


First Quarter, 1959 vs. 1958 


Dollar Sales 
In Millions 
1959 


$ 228.8 
690.5 
1,475.3 


1958 
$ 108.8 
537.2 
1,095.8 
2,721 
88.7 


$ 
Chrysler 


$4,551.5 


$463.3 


Profit— (Loss) 
In Millions 
1959 1958 


125 $ 2.4 
15.2 (15.1) 
134.8 
293 
7.8 


Unit Sales 
1959 


100,258 
233,185 
548,625 
1,131,480 
56,650 


41,183 


2,070,198 1,621,456 





| 
_|Finance Firms 


Report Gains in 


Car-Loan Volume 


DETROIT.—The Big Four fi- 
nance companies reported strong 
gains in the volume of business in 
the first quarter but profit results 
were somewhat less strong, 


While all four noted the upswing 
in business, only CIT Financial 
Corp. and Commercial Credit Co. 
reported increased earnings. Lower 
profits were reported by General 
Motors Acceptance Corp. and As- 
sociates Investment Co. 

CIT listed earnings of $9,830,766, 
compared with $9,359,854 in the 
first quarter. of 1958 Commercial 
Credit’s earnings amounted to $6,- 
391,033, compared with $6,263,480 a 
year earlier. 

Net income at GMAC fell from 
$15,123,272 in the first quarter of 
1958 to $10,998,789 in the like period 
of this year, At Associates, profit 
was off from $4,516,569 to $4,268,540. 

Arthur O. Dietz, president of 
CIT, said he had “the highest ex- 
pectations” that the pickup in 
earnings will continue. He re- 
ported “a fine increase” in volume 
of business and amount of receiv- 
ables outstanding in March and 
said the surge continued in April. 


The volume of retail auto financ- 
ing by CIT topped $207 million in 
the first quarter, up $8.5 million or 
4.3 percent from the like period of 
1958. 

E. L. Grimes, chairman of Com- 
mercial Credit, said the company 
acquired more receivables in the 
first quarter than a year earlier 
and the volume of receivables out- 
standing on March 31 topped the 
year-earlier total. 

The company’s purchases of re- 
tail auto paper in March exceeded 
collections in the month on out- 
standing credit, after a 16-month 
period in which collections ex- 
ceeded extensions. 


Commercial Credit pointed out 
that the company’s cost of borrow- 
ing money has increased consist- 
ently since August without com- 
pensating increases in charges. 

GMAC purchased $844 million in 
retail contracts in the first quarter, 
compared to $759 million in the 
first three months of 1958, President 
Charles G. Stradella said. 

Retail receivables outstanding on 
March 31 amounted to $3,205 mil- 
lion, compared with $3,197 million 
on Dec. 31 and $3,464 million on 
March 31, 1958. 

Stradella said the drop in earn- 
ings was partially due to the fact 
that average receivables outstand- 
ing were lower in the first quarter 
than they were a year earlier. 

Associates Chairman Robert L. 
Oare listed the volume of finance 
business in the first quarter at 
$390 million, compared to $325 
million in the like quarter of last 
year. 


Normal liquidation of accounts 


resulted in a continued decline in 
the amount of receivables out- 
standing, he said. He, too, said the 
lower average of receivables out- 
standing was a major cause of the 
decline in profit. 





Mobile Clinic— 


Jim Carruthers, M-E-L Detroit district 
used-car merchandising manager, looks 
over one of 10 Edsel station wagons to be 
used in the M-E-L Used Car Mobile Re- 
conditioning Clinics. Each wagon is 
equipped with all materials needed to 
appearance-recondition used cars, Mer- 
chandising managers in M-E-L's 10 sales 
districts will demonstrate the equipment to 
dealers and train dealership personnel 
how to use it to clean up and improve the 
appearance of their used cars. 





68 


AUTOMOTIVE NEWS, MAY 11, 1959 





Automotive Washington o<~% 


NIADA Polls Members 
On Use of Stickers 


(Continued from Page 1) 


used-car dealers the following 
questions: 

“1. Approximately how many 
American new 
cars did you buy 
from franchised 
dealers last year? 

“2. Since the 

enactment of the 

Automobile Infor- 

mation Disclosure 

Act in late 1958, 

have you noticed 

any unwillingness 

on the part of 

‘ . your regular 

William Uliman sources of supply 
(franchised dealers) to sell you 
American new cars? 

“3. If so, do you have any evi- 
dence that the price stickers are 
being used for the purpose of bring- 
ing pressure to bear on your regu- 
lar sources of supply in order to 
limit or eliminate their sale of new 
cars to you?” 

* a 

F HE GETS the evidence he 
needs, McKinsey said he then 
will decide whether to go to Con- 
gress seeking repeal of Section 
3(c), whether to take his evidence 
to the Department of Justice, or 
whether to bring private antitrust 
action by an injured used-car 
dealer against a franchised dealer 

or group of franchised dealers. 
“We feel pretty sure,” said Mc- 
Kinsey, “that some new-car deal- 
ers are making illegal use of 

information legally obtained.” 

The young Washington attorney 
said he had noted the results of 
NADA’s poll on territory security 
and its plans to get a new bill in- 
troduced in Congress. 

“Our association will take any 
action necessary to halt passage of 
such a measure,” McKinsey com- 
mented, “Both NIADA and the 
Department of Justice are con- 
vinced that territory security would 
not be in the best interests of the 


country.” 
* & * 


NIADA Picks Miami Beach 

Tas revitalized NIADA has 
picked Miami Beach as the 

site of its 1960 convention, The 13th 


annual meeting will be held Jan. 
17-19 at the Eden Roc Hotel. 
” cd * 


Banks Lead Credit Surge 


HE Federal Reserve Board re- 

ports that commercial banks 
have financed most of the recent 
growth in installment credit, as 
well as the peak seasonal demands 
at the end of 1958. 

As 1958 ended, according to 
FRB, banks held 38 percent of 
all installment paper, including 
auto, and finance companies held 
26 percent. 

The board says that recent 
changes in the relative importance 
of sales finance companies reflect 
two partly offsetting tendencies. 

On one hand, the proportion of 
auto credit held by finance com- 
panies has fallen from a high of 
51 percent at the end of 1955 to 45 
percent in recent months, as com- 
mercial banks and credit unions 








A 











have expanded their share of the 
market. 

On the other hand, the board 
reports, the proportion of credit 
for other consumer goods held by 
the sales finance industry increased 
from 12 percent in 1954 to about 
18 percent in 1958, as financial sub- 
sidiaries were formed by manufac- 
turers and retailers to handle their 
paper. 

In the auto credit market, 
FRB says that small banks have 
expanded their operations more 
than medium-sized and large 
banks. 

The board’s latest study of trends 
in installment credit came as new 
borrowing rose to the highest levels 
Since late 1955. The expansion of 
$1 billion in outstanding debt dur- 
ing the first quarter of 1959 was 
the largest quarterly rise since the 
final quarter of 1955. 

Since October, auto credit has 
accounted for about half the in- 
crease in outstanding credit. 

* * = 


How to Judge a Manager 


NEW pamphlet of the Small 
Business Administration dis- 
cusses how to find and judge man- 
agement talent. It is called “Bal- 
anced Skills: Measure of Effective 
Managers,” and it is free at any 
SBA office. 

Among other things, the leaflet 
points out that a good manager has 
a flair for finances; he is a good 
buyer, executive, advisor, citizen. 
boss, diplomat, creator, planner and 
psychologist. 

* + * 
Forecasting Is ‘Feeble’ 


OUR ability to forecast when 
economic recessions will occur 
is still “feeble,” declares the U. S. 
Chamber of Commerce. 

In its newly published “Economic 
Lessons of Postwar Recessions,” 
the chamber examines the lessons 
to be learned from the downturns 
of 1948-49, 1953-54 and 1957-58, and 
decides that our inability td pre- 
dict them is one of the major les- 
sons. 

The chamber gives the Federal 
Reserve System “substantial 

credit” for turning the tide 
against our most recent reces- 
sion. It adds that the Federal Re- 
serve Board has either been “ex- 
traordinarily lucky or wise, or a 
combination of both.” 

The trade association gives Con- 
gress little credit for the recovery 
which began in April, 1958, nor does 
it hand much credit to the Admin- 
istration. It does compliment the 
White House for “refusing to 
panic,” however. 

i * * 


Busy Month for SBA 


OURTEEN auto dealers obtained 

Small Business Administration 
loans during March, while a total 
of 1,083 applications flooded into 
the agency—the second highest 
month in SBA history. 

The two largest dealer loans 
in March were for $80,000 each, 
both on a participating basis with 
banks. 

Dozens of other loans were ap- 





Garroway Tours Paris in Simca Convertible— 
Americans were treated to a trip to Paris last week when Dave Garroway and his 


“Today” show became the first U. S. TV 


program to link Europe and America by 


means of video tape. Simca supplied the ground transportation for the ‘‘Today" 
troupe. Here Garroway gives Jacqueline Joubert, French TV star, a lift in his Simca 
Oceane convertible with the Eiffel Tower in the background. 








proved in March to other types of 
automotive enterprises, including 
car-wash shops, parts wholesalers 
and body shops. 


* * * 


Busby’s New Firm 


AVID BUSBY, well known to}; 


virtually the entire automotive 


industry and trade as counsel for|; 


the Senate Auto Marketing sub-| 
committee, last week announced 
his entrance into the general prac- | 
tice of law under the firm name of | 
Hays & Busby. 


Busby was long chief counsel for 





the subcommittee headed by Sena- 
tor A. S. Mike Monroney, from 
which stemmed the Automobile In- | 
formation Disclosure Act, more| 
familiarly known as the price 
labelling law. 

During his tenure on Capitol 
Hill, Busby made many friends 
in Congress, among members of 
the press and in his contacts with 
auto makers and dealers. 

The new firm of Hays & Busby 
will maintain offices in New York, 
Washington and Paris, Among the 
firms they will represent are 
Renault and International Harves- 
ter, it is understood. 

Donald Rivkin is also a member | 
of the firm. The main headquarters | 
will be at 750 Third Ave., New 
York 17. 


| 


| air pollution scientists 


| exhausts from passing 


‘egret 
NE 


|Air Pollution Research— 


At this street-site test station, the M-S-A 
Lira infra-red analyzer is aiding New York 
“break through” in 


| their studies of carbon monoxide concen- 


trations from auto exhausts. Here Dr. 
Leonard Greenburg, left, commissioner, 
Department of Air Pollution Control, shows 
Dr. William P. Yant, research director for 
Mine Safety Appliances Co., Pittsburgh, 
how the Lira reacts to carbon monoxide 
traffic at New 
York's Queensboro Bridge. The instrument 
provides continuous, accurate measurement 
of carbon monoxide in concentrations as 
low as one part in a million. 





New Depreciation System 
Urged by Tool Builders 


DETROIT. — Realistic and ade- 
quate depreciation reforms are a 
necessity if U. S. industry is to 
prosper in brutal international 
competition, the National Machine 
Tool Builders’ Assn. was told. 


N. M. Forsythe, president of 
National Automatic Tool Co., | 
Inc., told the group’s spring 
meeting here people in govern- 
ment must be convinced of the 
“crying need” for such reform. 
“It irritates me no end to find 

ourselves in a price war with 
European competitors with much 
more modern facilities than our 
own,” he said. “It’s rubbing salt 
into the wound to know that we) 
also helped with a good slice of} 
the money.” 

In another address at the meet- 
ing, Ralph J. Kraut, president of 
Giddings & Lewis Machine Tool 
Co. as well as president of the tool | 
builders’ association, warned that 
the U. S. will lose its place as the 
leading manufacturing country of 
the world unless the wage-price in- 
flation spiral is reversed. 

“The American economy gen- 
erally,” Kraut said, “is pricing it- 
self out of the market. 

“Wage rates abroad are only 
from one-fourth to one-fifth of! 
ours; and, according to government | 
figures, our wage rates have gone 
up twice as fast as output per man 
hour. Meanwhile, foreign technol- 
ogy, both in equipment and know-| 
how, has caught up with ours. 

“Under these circumstances 
American manufacturers cannot} 
produce at competitive prices. If 
this continues, the inevitable result 
will be more production abroad and 
less in the United States—until we 
lose our position as the leading 
manufacturing nation,” Kraut said. 

“The machine tool industry is 
but one example of the mush- 
rooming of foreign competition 
with production costs far below 
those in the U. S. In 1958 Eng- 
land and West Germany each 
produced more machine tools 
than we did in this country. Rus- 
sia is today turning out 120,000 
machine tools a year and is 
shooting at 200,000. 

“This compares to an output, in 
this country, of 300,000 machine 
tools in the peak year of World 
War IT, 100,000 in the Korean crisis, 
and less than 30,000 in 1958. Under 
the wage-rate differential which ex- 
ists today, this trend will continue 
unless corrective action is taken.” 

To reverse the inflationary spiral, 
Kraut urged that management and 
labor join in holding down costs 
and increasing productivity, that 
government at all levels aim at 
balanced budgets and less spending 
and that protective embargoes, tar- 
iffs or quotas be enacted. 

In discussing the need for de- 
preciation reform, Forsythe said he 
anticipated a revision in tax laws 
“in the next two or three years.” 








He said the association advo- 
cates the elimination of Bulletin 
F (which he said holds deprecia- 
tion allowances to the minimum 
with its concept of fixed tax lives 
arbitrarily determined by govern- 
ment decree) and the substitution 
of a bracket approach. 

Under the latter system, all de- 
preciable property would be classi- 
fied into a relatively few categories. 


Taxpayers would be given a| 


range or bracket of lives or rates, 


or simply an upper limit which} 


could be applied to assets in each 
category. 

“We have suggested a tax life 
of seven to 10 years for machine 
tools,” Forsythe said. 

“We are also advocating the re- 
moval of the $2,000 ceiling in the 


20-percent initial life authorized | 


at the last session of Congress,” 
he said. 

“We believe that in addition to 
the regular writeoffs, companies 
should have the option to write 
off an additional 20 percent of any 
machine tool purchases in the first 
year.” 

The length of the writeoff period, 
Forsythe said, is in itself a “real 


| deterrent” to modernization. 


“After all,” 
units become obsolete long before 
they wear out. Wear and tear are 


no longer the major consideration, | 
so we need a depreciation system | 


that recognizes accelerating obso- 


| lescence.” 


$250,000 Fire at Dahl 


OSHKOSH, Wis. — Damage was | 
estimated at $250,000 when fire 
struck Dahl Motors Co, here. A| 
number of new and used cars were 
destroyed. 


he said, “machine tool | 


Makers Call April 
Top Month of Year 


52% Ahead of 1958, 
Ford Motor Says 
(Continued from Page 2) 


ous mark set in March and 2% 
times last April, according to Roy 
Abernethy, vice-president of auto. 
motive distribution and marketing 
for American Motors. March sales 
totalled 29,895 Ramblers and deliy. 
eries in April last year amounted to 
15,418 units, he said. 

Deliveries in the last 10 days of 
| the past month rose to 16,387, thus 
|topping the total for the entire 
month of April, Abernethy ob- 
| served, April was the 10th consecu- 
| tive month in which sales at least 
| doubled those of the comparable 
|}month of the year earlier, he said, 
ok os * 


Cadillac 
Domestic retail deliveries of the 
11959 Cadillac continued at record 
|levels during April, according to 
James M. Roche, Cadillac general 
manager. 

He said the delivery of 13,394 
units exceeded the former April 
|high of 12,877 established in 1956 
and topped 1958’s April total of 11; 
952 by more than 12 percent. The 
April volume was second this year 
only to January’s 13,559. 

April sales brought the four- 
| month total to 52,885, the best first 
|four months in Cadillac’s 57-year 
| history, Roche said. This figure sur- 
| passes the 52,185 recorded from 
| January through April, 1957. 

od a” * 








Simca 

Simca sales in the first four 
|months of 1959 more than tripled 
those for the corresponding period 
|of 1958 and sales during the last 10 
| days of April were the highest for 
any 10-day period in history, ac- 
cording to David R. Crandall, na- 
tional director of Simca sales for 
| Chrysler Corp. 

“Dealers sold 13,296 Simcas 
|through April this year as com- 
pared with 4,299 in the first four 
months last year,” Crandall said. 
“In the final 10 days of April, they 
sold 411 units. The daily selling 
rate for the nine selling days was 
157 cars, also a record, April sales 
of 3,524 units were 148 percent 
| above the 1,417 cars sold in April, 
| 1958.” 





* * . 


GMC Truck 

Retail deliveries of GMC trucks 
jin April amounted to 6,375 units, a 
| 40.4 percent gain over the corre- 
sponding month in 1958, it was an- 
;nounced by P. J. Monaghan. In 
the first four months of 1959, GMC 
delivered 24,468 trucks, a 41.6 per- 
| cent increase over the correspond- 
ing period of last year, Monaghan 
said. Gains were noted in all weight 
classifications. 








Switch with a Smile— 


Taking a tip from Rambler advertising, Western Car Sales, a used-car firm in Pueblo, 
Colo., has been running a “Panic Sale" to clear out his stock of “gas guzzling mon- 


sters." 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U. S. PRODUCTION ONLY) 









































Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 9, week, May 2, Output, Mayl0, May 9, 
- 1959 1958* 1959* April* 1958* 1959 
AMERICAN MOTORS 9,250 4,504 8,923 40,235 62,001 152,302 
Rambler ........-..-:..c 7,122 3,263 6,367 30,963 46,371 116,411 
American. .................. 2,128 1,241 2,056 9,272 15,630 35,891 
CHRYSLER CORP. ...... 20,070 10,003 20,613 99,065 224,549 300,961 
Chrysler ......:----ecee 2,000 1,724 1,933 9,288 22,066 30,435 
DOGO ona. encecceceeeeresesees 1,250 59 1,275 5,830 13,545 22,760 
POU C aoe enceccsceeeressseseseee 4,500 593 4,531 21,805 36,381 69,058 | 
Imperial pintennvieneenens 320 334 530 2,325 6,385 8,820 
Plymouth eusetonssascocevcovese 12,000 7,293 12,344 59,817 145,672 169,888 
FORD MOTOR .............. 39,000 17,426 36,934 160,576 443,523 674,346 
BGG noses scceceeccecresceeee 715 467 731 4,031 6,098 18,599 
IGE ......csescccccrssccsecssseece 32,955 11,250 30,864 134,070 364,568 555,136 
Thunderbird ............ 1,590 1,306 1,418 6,592 14,038 26,929 
LAM 0.02. eeeeceeeceeeeees 690 478 626 2,947 12,214 12,711 
Mercury . ....-.-----..:cceccceeee 3,050 3,925 3,295 12,936 46,605 60,971 
GENERAL MOTORS .. 65,020 45,451 48,492 264,146 918,426 1,144,619 
BEES, sssccssnscecccesecssesccesnces 4,274 4,181 2,329 18,321 104,269 110,773 
REE cénacovssivinsssasconess 3,360 3,226 3,396 14,902 57,023 65,057 
Chevrolet ...................... 37,100 27,678 32,003 151,650 525,400 636,958 
Oldsmobile ................... 9,064 6,562 5,235 37,874 136,859 162,415 
Pontiac . 11,222 3,804 5,529 41,399 94,875 169,416 
—=S-P CORP. 
Studebaker .................. 3,302 1,070 3,097 14,803 12,620 68,889 
Total Cars, U, S.** ....136,642 78,506 118,059 578,825 1,662,464 2,341,117 
*Revised. 
**Totals for 1958 include Packard production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
May 9, week, May 2, Output, May 10, May 9, 
1959 1958* 1959* April* 1958* 1959 
CHEVROLET ................ 8,900 6,138 8,578 38,465 109,476 149,756 
Ee 125 110 126 537 2,012 2,457 
DIVCO 80 59 101 337 1,086 1,245 
IIE» <cathsebcstenboassitinveosube 1,750 1,448 1,690 7,301 20,264 32,018 
SI ica oadassighiniieasmiadinstian 7,815 3,878 6,936 30,919 83,960 123,065 
a iaiaiactiuidoninisassdeden 1,850 1,149 1,960 8,039 24,736 33,163 
INTERNATIONAL ...... 3,300 1,812 3,305 14,834 38,436 51,611 
EE 375 265 335 1,542 5,584 6,377 
STUDEBAKER. ............ 164 152 189 833 2,469 5,469 
IY” \ cistmirinnnacnaiscssis 420 319 399 1,835 6,566 7,006 | 
NS seine asincaisiskens 2,200 1,922 2,147 10,194 29,522 42,502 
MISCELLANEOUS** .. 86 90 82 385 1,289 1,465 
Total Trucks, U, S. .... 27,065 17,342 25,848 115,221 325,400 456,134 
Total Cars, Trucks, 
EE andhhaseessdcmeosiiaid’ 163,707 95,848 143,907 694,046 1,987,864 2,797,251 
Total Cars, Trucks, 
a 8,885 9,244 10,512 44,554 149,366 169,104 
Grand Total, 
Cars and Trucks, 
U.S, and Canada ....172,592 105,092 154,419 738,600 2,137,230 2,966,355 





“Revised 


Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 


***Autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Breckway in 


N.B. All U. S. totals include cars and trucks for military orders. 


Maker Claims 


Advances 


For New Nylon Tire Yarn 


NEW YORK.—Golden Caprolan, 
@ nylon tire yarn developed by 
Allied Chemical Corp., is now in 
full commercial production, accord- 
ing to George H. Hotte, director of 
fiber sales and service, National 
Aniline division. 


Used in volume by all major tire 


‘Cool’ Glass Put 
On Olds Hardtops 


LANSING.— Oldsmobile is pro- 
Viding heat-resistant glass as 
Standard equipment on the rear 
Window of all ’59 SceniCoupe 
Models, The SceniCoupe is the two- 
door hardtop, available in all series. 

The rear window has 1,748 square 

es of glass, with the special 

t resistant shade band across 
the top 12 inches. Shading is dense 
at the top of the window and de- 
freases in density until it blends 
With regular tinted glass in the 
ower two-thirds. 











. The special heat-resistant shad- 









lo, 
on- 









is achieved by spraying a 
‘ous oxide on the inside of the 
Blass during the manufacturing 
Process. The ferrous oxide works 
way into the glass during the 
fooling, creating a permanent shade 
band in the tinted glass. 








| producers and a number of smaller 

companies, it is being made into 
casings for passenger cars, trucks, 
buses and off-the-road equipment. 

One rubber company official esti- 
mated that about 15 percent of the 
nylon tires produced by the indus- 
try this year would use the new 
yarn. 

The new yarn represents an 
achievement for Allied Chemical 
researchers, Hotte said, since it is 
based upon caprolactam, a raw ma- 
terial which other yarn. manufac- 
turers have been unable to adapt 
to the manufacture of automotive 
tires. 

He said it was named Golden 
Caprolan because it is naturally 
gold in color, rather than the con- 
ventional white of other nylon 
yarns. 


Golden Caprolan, Hotte said, 
excels in terms of heat stability 
and possesses an exceptionally 
high level of resistance to flex fa- 
tigue. These qualities, he said, con- 
tribute to long sidewall life of tires 
in which the new yarn is used, 

Major tire manufacturers have 
been subjecting the new yarn to 
rigid laboratory testing and road 
evaluations on trucks, buses and 
taxi-cabs, for several years, Hotte 
said. 
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Selling with a Method .. . 





How 16 Men Moved 2,000 Cars 


By George H. Watson 
Staff Correspondent 

JACKSONVILLE, Fla.— With a 
force of eight new-car and eight 
used-car salesmen, Langley Olds- 
mobile Co. here has sold an aver- 
age of 600 new and 1,400 used cars 
per year over the past five years. 

E. Robert Langley, president, puts 
great emphasis on building and 
maintaining an active sales force. 

Langley, in addressing the Ala- 
bama Automobile Assn. in Bir- 
mingham, said his best salesmen 
were developed from scratch 
rather than being hired from 
other auto concerns. 

Salesmen are paid entirely on a 
commission basis, 5 percent on the 
net difference on used cars and 6 
percent on straight sales. A 6 per- 
cent commission is paid on new 
cars after deducting the EOM. One 
of his best stimulators is a $50 
bonus paid on all cars sold over 
9 per month by any salesman. 

New-car salesmen make $10,000 
to $16,000 per year, he said, and 
used-car salesmen, $5,000 to $10,000 
per year. 

Langley’s first love is the sales- 
man who goes out and originates 
business on his own. The sweetest 
music, he said, is a customer who 
comes in and asks for a certain 


Willys Profit 
> * 
Tops $2 Million 

TOLEDO.—Willys Motors and its 
subsidiaries had a profit of $2,340,- 
000 in the first quarter of 1959 after 
losing $326,000 in the comparable 
period of last year. 

The profit figures were reported 
by the parent firm, Kaiser Indus- 
tries Corp. 

The entire Kaiser group earned 
$4,232,000, up from the $2,881,000 
earned in the first quarter of last 
year. 








salesman. Then he knows the sales- 
man has been working. 


“We don’t like floor business,” 
quipped Langley. 

In the interest of better public 
relations among his salesmen, 
Langley—although he is a “born 
salesman”—does no personal sell- 





Calif. Governor 
Signs Bill to Curb 
Credit Abuses 


SACRAMENTO, Calif.—A bill 
designed to protect the consumer 
against installment-credit abuses 
has been signed into law by Gov. 
Edmund Brown. 

The law covers goods and serv- 
ices, but excludes auto buying be- 
cause of existing regulation in that 
field, A further study of auto time 
sales has been urged before adopt- 
ing additional curbs, 

The law requires a full break- 
down of the cash sale price, tradein 
allowance, amount of financing 
charges, total cost and amounts and 
due dates of required payments on 
all credit sales of $50 or more. 

Financing rates may not exceed 
five-sixths of one percent per 
month of the unpaid balance on 
items under $1,000, and not more 
than two-thirds of one percent per 
month on the unpaid balance over 
$1,000. 

Rates may include a minimum 
charge of $12 if the term is more 
than eight months and $10 if under 
eight months. 

The law prohibits wage attach- 
ments and limits repossessions. The 
seller may recover collection costs 
if the items involved are removed 
from the state without permission 
or where no change-of-address 
notification is given or the buyer 
does not communicate with the 
seller for 45 days. 





Reflecting Spring Sales . . . 
Car Output Hits 59 Peak 


(Continued from Page 1) 


estimated 9,064 units; Buick 
climbed from 2,329 to 4,274 assem- 
blies; Mercury dipped from 3,295 to 
3,050 units; Edsel dropped from 731 
to 715 units; Dodge was off from 
4,531 to 4,500 assemblies; DeSoto 
declined from 1,275 to 1,250 units, 
and Chrysler climbed from 1,933 to 


2,000 units. 
(ADthe AC led the high-price 
class with 3,360 assemblies last 
week, down 36 units from the 3,396 
units a week earlier; Lincoln 
climbed from 626 to 690 assemblies, 
and Imperial, working only three 
days last week in an effort to adjust 
production schedules with field in- 
ventories, dipped from 530 to 320 
units. 

Across the border, Canadian ve- 
hicle output dipped from the year’s 
high of 10,512 cars and trucks a 
week earlier to an estimated 8,885 
vehicles last week as Chrysler Corp. 
failed to produce any cars, 

A breakdown of Canadian opera- 
tions showed the manufacturers 
turning out 7,030 cars and 1,855 
trucks last week, compared with 


* * * 





Small Ford Is Falcon; 


Rivals Cagey on Names 


DE TROIT.—Ford Motor Co. 
has acknowledged that its small 
car will be called the Falcon. 
Chevrolet and Chrysler Corp. 
aren’t talking officially, but the 
industry already is referring to 
the Chevrolet “Corvair” and the 
Chrysler “Valiant.” The Falcon 
will be assembled at Ford’s 
Lorain (O.) plant, it is believed. 

None of the Big Three has con- 
firmed an introduction date. Best 
guesses are that the “Corvair” 
will appear before mid-October, 
that the Falcon will follow a 
week or so later and that the 
“Valiant” will bow in December. 





8,472 cars and 2,040 trucks a week 


earlier. 


a * * 


Modernization Programs 


Begin at Fisher Body 


DETROIT.—Programs for mod- 
ernization of Fisher Body plants in 
Lansing and Pontiac were an- 
nounced last week. 

A modernization of production 
facilities at the Pontiac plant will 
enable Fisher to produce all Pon- 
tiac body styles including conver- 
tibles and station wagons, which 
currently are being built in other 
Fisher plants. 

Entirely new body and paint 
shops will occupy 280,000 square 
feet of space formerly used for 
metal fabrications and new facili- 
ties for the trim and cushion. room 
will be moved into the present body 
and paint shop areas. 

The program also calls for the 
installation of a dual assembly line 
system and the addition of about 
50,000 square feet for production 
area and a receiving dock. 

A new-story building which will 
house the material department and 
additional facilities and space for 
the paint department and other 
facilities is underway at Lansing. 

The Fisher plant in Lansing 
assembles bodies for Oldsmobile, 
Chevrolet and Pontiac. 


Mack Promotes 


Three Executives 


PLAINFIELD, N, J.—The promo- 
tion of three top executives has 
been announced by Mack. 

Elliott G. Ewell has moved up 
from sales vice-president to execu- 
tive sales vice-president; George E. 
Engelmann, from administration 
vice-president to executive adminis- 
tration vice-president, and Charles 
G. Hofreiter, from treasurer to 
vice-president and treasurer. 

No replacement was. announced 
for P. O, Peterson, who retired as 
Mack president in December, 











ing. Neither does the concern 
use any “closers.” However, cars 
are appraised carefully on the 
“low retail” price, and the ap- 
praiser actually drives the car. 


“We buy the very best used cars 
we can,” explained Langley, “and 
then recondition them completely, 
including cleaning the motor.” 


Langley tries to maintain moraie 
as high as possible among his sales- 
men. Occasional staff dinners are 
given to which the wives are in- 
vited and prizes are offered, 


Salesmen are backed up by $30,- 
000 to $55,000 worth of advertising 
per year, much of it on used cars. 
New-car advertising is dignified, 
without any emphasis on price. 
Newspaper advertising is favored. 

The Langley business occupies 
4% acres on a main highway with 

plenty of frontage. There are 

three main entrances—one for 
new cars, one for used cars and 
one for service. There is addi- 
tional room for expansion. Lang- 
ley believes in having plenty of 

“open air” facilities. 

With this setup Langley has aver- 
aged a profit of $33,000 per year 
each year for the past five years. 


Dodge to Unveil 
New Diesel Truck 
At Show in Tulsa 


DETROIT. — An all-new Dodge 
diesel tractor will be unveiled 
Thursday (May 14) at the Interna- 
tional Petroleum Exposition in 
Tulsa, Okla., marking the oil in- 
dustry’s 100th anniversary. 

The tandem tractor, first of the 
1960 Dodge truck models to be 
exhibited publicly, will be powered 
by the Cummins NH-220 engine. It 
will be on display throughout the 
10-day petroleum show. 

M. C. Patterson, Dodge general 
manager, said the NH-220 is only 
one of four Cummins engines that 
will be available on 1960 model 
Dodge trucks, Others will be the 
all-new C-175, the NH-180, and the 
NH-195. The Dodge diesel models 
will be available at Dodge dealer- 
ships in the fall, he added. 

Trucks with the NH-220 engine 
will offer a maximum gross com- 
bination weight rating of 76,800 
pounds, more than 15 percent 
greater than on present models, 
Patterson said. 

Diesels will be available this fall 
on three basic Dodge truck models 
with a gross-vehicle-weight range 
from 27,000 to 53,000 pounds and a 
gross combination weight range 
from 50,000 to 76,800 pounds. 

“The NH-220 diesel makes us the 
first of the ‘low-priced three’ to 
offer a truck capable of operating 
efficiently in the upper heavy-duty 
field,” Patterson said. 

“In addition to the NH-180, NH- 
195, and NH-220 models, we are 
introducing the Cummins C-175 
Turbo-diesel, a light engine weigh- 
ing only 1,575 pounds,” he added. 
“This C-175 model has at least four 
outstanding features—greater fuel 
economy, more power without in- 
creased size and weight, a weight- 
per-horsepower ratio of only nine 
pounds, and less power loss at high 


altitudes.” 


* * * 





New Dodge Giant— 


This giant new Dodge diesel tandem 
tractor will be introduced Thursday (May 
14) at the International Petroleum Exposi- 
tion in Tulsa, Okla. The five-ton NCT 1000 
model, powered by a Cummins NH-220 
engine, has a maximum gross combination 
weight rating of 76,800 pounds. 
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Back Ban on Fa 





DALLAS.—More than 1,000 mem- 
bers of the Texas Independent Au- 
tomobile Dealers Assn. have urged 
passage of national legislation that 
would prohibit auto manufacturers 
from owning their own financing 
subsidiaries. 

A similar plea and an endorse- 
ment of the credit bills now before 
Congress came from Laurence M. 
Jeger, executive vice-president, 
Wisconsin Assn. of Finance Com- 
panies. 

Jeger said, “Further expansion 
of GMAC or entrance of Ford into 
the market could well eliminate 


Sunday Sales Ban 
Is Voted Down 


In Texas House 


AUSTIN, Tex.—The Texas House, 
with the backing of car salesmen, 
has killed a bill designed to limit 
car sales on Sunday. 

The vote of 68 to 62, however, 
was put aside with sponsors of the 
bill reserving the right to take it 
up again later. 

Most of the arguments against 
the much-amended measure were 
that the bill was a bad precedent 
directed against an individual busi- 
ness. 

One lawmaker failed to attach 
an amendment which would have 
also banned sales on Wednesday 
and Thursday “in reverence to 
Norsemen worshipping the gods 
Woden and Thor.” 





Obituaries 


George McCartney 
PORTLAND, Ore. — George McCartney, 
74, who opened the first garage here in, 
the 1900s and who reportedly had the 
first Ford Motor Co. dealership in Oregon, | 
died of a heart attack. 
* * * 


Charles W. Kudner 
WEST ORANGE, N. J.—Charles W. 
Kudner; 76, died May 3. For many years 
Mr. Kudner was sales manager of the| 
Brooklyn branch of Pierce-Arrow and at| 
one time was a supervisor for Crane-| 


Simplex. 
* * * 


Allison H. Covey 
FEDERALSBURG, Md.—Allison H. 
Covey, 78, former partner of the late 
Jacob O. Williams in the firm of Covey & 
Williams, died May 1 in Easton, Md. 
* * * 


Ray T. Burleigh 


KANSAS CITY.—Ray T. Burleigh, 53. 
assistant district manager for Chrysler | 
Corp., died May 3. He supervised DeSoto | 


sales in the Kansas City district. 
* * * 


J. A. McDaniel 
DALLAS.—J. A. McDaniel, 80, retired 
Dallas zone manager for GMC, died of a 
heart attack Apr. After his retirement | 
in 1950, he helped organize the Texas GMC 
Truck Dealers Assn. and had served since 
as its secretary-treasurer. 
* * * 


Russell J, Calvin 
COLUMBIANA, O. — Russell J. Calvin, 


25. 


70, founder and owner of Main St. Motors 
until retirement several years ago, died 
Apr. 23. 

* * * 


Perley A, Thomas 
HIGH POINT, N. C.—Perley A. Thomas. 
85, founder and chairman of the board of 


ctory Subsidiaries . 


Texans Rip Finance Ties 


| Bill Moyer Nash, Corpus Christi, 


| Hill, Pa., Philadelphia zone. 





P. A. Thomas Car Works here, died Apr. 
28 at his home in Jacksonville, Fla. He 
came to High Point in 1912 as chief engi- 
neer of the old Southern Car Works, later 
founding his own body-building firm. 
Before coming here he was chief engineer 
of Kuhlman Car Co., Cleveland. 
* * * 


Joe S. Burkhead 
JACKSON, Tenn.—-Joe S. Burkhead, a 
used-car dealer here for 25 years, died 
May 1 after a year’s illness. 
* * * 


Joseph E, McGreal 
LOS ANGELES.—Joseph E. McGreal, 39, 
automotive editor for Southern California 
Associated Newspapers, died of a heart 
attack recently in an auto he was testing. 
7 ~ * 


Thomas Walker Moses 
APPOMATTOX, Va.— Thomas Walker 
Moses, 85, who formerly operated an auto 
dealership here with his son, State Senator 
Charles T. Moses sr., died Apr. 28. 
* * * 


William F. Caldeira 
HAYWARD, Calif.—William F, Caldeira, 


60, co-owner of Lehman Motors (Stude- 
baker), died Apr. 26. 
* * * 
George A. Slavich 
FRESNO, Calif. —- Services have been 


held here for George A. Slavich, secretary 


of Slavich Brothers, Inc. (Studebaker- 
Mercedes-Benz- Willys). 
* + * 
Cecil McPherron 
SEATTLE.—Cecil McPherron, 58, long 


an executive with Buick dealerships here, 
is dead. 






competition and would eventually 
cause consumer credit costs to rise.” 


In a letter to Senator Estes Ke- 
fauver, Tennessee Democrat and 
chairman of the Senate subcommit- 
tee on antitrust and monopoly, 
Thomas Blundell, general manager 
of the Texas association, said: 


“We take this opportunity to 
urge that you and your subcom- 
mittee . . . give favorable consid- 
eration to Senate Bills 8.838 and 839 
prohibiting automobile manufactur- 
ers from owning their own finance 
companies.” 

S. 838 is sponsored by Senator | 
Joseph C, O’Mahoney, Wyoming | 
Democrat, while S. 839 is co-spon-| 
sored by Kefauver and Thomas C, 
Hennings jr., Missouri Democrat. 
All are members of the subcom-| 
mittee which recently completed) 
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SALES 
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dealer name 
license plate frames 


Our advanced styling, sure fit, bril- 
liant new Irridescent Baked Enamel 





hearings on the two similar bills. 
Writing in regard to the owner- 
ship of General Motors Acceptance 
Corp. by General Motors, Blundell 
said that non-franchised dealers 
“favor the independent finance 
companies who have made possible | 
the financing of the cars we Sell) 
on installment sales contracts. 
“GMAC will not, and never has, 
accepted any time papers from any | 
of our dealer members,” he went) 
on. “Continued existence and fur-| 
ther development of factory affili- | 
ated finance companies can narrow 
the sources of service available to) 
the public in this state.” 


16 of 21 Renamed 


To AMC Dealer 


Advisory Board 


DETROIT. — Sixteen of the 21 
members of the American Motors) 
Corp, Dealer Advisory Board have} 
been reelected to serve a new term) 
which will end next March 31. 

The five new members are 
Nisham Atamian, Boston Nash Co., 
Boston, representing the Boston 
zone dealers; William D. Moyer, 


Tex., Dallas zone; M. J. Calovich, | 
Kansas Rambler, Kansas City, 
Kans,, Kansas City zone; Mike 
Ricker, Ricker Motors, Whittier, 
Calif., Los Angeles zone, and David 
Reese, Dave Reese Rambler, Drexel 


Reelected were: 

Don Schulstad, Don Schulstad| 
Rambler Co., Tampa, Atlanta zone; 
W. G. Herpich, Alling & Miles, 
Rochester, N. Y., Buffalo zone; W. 
A. Stutzel, Nash Illinois, Rockford, 
Tll., Chicago zone; W. A. Grawe- 
meyer, Indianapolis Nash, Indian- 
apolis, Cincinnati zone. 

A. W. Schwoerer, Triangle Motor 
Sales, Zanesville, O. Cleveland 
zone; Harry Williams, Williams 
Rambler, Denver, Denver zone; L. 
P. Marshall, Marshall Auto Co., 
Flint, Detroit zone; J. H. King, 
King Nash Motors, Nashville, Mem- 
phis zone. 

L. P. Hartung, Hartung Motor 
Co., Milwaukee, Milwaukee zone; 
Francis Peterson, Francis Peterson, 
Inc., Moorhead and Detroit Lakes, 
Minn., Minneapolis zone; Bernard 
Palley, Ozone Park Rambler, Ozone 
Park, N. Y., New York zone. 

D. L, Mierley, Mierley Motor Co., 
Altoona, Pa., Pittsburgh zone; C. 
W. Wentworth sr. Wentworth & 
Irwin, Portland, Ore., Portland 
zone; Carl DiSalvo, Compton Mo- 
tors, Maplewood, Mo., St, Louis 
zone; Gil Ashcom, Gil Ashcom 
Nash, Berkeley, Calif., San Fran- 
cisco zone, and Walter Eyles, Nash- 
Arlington Corp., Arlington, Va., 
Washington zone. 


Buick’s Rollert Elected 


Vice-President of GM 


NEW YORK.—Edward D. Rol- 
lert, Buick general manager, has 
been elected a GM vice-president 
by the board of directors. 

Rollert became Buick general 
manager May 1. He had been gen- 
eral manager of GM’s Harrison 
Radiator division at Lockport, 
N. Y., for four years. 








colors and clear bright chrome make 
this one of the advertising items most 
feadily accepted by new and used 
car dealers. 

A new car dealer following on the 
management level is necessary to 
success in this field. Excellent for 
men handling kindred non-competi- 


tive lines. 
WE SOLD 


OVER 2 
MILLION 


FRAMES TO 
WEST COAST DEALERS 
LAST YEAR! 


Ground floor opportunities as we ex- 
pand Eastward. Factory representative 


will be in your area soon, Write us 


for additional information. 


CARL D. HODGE & CO. 
INC. 


3525 So. Greenwood Avenue 
Los Angeles 22, California 


SALES MANAGER, powerful closer, 
to train and direct salesmen. One who 
is well acquainted with merchandising 


new and used cars and knows used car 
values and reconditioning costs. This in- 
dividual must have excellent personal 
habits and be able to furnish good ref- 
erences, Firm established 26 years, 
ing Dodge, Dodge truck, Plymouth and 
Simca, in a city of 400,000 population. 
There is just one other smaller ‘‘Dodge 
Only’’ dealer in the city. Average sales 
about 900 new cars, 1,800 used cars. 
This individual will have some assistance 
in this size selling program. For the 
right man the compensation plan is 
completely open for discussion. Please 
send complete resume of experience and 
latest photograph of yourself. All replies 
strictly confidential, Contact: 
Queenan, Sole Owner, Hetfield-Queenan, 
Inc., University at Oxford, St. Paul, 
Minnesota. Phone: MI 6-4011. 





LIKE TO LIVE 
IN THE 
PACIFIC NORTHWEST? 


If you feel qualified to run our sales organi- | 
| zation (volume around one million—Chrysler 


Products), 
write giving full particulars, 


or handle our service department, 
family, educa- 


| tion, training and experience, and we'll tell 


you about a splendid opportunity for two 
young men. 


Box 400, c/o Automotive News, Detroit 7. 





COMMERCIAL ENGINE SALES ENGI- 
NEER — Nationally recognized engine 
parts maker seeking an experienced 
salesman not over 35 years old with five 
years’ practical experience and educa- 
tional background in Diesel and gasoline 
operation to service and sell the mid- 
west. Excellent salary and employe bene- 
fits. Splendid opportunity for growth for 
the right man. Submit complete resume 


of experience, education and salary de- 
sired. Box 408, c/o Automotive News, 
Detroit 7. 





OPPORTUNITY!!! For a young man, 35-45 
age, who can qualify as general manager 
of an old established Chevrolet dealer- 
ship—doing 700 cars retail, should do 
900. Buy-in basis for right man. Lo- 
cated in Pacific Northwest. Give all per- 
tinent information: experience, past earn- 
ings, and cash available. All replies in 
strict confidence. Box 386, c/o Automo- 
tive News, Detroit 7. 




































Accountant-Auditor 
(28-35) 


Excellent opportunity for man with B.S. 
degree with emphasis on accounting or 
equivalent, Retail automotive experience 
(4-6 years) required. 


Leading automotive manufacturer has 
West. Coast auditing position available 
for man living in Los Angeles or San 
Francisco area, Must be able to travel 
extensively. 





Submit resume and salary requirements to 
Box 407, c/o Automotive News, Detroit 7. 





| 
able | 


sell- | 


Harold} 


| HELP WANTED 

















WANTED: PARTNER—Young married 
man, age 30 to 40, with $25,000 to $35,- 
000 capital, who is looking for a sound 
opportunity to invest in and work with 
the 38 year old sole owner and manager 
of a combination Mercury, Edsel, English 
Ford line, Ford tractor and implement 
dealership 
10,000, County of 50,000. Applicant must 
have Christian character, sufficient edu- 
cation, experience and proven ability 
assume complete management and 
erations control of automobile depart- 
ment. Present owner wants to devote 
full time to tractor and implement de- 
partment of dealership. Business es- 
tablished eight years ago in modern, 
dealer-owned facilities—has grown be- 
yond owner’s capacity to manage effi- 
ciently and profitably. Combined gross 
sales last year exceeded $675,000 with 
potential of one million dollars annually 
easily attainable with aggressive, in- 
telligent management. Ratio of current 
assets to current liabilities 1.75 to 1. 
Capital requirements for applicant neces- 
sary but secondary to personality, talent 
and ability. All applicants must undergo 
rigid investigation; likewise, 
ground subject to your most thorough 
examination. Reply at once to Box 403, 
c/o Automotive News, Detroit 7. 


op- 


Advertising 
and 


Specialty Salesmen 
We Have A Terrific Deal For 
Your Automobile Dealer 


Customers 
@ Personalized newspaper (direct mail). 


® Salesmen selection and training pro- 
ram. 

® Sales management consultant service. 

@ Pocket-sized tape recorder and show- 
room message repeater. 


Contact: 
Herman Farrand 


103 W. Fifth, Royal Oak, Michigan 
JOrdan 4-5555 


SERVICE MANAGER for large 
upstate New York Ford agency. 
need an executive type service manager 
who can intelligently supervise mechan- 
ics, and who has a proven record of 
successful operation both in volume and 
profit. We are a large operation deliver- 
ing approximately 1,000 new cars per 
year and have commensurate _ service 
facilities that are second to none in our 
metropolitan area. A good knowledge of 
the Ford Motor Company warranty pro- 
cedure is necessary. If you're interested 
in forming a pleasant and profitable re- 
lationship based on incentive plus salary; 
write, wire or call Mr. Robert Castle, 

| President, Castle Car Syracuse Corp., 
805 West Genesee St., Syracuse, N. Y. 


volume 





|SALESMEN to sell the book “AUTO 
COSTS” which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand. High com- 
missions—No territory restrictions, 
Costs, Box 224, New York 1,°N, 


SALES CAREER 


Nation-wide automotive parts manu- 


facturer-distributor offers depression- 
proof sales opportunity, Protected ter- 
ritories with established accounts now 
available. Average earnings $8,000 to 


$10,000 per year. Great opportunities 
for advancement to executive positions. 
Write today giving background and 
sales experience. 


Box 401, c/o Automotive News, De- 





in northwest Florida city of | 


to | 


our back- | 
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Auto | 


































































HELP WANTED —— 

SERVICE MANAGER—Volkswagen deals 
with 50 car day service operation tp. toilet, 
quires an experienced man 3()-49 years One | 
of age with proven ability to analyze juxury 
organize, deputize and supervise, Writs —less 
for interview giving complete qualifies. additic 
tions, experience and references. Econo. Your 
motors Service, Inc., P. O. Box 66% wholes 
Riverside, California. ; Pierso 

——. 


Position Wanted 


To encourage this classification f 
Peston “Wanted, Ads. rs ae 











| FOREIGN CAR XGENC 

Ramb 

IMPORTER | oe 

Tiines 

Autor 

Seeking connection as Sales Represent. § AGENC 

| tive with a product which will tie in with = 

selling imported cars. Have nationwide - 

dealer connections. Interested in repre. appro 

. : . ] 

| senting foreign maker as regional man- bear 

| ager or in any other capacity, or with § CENTR 

|any product related to my type of busi. ~~ § 

| ness. Write Box 409, c/o Automotive mond 

| News, Detroit 7. make 

| Auto! 

IMPOR 

a 7 : in ne 

FORMER GM DEALER in _ metropolitan Hill 

Detroit area desires managerial position ritor, 

in Michigan or Ohio dealership with No | 

option to buy into business, Age 34, mar- sales 

ried, ten years’ experience in all phases Detre 
of dealership operation. Proven ability, 


supported by references of qualified auto 








executives. Box 378, c/o Automotive 
News, Detroit 7. 
| AU JTOMOBILE MAN—30 years old, mar- 
| fried, desires relocate 250-400 car dealer- 
ship in south. Eight years’ experience 
all phases dealership. Capable general 
| Manager, new or used car manager. For 
| full details write Box 393, c/o Automoe 
| tive News, Detroit 7. 
SALES MANAGER—Volume plus profit 
| are goals. Late 30s, with past proven 
| record. Experienced in all phases of 
| sales, appraisal, reconditioning, closing 
| sales, training and leading men. Pres- 
ently employed, seeking better position. 
Dale Carnegie graduate. Best of refer- 


ences furnished. Box 394, c/o Automoe 


| tive News, Detroit 7. 

|GENERAL OR SALES MANAGER, 11 
| years’ experience sales manager, new 
and used car and truck sales. Can teach 
salesmen to sell ‘‘benefits’’ instead of 
‘‘price.’"’ Prefer southwest location. Age 
42, married, three children, college edu- 
cation, Presently employed midwest, Box 
392, c/o Automotive News, Detroit 7. 


| GENERAL MANAGER—Presently employed 

Experienced in 300 to 2,000 car opera- you n 
tions. Creditable background in new and sonnel 
used car merchandising and _ financial wv 
analysis, desires position with financially 
stable organization. Will consider buy-in. 
Excellent personal, business and financial 
references from manufacturers and f- 
nance institutions available. Age 37, 
married. Reply Box 404, c/o Automotive 
News, Detroit 7. 


AUTOMOBILE MAN who has had 1 eight 
years’ imported car experience in sales 
management and general management, 
desires position in one of these capacities 
or will consider partnership or corpora 
tion arrangement. For further particulars 
write Robert E. Simons, 1611 Holliday 
Drive, Norman, Oklahoma. 


SALES MANAGER—25 years’ experience 
new, used, truck managing. Available 60 
days, New England territory only; Gen 
eral Motors or Ford. Can furnish best 





Milita 











troit 7, Mich. factory, dealer references. Box 390, ¢/® 
Automotive News, Detroit 7. 
= HELP WANTED __ 


























qualified Branch Managers. 


GENERAL ACCEPTA 


1165 Hemilten Street 


Finance Manager 


Large independent automobile finance company has several openings for 


Personnel Director 





























Po 
Company has over a quarter century of service in the auto finance field, and 
is undergoing its greatest expansion program. £ 
Men selected must have an outstanding record in soliciting dealer accounts, _ 
approving credits, and supervising office staff for a recognized national or Re 
independent finance company. 
Salary commensurate with experience—multiple benefits, including profit ‘ 
sharing. ae 
The men we want are probably now employed, but with restricted growth 
opportunities. If you believe you are qualified and you are interested in this am 
outstanding opportunity, write in complete confidence to: _— 











NCE CORPORATION me 
Allentown, Pennsylvania * 



















POSITION WANTED 


» TRUCK SALES MANAGER or new 
representative, 10 years’ experi- 
wholesale (buyer or seller), re- 
oning and retail. 35 years old, col- 
lege graduate (Business Administration), 
, family man, Also experience in 
and used cars, trailers and outboard 
equipment. Sold used truck oper- 
March ist, presently ge 
inventory. Prefer heavy duty new an 
rack operation, will consider dual 
truck and car operation or farm ma- 
ry. 1 am looking for an opportunity 
better myself where the volume of 
mess is available and the challenge 
wine, Will relocate anywhere. Capital 
limited but interested in a future buy-in 
bility. What have you to offer? 
Theron W. Conrad, 1001 N. 
Sunbury, Pennsylvania. 
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DEALERSHIPS AVAILABLE 


SEALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat- -combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
toilet, kitchen, three open sun decks. 

"person operation. Sleeps four in 
juxury. Only $2,495 retail F.O.B, Texas 
—less liberal dealer discount, Enjoy the 
additional profits that are in boat sales, 
Your regular finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


DEALERSHIP AVAILABLE HANDLING 
RAMBLER, excellent used car operation. 
Located in southeastern Pennsylvania, 
with good potential. Now selling over 
400 new and used units per year. Reason 
for se 11ing— partnership dissolution. 
Write to Box 360, c/o Automotive News, 
Detroit 7 

HANDLING IMPERIAL, CHRYSLER and 
Plymouth—Excellent used car 
Will lease building and lot. Trading area 
60,000 population. No used cars, receiv- 
ables or liabilities involved. Dealer has 
other business interest, Located northern 
Ohio, Box 405, c/o Automotive News, 
Detroit 7. 

AGENCY “#A-N DLING Oldsmobile and 
Rambler, upper New York state. Good 
profit, potential and sales. No ‘‘water.’’ 
Iliness~reason for sale. Box 396,~c/o 
Automotive News, Detroit 7. 

AGENCY HANDLING DeSoto, Dodge, 
Plymouth and Ford farm machinery— 
South Carolina. Due to other interest will 











sell dealership at reasonable price. Short | 


or long term lease on building. Factory 
approval necessary. Two hours from 
Myrtle Beach, South Carolina. Box 396, 
c/o Automotive News, Detroit 7. 


CENTRAL CALIFORNIA dealership for 
sale handling Rambler, Dodge, 
outh, Hillman. Small parts stock, excel- 
lent equipment and facilities, adjoining 
used car lot. Low overhead — money 
maker—small investment. Box 397, c/o 
Automotive News, Detroit 7. 


IMPORTED CAR DEALERSHIP for sale 
in northern Ohio handling Triumph and 
Hillman. Low investment, wide open ter- 
ritory. Buy for cost of parts inventory. 
No used cars. Established service and 
sales. Box 398, c/o Automotive News, 
Detroit 7. 


DEALERSHIP WANTED 





WANTED—GM, Ford or Chrysler product 


franchise in Chicago suburb, southern 
Wisconsin, western Michigan or Illinois. 
Pay all cash. Lease or buy facilities. 
Factory approval assured. Confidential. 
Box 389, c/o Automotive News, De- 
troit 7. 


FLORIDA TRADE—200-300 car deal 
wanted, Great Lakes area. Have Ft. 
Lauderdale area waterfront home to 
trade. Real value $24,500. Give or take 
difference. Factory approval assured. 
Replies strictly confidential. Box 406, 
c/o Automotive News, Detroit 7. 

150-350 UNITS, Chevrolet or Oldsmobile, 
suburban New York state or New Jersey. 
roand _ c/o Automotive News, De- 
roit 7. 








DEALER SERVICES 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 

1. We finance up to 36 months. 

2. Cars may be taken overseas without 

refinancing. 
3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of pay grades E5 
and above . . . on a simplified, non- 
recourse basis. 
MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—Telephone CApitol 6-268! 
"Worldwide Financing for Military Personnel" 
(USAA Insurance available 
to qualified officers) 

rr S 


STOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
really cost. The book, ‘‘AUTO COSTS,”’ 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide. Order your ’59 edition today for 
only $10— three year subscription $18 





(including all supplements). AUTO 
oS Box 224, Dept. 3Z, New York 


mi CECE RRO 
TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equi chiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


— 


MAILING LISTS 
EALERS MAILING LIST—Ford, Chev- 





rolet, Plymouth, DeSoto, Chrysler, Olds- 
Mobile, Pontiac, Buick dealers. Complete 
Rational list. May, 1959 checked. On 
addressed labels, 35M, $14 per M. Box 
402, c/o Automotive News, Detroit 7. 


4th Street, | 


location. | 


| 


Plym- | 














CARS FOR SALE 


VOLKSWAGENS 


Why Use A Middle Man? 
Buy Direct from the Largest 
Exporter in Germany 


1959, '58 and '57 Sedans, Ghias, Con- 
vertibles, Micro Buses. All commercial 
models. 


ALL CARS COMPLETELY AMERICANIZED 
THROUGH OUR OWN CONVERSION 
PLANT. 


Bank and Trade references will 
be furnished. 
RUDI ARONS, INTERNATIONAL 
AGENCIES G.M.B.H., 
Neue Rabenstrasse 32, Hamburg 
36, Germany. 
Cable address: 
RARONS HAMBURG. 


Contract your conversion work 
through our plant. All American 
requirements met to perfection. 
Quotations on request. 


Volkswagens 





TOD-O-CAR, INC. 


Immediate Delivery __ 


1959 sedans, convertibles, Karmann- 
Ghias, Micré Buses, ' 
All commercial models. 


On Hand at Our 2 Locations 


1415 Haines St. 
Philadelphia 26, Pa. 
Phone: WAverly 7-3500 


Darlington, S. C. 
Clanton's Auto Auction 
Phone: L. D. 2 


1959s 
Chevrolet, | 
Oldsmobile, Ford, 


Triumph TR 
Speedster 


Most models with mile- 
age up to 4,500. 


OLIN'S U DRIVE 
2830 N.E. 2nd Avenue 
Miami, Florida 
FRanklin 1-6591 





VOLKSWAGENS 


Sedans, Ghias, Buses 


AMERICAN MODELS 
MERCEDES 220 S 


Immediate delivery direct shipments to NEW 
YORK, HOUSTON, JACKSONVILLE, Laverne 
Moore, EL 6-755!. 


BENTON ENTERPRISES, INC. 
1860 Broadway, New York 23, N. Y. 
Phone: Circle 5-0630 


Texas Division: P. O. Box 578, 
Houston, Texas, CApital 7-5260. 











BEST BUY OF THE 
MONTH! 


1958 FORDS 


Ex-Taxicabs 
Contact M. Karlin 
EMKAY MOTORS 


1046 Bedford Ave., Brooklyn, N. Y. 


UL 7-0651 















CARS WANTED 





YES! YES! WE BUY 
Foreign Cars Needed Now 


Renault, Volvo, TR-3, MGA, Jaguar, New 
and Used inventories bought for cash. Trucks 
pickup immediately, Phone or wire: John 
Hallums, YOrktown 5-1204, Kirkwood Im- 
porters, 1040 N. Kirkwood Rd., Kirkwood 22, 
Missouri. 











| TRUCK DECALS; 


AUTOMOTIVE NEWS, MAY 11, 1959 


CARS WANTED 


RAMBLERS 
WANTED 


Any Year @ All Models 
Late Models Preferred 


including 
Low Mileage 1959s 


Jack Schwartz 


Levittown Rambler; Inc. 


3130 Hempstead Turnpike 
Levittown, L. 1, N. Y. 


PErshing 5-9400 


WANTED 1957 CADILLAC 75 sedan, 7 
passenger. Must have air-conditioning 
and be fully equipped. Must be like new. 
Telephone: GLadstone 9-3106, Abbeville, 
South Carolina. 

SEVEN PASSENGER CADILLAC limou- 
sines, Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore. 

LIMOUSINES—S8 passenger—new or used. 
Dennis Distributor, 4804 N, Saginaw St., 
Flint 5, Michigan. 


PARTS FOR SALE 


ALUMINUM ROCKER PANELS for all 
cars from 1949-1959. Fit over old panels. 
Guaranteed to fit. Dealers wanted. 
Sample pair—2-door $5.00; 4-door $6.50. 
Grantonic Panel, Mingo Junction, Ohio. 

CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 











SHOP EQUIPMENT FOR SALE 


At Public Auction 


closing out contents of 


Lott Motor 
Company 


Dodge-Plymouth 
321 W. Mansfield St. 
BUCYRUS, OHIO 


SALE - MAY 15th 
10:00 A.M. until sold 


Come early, stay late, 
everything to be sold. 


MACHINERY, SHOP FUR- 
NITURE, FURNITURE AND 
FIXTURES, SERVICE EQUIP- 
MENT, NEON SIGNS, 
TOOLS, OFFICE FURNI- 
TURE AND FIXTURES, OF- 
FICE MECHANICAL EQUIP- 
MENT, PARTS BINS, PARTS. 


Sale conducted by 


Montpelier Auto Auction Co. 
of Montpelier, Ohio 








Florida. Attention Dan Smith. 





ANTIQUE CARS FOR SALE 





PACKARD PARTS, 1954, °55, 756. 50% 
off net, approximately 5,000 gross. Kaye 
Chrysler, Albany, New York. 


ACCESSORIES FOR SALE 








FOR SALE: 
P 


1930 Pontiac 4-dr., Model 
. G., 6 cylinder. Very sharp inside and 
out. Atl good ttres>Geed running condi- 


tion, priced right. E. P. Rich Motors, 
Inc., 213 8. Caroline Street, Herkimer, 
New York. 








MISCELLANEOUS 








NEW AUTO RADIOS 


*'59 Chevrolet, PB .. 
*'59 Plymouth, PB 
*'59 Ford, PB ... 
"5 Tube, 2 Transistor sets with rear speaker, | 
fader control. 











'S7 Chevrolet, Manval ...................... $32.95 
‘ST Plymouth, Manual .................... 32.95 
"SO Lark, Manual ............-...ccccccseeeeee 32.95 | 
'59 Renault, Manuva . 29.95 
'S9 VW, Manual -- 29.95 | 
‘S59 Simca, Manval . cevee 29.95 | 
Write for complete catalog 
Mail and phone orders 

Fast C.0.D. shipments 
| 
LIBERTY AUTO RADIO 
191 E. 161 SP. New York 51, N. Y. | 


LUdiow 8-7111 | 








DECAL TRANSFERS 

no charge for sketch; 
Write for sam- 
8356 Hough, 





durable, brilliant colors. 
ples. Allied Decals, Inc., 
Cleveland 3, Ohio. 


BUSES WANTED 











WANTED 
1 to 15 School Buses 


30-36 or 42 passengers. 
1954 or later. 


Write: P. O. Box 44, Cincinnati 9, Ohio 


| 


TRUCKS FOR SALE 


1948 AUTO TRANSPORT TRAILER, first 
class condition, 35 foot Whitehead and 
Kales, $750.00. H. P. Montgomery, 836) 
N. Glenstone, Springfield, Missouri. | 

TRUCKS WANTED 

WANTED: LATE MODEL WRECKER 2-|| 
ton chassis, equipped with number 525 | 
Holmes crane. George T. Crosby, 350 
West Morris Street, Bath, New York. 
Phone: Bath, PR 6-3052. 











CARS, SHOP EQUIPMENT FOR SALE | 





po ----- nnn 


WE ARE LIQUIDATING 
our Fiat dealership in W. Hempstead—(3 
miles from New York City.) 


We have 10 new Fiats and | Alfa Giuletta | 
Coupe to sell at dealer invoice. 


$2,370 worth of new Fiat parts for $1,422—/ 
with bins. 


$742 worth of new Fiat tools and tool board | 
at dealer cost less $242. 


One complete brand new ‘'Flash-A-Call" ad- 
dress system still in original shipping crates, 
cost $3,700 . . . will sell for $2,500. 


Fiat N. Y. Distributor OKs this ed 
Cali JUdson 2-7470 or write M. C. Gale 


Monarch Motors Co., Inc. 
1751 Broadway, New York City 








SHOP EQUIPMENT FOR SALE 


PARTS BINS FOR SALE—Approximately 
75 Berger, General Steel bins. Good 
condition. Many only four years old. 
Major Chevrolet, Long Island City, New 
York. AS 4-0700. Mr. Sehumacher. 


The “ORIGINAL YELLOW" 


Automatic BraKin 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 
$5] 45 


“WRIST ACTION" 
Incidg. BRAKE HOOK-UP 
TowKinG 4.c2'st $45°° 
TRAIL-KING $37.50 
Fast Pickup and Delivery 

ALL forsign ond Fide 2" Ball 
CLOSING OUT RED ARROW 


American Cars 
PARTS AT 50% DISCOUNT 


Protecto Covers (Tailor Made) $6.95 
Carrying 2.00 ace 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-888 Nites: BA 1-8717 
40 So. Clinton St., Chicago 6, Ill. 


















BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL Fr.0.8. Factory Net) 


$44.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 


Write fer Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
in the Industry 

1939" 


“Leaders 
Since 


Canadian Distributors 


FIVE WHEELS, LTD. 
Terente, Sntarie 


1959 PRICEMASTER 


The encyclopedia of dealer cost prices of all 


| American cars, three trucks, 25 foreign cars 


|—plus all 


optional accessories — Shows all 


| Standard Equipment for All Models—Yeari 


subscription price—$10. 5% discount for ca 


| with order. All supplements free. DEALERS 
| AND AUTOMOTIVE AFFILIATES ONLY — 


NOT SOLD TO THE GENERAL PUBLIC, 


| ORDER YOURS TODAY!!! 


| 





K-B SALES CO., INC. 


Dept. D-!, 924 lith Street 
ROCK ISLAND, ILLINOIS 





| CONVERTIBLE TOPS—$20.50. Jeep tops, 


$72.20. Headlinings, 
BIG BUCK, 


$12.50. Free 
12 Elliott, 


cata- 
logue. Beverly, 


Mass. 





SEE PAGE 30 
for the nation's 
TOP AUTO AUCTIONS 








CARS FOR SALE 


1959 


VWs - Renaults - Fiats - Volvos - Etc. 


Fully Americanized — Sedans, 2-doors, 4-doors, 
convertibles — All colors 


IMMEDIATE SHIPMENT, WILL DELIVER ANYWHERE 
IN THE UNITED STATES 


For full details, information, prices 
Phone, Wire, Write 


NANA TRADING CORPORATION 


120 WALL STREET, NEW YORK 5, N. Y. 
BO 9-4747, TWX NY 1-4811 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 


Street Address............. 


Car Dealer [1] 
Jobber [] Insurance oO 


Make of Car....... 








AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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TRADE CONNECTION: 
Truck Dealer [) 
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Manufacturer [] 


Financial 1] Supplier 1] 
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That amount buys 18 lines (little more than one inch) in the leading Boston newspaper or —a full-color, full-page ad 
in The Saturday Evening Post! A Boston. Pontiac dealer gets 712,403 selling exposures to prospects right in Boston from 
every Pontiac ad page in the Post. They're Post-Influentials, who not only buy cars, but help sell them, too! Yet the 
factory’s cost per Boston Pontiac dealer is only $18.98. That’s efficiency, that’s sales power . . . at the local level! Proved! 
Pontiac gets more than 29 million Ad Page Exposures — 29 million face-to-face contacts with Post-Influentials 
— with every ad it runs! Like to know how many of your local prospects your factory’s ad page will be exposed to... 
and at what cost? Drop me a card. Let me know the make of car you sell YOU CAN'T BEAT 
and your city: Jim Gavagan, Vehicle Marketing Mgr., The Saturday Sec eagt 
Evening Post, Independence Square, Philadelphia 5, Pennsylvania. i LT | od B 
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